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y BRODIE Slow-Closing “Quantrol” 


For loading racks, and other installations such as batching, requiring auto- 
matic preset quantity control 








* Two-stage operation... first stage reduces rate of flow for second stage 
shockless shutoff 
® Assures accurate loading in shortest possible time . 
® Brodimatic Quantrol Counter may be set to deliver any quantity from 50 to 
9999 gallons | 
* Quantrol valve may be installed directly on meter outlet, or at any point in ™ 
close proximity 
* Counter may be mounted on meter or with counter extensions 
® Counter can be equipped with totalizer printer 
® Available with Brodie BiRotor Meter Models B-62D, 250 gpm; B-72D, 350 
gpm; or B-82D, 550 gpm 
BY 
Brodie BiRotor Meters equipped with new slow-closing Quantrol provide wn 
shock-free automatic preset quantity control. Both Meter and Quantrol may = 
be installed on vertical or horizontal lines. Investigate Brodie slow-closing 
Quantrol today. Write for bulletin No. 635. 
3 
RALPH N. BRODIE CO., INC. + ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S.A. 4 § 
MT. VERNON, N.Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Street 1709 1 
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Among other things. . . 


The cover picture this month is from Gulf Oil and shows 
an oblique view of one of their catalytic cracking layouts. 
These units, although sometimes kidded as ‘plumbers’ 
nightmares,” are photogenic from any angle and have been 
highly useful in providing more light fuels from the barrel 
of crude. 


The range of features this month leans heavily toward 
the selling side of the business . . . in fact we have four 
sales or advertising articles. There was never a better tim- 
ing for them because just about every one in the business 
admits that 1954 is the year to revive a real push for orders, 
the year to separate the men from the boys. 


The percentage margin controversy in fuel oil circles 
comes up for airing with Ingersoll of Atlantic starting the 
ball and Ray Kraemer taking the opposite view next month. 
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Here at last is a line of 
knocked-down duct fittings 
designed specifically to fill 
YOUR needs. DUC-PAC'S 
exclusive internal snap lock 
eliminates any "folding over" 
operation ... improves 
appearance of finished job. 


THEY SAVE YOU TIME 
You can assemble DUC-PAC galvanized fittings 
in seconds. Simplified system saves time in laying 
out a job. Practical design of fitting saves time 
in installing. They just swap together . . . no 
hammer necessary. 


THEY SAVE YOU SPACE 
DUC-PAC galvanized fittings are shipped 
knocked-down, packaged 12 to a carton, require 
only about 10% of space needed to store old- 
style fittings. They save space in your truck, too. 


THEY SAVE YOU WASTE 
Because they’re knocked-down and packed in 
cartons, DUC-PAC galvanized fittings don’t 
become dented or battered in storage or in the 
truck. Eliminating waste keeps your costs down. 
Request free descriptive bulletin showing complete line. 


DUC-PAC 





vt) DUC-PAC 


New Revolutionary Snap-Together Fittings 


They snap together in 
a matter of seconds. 








Names in the News 


James A. Adair has been appointed 
sales manager of Hoover's Electric 
Motor Division, 
North Plainfield, 
N. J. Adair will 
supervise sales of 
the entire line of 
fractional and in- 
tegral horsepower 
motors on both 
original equi p- 
ment and distrib- 
utor channels, He had previously been 
with Westinghouse Electric Corp. and 
Star-Kimble Motor Division. 


John D. Small, formerly Chairman 
of the Munitions Board, U, S. Depart 
ment of Defense, 
has been elected 
executive vice- 





president and a 
director of Quiet- 
Heet Manufac- 
turing Corp, 
Newark, N. J. A 
graduate of the 
U. S. Naval 
Academy, Small resigned his commis 
sion in 1926 and entered private it 
dustry. He was executive vice presi 
dent of the Dry Ice Corp. of America; 
president of Maxson Food Systems, 
Inc.; vice president of Emerson Radio 
and Phonograph Corp., and vice pres 
dent of Pressed Car Steel. In 194, 
Small was recalled to active duty and 
subsequently was Executive Officer of 
the War Production Board. After the 
war he was appointed Administrator, 
Civilian Production Administration. 


Luke J. Clements has been appointed 
district manager of a new regional ol” 
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“AMERICAN Fluid Heat advertising appears month after month in the 
HOME national publications most read by homeowners . . . such 

" = §=©6© publications as Saturday Evening Post, Better Homes & 
Gardens, American Home, Living for Young Homemakers, 
House & Garden and House Beautiful. This hard-selling 
advertising campaign pre-sells your prospects on the con- 
venience, comfort and quality of Fluid Heat. . . directs 
customers to your store, customers who will be interested 
in Fluid Heat, receptive to your sales effort. 



























been And in addition to this tremendous national advertis- 

and ing program, Fluid Heat provides you with good-looking 
literature, booklets, folders and envelope stuffers . . . and 
a retail sales manual to help your men tell a complete and 

logical sales story. 
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Fluid Heat’s complete line of rotary equipment and warm 
air furnaces. The wall-flame rotary burner, for instance, 
has set a new standard of heating efficiency and economy 
... efficiency and economy that’s easy to recognize, easy 
to sell. This rotary burner, along with Fluid Heat’s com- 







" CUTAWAY VIEW 
WALL-FLAME 
ROTARY BURNER 




















plete line of pressure burners and boiler burner units, 
‘. make it possible for you to offer your customers the most 
— complete line of oil-fired equipment in the heating indus- 
ate mY try ... the best heating unit for any installation. 
yt So investigate the Fluid Heat line . . . the line that will 
Te put you in the strongest possible competitive position . . . 
prs es the line that you can sell at a profit. For further informa- 
Radio nase sae i - tion and dealership details write: ANCHOR Post Propucts, 
2 pres WARM AIR FURNACE Ll yy Inc., Fluid Heat Division, 6700 Eastern Avenue, Balti- 
- eZ rn : more 24, Md., or Coolbaugh Street, Red Oak, Iowa. 
FAMO 
sre Hers 
ter the 
strator, 
ation. a | 
FAMOUS FLUID HEAT 
sal WALL FLAME J AUTOMATIC HEATING EQUIPMENT 
pointe : ROTARY BURNER J 
nal of” FAMOUS FLUID HEAT “ML-BOY TYPE” “WORLD'S ECONOMY CHAMPION” 
“OPW PRESSURE BURNER WARM AIR FURNACE Division of ANCHOR POST PRODUCTS, Inc. 


Sales Offices and Factories: Baltimore, Md. and Red Oak, lowa 
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4%,” PLATE — 1%” wall, TUBES 


Qualified for A.S.M.E. Marking 


WALL-FLAME 


BOILER 


NEW MODELS 
GREATER CAPACITY 


Grate Sizes 
Le ee 
Capacities 300-700 square feet 
steam or equivalent H.W. 


EASY — 


TO GET IN THE BASEMENT 
TO INSTALL 

TO CLEAN & SERVICE 

TO SELL 


ECONOMICAL 
BEAUTIFUL 
EFFICIENT 
COMPACT 
QUIET 


STEEL 


Walter Tube 


BOILERS 


FOR STEAM OR HOT WATER 


BUILT TO LAST A 
UNDER ANY 


SEE THEM at the OH! SHOW in MAY in Philadelphia 


V & E PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


Warehouses: 


BALTIMORE ¢ BUFFALO ¢ PHILADELPHIA e SCHUYLKILL HAVEN ¢ WORCESTER 


Phones: 


SAR. 2387 GAR. 7300 


WAYNE 1625 S.H. 122 


LIFETIME | 
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Corp., Cincinnati, O. Since 1951 he 
has been a sales engineer for the com, 
pany and will now supervise the ag 
tivities of manufacturers agents and 
jobbers in Missouri, Kansas, Arkangag 
and western Tennessee. 


Ray Horan will supervise all mer 
chandising activities of the Comm 
Perfex “ 
Corp., Milwau- 

kee, Wisc. Horan 

is returning to 

after a 


Division, 


Perfex 
three-year leave 

of absence during 

which he repre- 

sented the Tem- 

perature Controls 

Industry in Washington. The adver 
tising, sales promotion, wholesale, mar- 
ket research and statistics departments 
will come under his direction. 


T. J. (Jim) Carson is the new sales 
manager of the Fluid Heat Division, 
Anchor Post Products, Inc., Baltimore, 
Md., following the retirement of the 
former sales manager Grey Knowles, 


Mal Galvin has recently been ap 
pointed manager of York-Heat of 
Connecticut, Di- wi 
vision of York- 

Shipley, Inc, Gal- 

vin has been with 

the organization 

since 1949, serv- 

ing as office man- 

ager of the Bos- 

ton Division of 

York-Shipley, re- 

tail salesman for the Shipley Cooling 
and Heating organization in York, 
Pa., and more recently, as district 
wholesale salesman for South Jersey. 
Assisting Galvin will be Ernest Marg 
graff, who has also had many yeals 
experience in retail sales. 


E. J. Gossett, president of Bell and 
Gossett Co., Morton Grove, Ill, was 
recently elected chairman of the 
of directors. At the same time, RB. & 
Moore, vice president and secretaly 


“and Clarence E. Pullum, vice pret 
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dent and treasurer, were named exec 
tive vice presidents. 
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CIRCULATORS! 


STAINLESS STEEL SHAFT 
Won't corrode! 

mito laMilalt tame cola ol-th1-1am le] olaleehivolal 
Longer life and wearability! 


POROUS BRONZE BEARING 
Lubricates surface of shaft! 

imCollok ME aloha mmlaim o\-1ai-re mel ifelalul-tale 
Holds oil longer! 
























































TACO GIVES YOU RUGGED PERFORMANCE — 


® Specially selected rugged motor ® Strong flexible drive spring elimi- 
gives lowest possible electrical atohi-e Maal ol aol stolammolalommer S101 a-5 Mme L0IT 1) 
consumption... operation... 
an Maal t-taelalolale {tol oli-Malolale(-t Melolol ole molal= 
® Patented rotary seals eliminate circulator to four (4) sizes—%3,", 
stuffing boxes and grease... ati, Ser hy. 


Better Heating-Better with Taco 


137 South Street, Providence 3, R. |. 


when A beg SS. te 


aan’ Z - ¢ a “34 Sensi a 
Aol at x : iv . yoy 37 45% é of x GOS Sp 5 
el Se Font f Me Oe ak et Fo a 7. > b we ~, ~ Zz 


dloil 


















G ditorial i oaks 


SOME OF THESE DAYS we may stop kid- 
ding the gas industry about its difh- 
culties but it’s hard to do as long as 
they keep providing us with such juicy 
morsels of gossip. In the February is- 
sue, this page had an item about Kan- 
sas City where the local gas company 
had appealed to its customers in four 
surrounding states to go easy on burn- 
ing gas until the weather got warmer. 
This month brings another “honey” 
from the same area. 

The story came under a Washing- 
ton date line and we picked it up from 
Aaron Rich’s bulletin, “Under The 
Fill.” It seems that the Missouri Public 
Service Company is negotiating a 
merger with the Gas Service Com- 
pany, that had all the trouble. In testi- 
mony before an examiner of the Se- 
curities and Exchange Commission it 
was made clear that if gas companies 
were to build supply lines big enough 
to take care of emergency cold snaps 
the rates would be too high to com- 
pete with other fuels. 

At the hearing were attorneys from 
various cities and one representing the 
State of Kansas, all complaining of low 
gas pressure on severe days. 

It is logical that gas lines can never 
be made large enough to take care of a 
short heating emergency. Who would 
expect that any utility could afford 
millions of dollars for line capacity 
that would be idle in all but a few days 
each year? 

They have had a similar situation 
down in Florida with electric heating. 
The Florida Power and Light Com- 
pany for several years has been urg- 
ing its customers to heat their homes 
with oil and not electricity. Only oc- 
casionally does Florida have a cold snap 
and then if all of the electric heaters 
in the state are turned on the utility 
cannot handle them. 

This Florida utility has repeatedly 
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pointed out that it cannot afford the 
investment in large capacity to handle 
heating in the rare cold spells when 
that capacity would be idle all the rest 
of the year. 

Doesn't it make sense that in our 
selling we should put a lot of empha- 
sis on the fact that gas is limited by 
its physical properties to the point that 
it cannot be expected to keep every- 
one warm on the few severest days of 
a winter. The only fuels that can al- 
ways take care of any emergency, of 
however long duration, are coal and 
oil. Oil has the long edge over coal be- 
cause of its automatic nature so we 
very definitely have the one best fuel 
for home heating if we want to take 
the trouble to make folks believe it. 
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WRITING IN THE January issue of ““Op- 
portunity,” L. T. White (Mr. Cities 
Service) made a very potent observa- 
tion. . . . “Value is determined by 
the user, not by the maker.” L. T. has 
a great aptitude for summing up a 
lengthy discourse into very few words. 
This particular observation had 
come as a result of a clerk in a store 
complaining to his boss that some par- 
ticular item was marked up too much. 
The boss then explained to him that 
the customer must decide whether the 
profit is unfair, not the seller. 
When you come to think of it every 
successful business has been built on 
that philosophy although very rarely 
does it occur to us. Only last week a 
fueloil marketer in Maryland was 
making strong objection to the oil in- 
dustry having raised the price of heat- 
ing oil in the middle of the winter. 
This man was complaining about the 
lack of consideration for the public. 
Actually, of course, the public puts 
its own valuation on fueloil as on any- 
thing else, and we should begin to 
worry about too high prices when 
many customers begin to complain. 
In most markets it is more desirable 
to keep fueloil prices high enough to 
afford profitable margins at all levels. 
In selling oilheating equipment the 
large majority of deals are based on a 
price built up from cost rather than 
on the consumer’s evaluation of the 
benefits. It is noticeable, however, that 
many of the most prosperous dealers 
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have been able to sell their equipment 
at prices running up to double that of 
the lowest offerings. They have done 
it through the kind of selling that en, 
courages the buyer to put his own 
value on the benefits from oilheating 
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YOU MIGHT CALL IT carrying coals to 
Newcastle when you have to burma 
lot of fueloil to properly ignite a whale 
We have in mind the famous whale 
that was played up in “Life” some 
time ago. This interesting mammal had 
been washed ashore at Plymouth, 
Massachusetts. The townspeople didn't 
quite know what to do with it until 
they were reminded from old Cape 
Cod folklore that you had to get a 
dead whale out of town or else get 
the population out. This whale, of 
course, was full of oil and somebody 
had to ignite it. 

For 18 hours the village fire truck 
sprayed fueloil on the beast—4200 
gallons all told, and in that way kept 
its own oil burning sufficiently to con 
sume its 60 tons of bulk. 

eo 

DWIGHT BENTON, sales vice president 
for Standard of Indiana, made a talk 
in January to the Northwest Petroleum 
Assoc., Minneapolis, The general sub 
ject was operating profits. His philoso. 
phy was summed up in the following 
4 line couplet: 

Count that day lost 

Whose low, descending sun 

Sees prices shot to hell 

And business done for fun. 
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NOW IT’S A SUPER-JOBBER, An enter: 
prising Yankee has arranged a man 
facturers’ joint warehouse in the Boy 
ton area. Some 36 salesmen for the 
warehouse company sell the manufac 
turers’ products to jobbers, In that 
way the jobbers don’t have to cafty 
stock. Maybe this is a good idea, but 
some industry men are willing to make 
bets that under tighter competitive 
conditions we will see more direct fae 
tory to dealer selling in the future. 
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mouth, _WHISTLING TANK FILL SIGNAL 
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) get a . . H 
ha You find that VENTALARM Signal delivery saves | 
a - you close to two hours per day, per man-truck. On j 
viele a four-truck basis, that gives you time for at least i 
20 more deliveries per day ... or 120 more deliveries [+ | 
_ per week! And all this with the same manpower and a k +f 
4000 equipment that you have right now. cig 
ay kept The cost to you? | 
to con’ ; 
Just a modest VENTALARM Signal investment that 
can be written off as a one-year expense. In fact, 
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ee costs. So they pay for themselves in the first season! ' 
residen 
2 a talk 4 ” 3 
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1948 1949 1950 1951 1952 1953 
Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELoi, & Oi, Heat's estimates of shipments are: 
- NOVEMBER ———— ————-ELEVEN MONTHS———. 
Percent Percent 
1953 1952 Change 1953 1952 Change 
Conversion 41,534 47,253 — 121. 544,026 495,209 + 2a 
Boiler Units 5,892 6,889 14.5 66,411 62,286 +> 16:6 
Furnace Units 14,640 18,917 22.6 176,713 173,161 2 
All Domestic 62,065 73,059 - 15.0 787,150 730,656 a eT 
Commercial 3,208 3,629 11.6 39,133 33,710 “1 61 
Total 65,274 76,688 14.9 826,284 764,366 “ eGo 
150 
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January Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
January $323 $707 $625 
December 321 713 633 


Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 
January 143.8 Sixmonthsago 139.6 January 130.1 Six monthsago 137.9 
December 142.7 Yearago 150.6 December 130.6 Yearago 137.0 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/ILBURNER PRICES- RETAIL CONVERSION BURNER - JAN. 1940=1/00 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS - 1939 #100 memnnnn amen mn nn 
CONSTRUCTION COSTS - RESIDENTIAL- DEPT OF COMMERCE- /939 = /00 —— -—__— - —— 
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Oilheating Trends 


THE NEW YEAR got under way in good 
shape with estimated installations of 
domestic oilburners and units in Janu. 
ary placed at 47,548. This was 15% 
above the estimated 41,435 in the same 
month last year. This is a particularly 
pleasant way to start a new year, es 
pecially in view of the fact that last 
year we were showing minus compati- 
sons for the first seven months. The 
favorable momentum that developed 
starting with July has carried over into 
the winter months. 

The January installations were di 
vided: New Homes, 27,567; Replace: 
ments of old oilburners, 8,751; Con 
versions from other fuels, 11,230. 


BURNER STOCKS: The stocks of do 
mestic oilburners and units in the 
hands of dealers at the end of January 
were 90,824. This shows a very sig’ 
nificant rise from 69,207 a month 
earlier. The dealers had been busy get 
ting their stocks down probably in an 
ticipation of slower business in the 
new year, and then later realized that 
the pendulum had swung too far in 
that direction. A year ago on January 
31 they were 118,017 and we are not 
yet up to a position that favorable. 

The January 31 stocks this yeaf 
were divided: Conversion burners, 
53,618; Boiler-burner units, 16,743; 
Furnace-burner units, 20,463. The big 
pickup in January was primarily in 
conversion burners. 

Factory stocks on November 3 


_were 67,519 compared with 73,896 2 


month earlier and with only 39,98 
on November 30 the previous ye 
From this we can see that factory pr 
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ke that _ sci | ~~ > KAMLOKS P gine seal all along the line assures greater 
mci ae safety in handling any type of liquid. A perfectly tight no leak 
far in > j connection is made in seconds by sliding coupler over adaptor, 
anuary ‘ then pressing cam levers. No Hoos to engage, no twistin 

: friction against gaskets, no tools required. KAMLOKS pro- 
vide long years of economical trouble free service. 
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yorable. Available in any combination to meet coupling requirements 


is yeat in sizes from %4” to 4” inclusive. Sizes 4" to 3” precision ma- 
chined of special hard wear resistant bronze. 4” size of hi-tensil 
yurners, OPALUMIN, (OPW hi-tensil aluminum alloy requiring no 
16,743; yy additional heat treating). 4” in bronze on pe Mts, order. 


The big Parts A, E, F, are interchangeable with parts B, C, D, G, H, 
rrily in in the same size. 


br 3 ‘ OPW CORPORATION 


pe 2737 COLERAIN AVE. @ CINCINNATI 25, OHIO 


is yeal. ~~ Get the Free OPW Bulletin F-10-FO for the complete story about Kamloks 
ry pro 
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. . «» Oilheating Trends 
duction maintained its momentum 
through the fall months while ship- 
ments were dropping . . . and this was 
obviously justified because dealer sales 
to consumers were rising. Not often 
do we have so wide a variation in fac- 
tory and dealer activities. 

TANK STOCKS: At the end of Janu- 
ary dealers throughout the country 
were holding approximately 49,071 
consumer oil tanks. This compares with 
38,592 the previous month and with 
86,211 a year earlier. Again we see 
that dealers have pulled their inven- 
tories away down at the end of the 
year but they are now building them 
back up. 

The February 1 tank stocks were 
divided: 220-275 gallon, 42,787; 550- 
675 gallon: 3,969; 1,000 gallons or 
larger: 2,315. 

The average price paid by dealers 
in January for a 275 gallon tank was 
$33, or the same as December. By sec- 
tions of the country the January aver- 
age was: New England, $29; Mid-At- 
lantic, $35; Midwest, $29; Pacific 
Northwest, $42. 

ENLARGING YOUR BUSINESS: All of 
the special questions this month were 
identified with the broad general topic 
of enlarging the business of the typical 
oilheating and fueloil marketer. The 
results if carefully studied can provide 
some very effective yardsticks for deal- 
er management in 1954, 

To provide a background of general 
optimism or pessimism over the out- 
look of business as a whole the report- 
ing group was asked how they believed 
general business (not specifically oil- 
heating) would compare this year with 
last. The opinions ranged all over the 
map from high to low but the con- 
sensus is that general business will be 
about 1% better than last year. Geo- 
graphic variations on this are: New 
England expects general business down 
4%; Mid-Atlantic expects it up 4%; 
Midwest expects it up 8% and the Pa- 
cific Northwest is prepared for a drop 
of 18%. 

It is a little difficult to understand 
why the Northwestern dealers are 
more concerned over the outlook. That 
has been a very fast growing section 
of the country but since these opinion 
surveys: are usually about right it is 
obvious that some economic conditions 
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Oilburner* and building Permits 








—— OILBURNERS——— DWELLINGS--——___ 
January 12 MONTHS January 12 MONTHS 
1954 1953 1953 1952 1954 1953 1953 1959 
9 18 307 504 Albany, N. Y. a Re es 2 
85 152 1395 2184 Baltimore, Md. 309 369 3820 3606 
‘a av 7 ée Binghamton, N. Y. 3 2 37 103 
Bloomfield, N. J. 3 2 317 96 
- wa ‘ve 3 Boston, Mass. 24 17 391 596 
87 92 1471 1173 Bridgeport, Conn. “ “a e of 
as - ee ey Buffalo, N. Y. 20 25 510 549 
18 30 590 WP Columbus, O. a Me ie y 
i ae is es Des Moines, Ia. 292 323 4942 1325 
a - i Detroit, Mich. 182 146 3001 399) 
38 32 588 685 Elizabeth, N. J. 5 3 37 68 
31 40 405 397 Freeport, N. Y. pe ae mi 2 
Bie ne oe - Greenwich, Conn. 13 16 320 431 
ae 7 a Hackensack, N. J. 1 6 68 148 
144 _ 1308 Hartford, Conn. Pe cS ae p 
a - os is Hudson County, N. J. os wa ss 3 
10 11 447 489 Irvington, N. J. 0 fi 29 9 
bus Ss ne ‘sp Lynn, Mass. 5 2) 174 15 
44 47 451 505 Meriden, Conn. oe oa ae x 
378 347 "Ti22 “4745 Milwaukee, Wisc. 127 119 3684 294] 
26 45 408 1041 Minneapolis, Minn. 21 24 1049 = 1510 
10 6 256 273 Montclair, N. J. or ry on 2 
a ys ~ ne Morristown, N. J. 0 2 85 65 
9 20 364 388 Mt. Vernon, N. Y. aa = a be 
a 91 1906 2122 Newark, N. J. 
45 87 be 1154 New Bedford, Mass. 


36 47 502—Ss«6 47 
«13 403 430 


New Haven, Conn. 

New Orleans, La. ste oe as 3 
New Rochelle, N. Y. 10 16 453 337 
New York City (total) 6 te nt 


cs en = Brooklyn-Queens 

- 552 7183 7468 Manhattan, Bronx, Rchd .. ne Re e 
37 715 805 820 Norfolk, Va. 38 83 604 = 1162 
és - -s me Oakland, Calif. : + ‘ss F 
or 65 449 1203 Omaha, Nebr. Aue 23 1521 1082 
8 8 207 225 Orange, N. J. 1 4 24 20 
5 10 223 281 Passaic, N. J. ne a ae 7 
11 24 628 844 Paterson, N. J. 7 10 152 229 
ie 475 he ren Philadelphia, Pa. ee ay ‘J 5 
we, 5% a me Plainfield, N. J. 10 6 130 ~=—-:170 
37 56 720 670 Portland, Me. 6 os 198 137 
179 214 3874 4669 Portland, Ore. 101 131 1926 1596 
22 19 229 218 Poughkeepsie, N. Y. 6 we Pe ‘i 
50 78 1264 1204 Providence, R. I. 7 14 208 185 
a me ee a Reading, Pa. 1 6 400 74 
29 56 403 442 Richmond, Va. 30 67 2 947 568 
55 5] 597 588 Roanoke, Va. hes a iy oi 
91 143 3131 3433 Rochester, N. Y. he _ a > 
7 10 207 165 Rockville Center, N. Y. 5 7 92 81 
22 36 452 500 Salem, Mass. 1 5 79 57 
140 97 1995 1732 St. Louis, Mo. 31 11 341 492 
16 46 247 582 St. Paul, Minn. 34 32 1106 1197 
25 20 180 329 Schenectady, N. Y. a - a e 
ee me he e Seattle, Wash. 135 92 1632 1878 
119 a 2195 Spokane, Wash. ers a a ot 
Sia sa is Springfield, Mass. 26 30 =6©1035 = 846 
26 52 426 Re Stamford, Conn. ee as oss “ 
Re 6 = 97 Syracuse, N. Y. 7" 37 - = 
‘ - Trenton, N. J. 1 11 155 = 125 
ae ae he o Utica, N. Y. 3 2 128 234 
46 76 871 1385 Washington, D. C. es ~ - “ 
me = sg, ne West Orange, N. J. 7 14 280 39 
16 16 331 - White Plains, N. Y. 10 9 269 ~=—-:150 
41 66 894 785 Wilmington, Del. 1 , 151193 
87 124 1549 1939 Worcester, Mass. ; He 3 " 
41 105 908 817 Yonkers, N. Y. a me a z 
1431 2253 44585 47108 Totals 1343 1503 29667 26594 

—36.5 a —5.4 Percent Change —10.7 +11.5 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an acc 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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up there are less favorable than we 
have anticipated. 

Next we asked the reporting dealers 
how much they expect to increase their 
own businesses this year, based not on 
unit sales but rather on gross dollar 


March 
1954 


oe eee eee eee eee eee eee eee ee eee? 


volume. The composite answer from 
all sections of the country was that 
they will raise their dollar volume 


heating equipment 15% and on fuel 


oil 8%. There cannot be much ques 
tion about the fueloil side of it, sinc 
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ell MORE 
Stock LESS 


WEBSTER 
TRANSFORMERS 


* Assortments of WEBSTER Ignition Trans- 
formers for distributors and dealers contain 
units that have proved to be the fast sellers 
because of their unique interchangeability. You 
get a minimum number of units with maximum 
installation and replacement possibilities. 


® For instance, the 48G Dealer Assortment 
consists of 4 transformers, 6 mounting plates, 
4 terminal clip assemblies, and 4 base studs. 
This assortment enables a dealer to replace the 
transformer on just about any oil burner in his 


Write for literature which gives specifications 
of both transformers and bases 


Si 


MOLINE 
ps NWLIRIS MAISGIM FB 


locality. Equally important, WEBSTER Ignition 
Transformers feature plenty of knockouts and 
oversized junction boxes for fast, easy installa- 
tion. 

Leading heating wholesalers and authorized 
service stations stock and se// WEBSTER replace- 
ment Transformers. 
® You'll find it more convenient and more prof- 
itable to stock and sell WEBSTER Ignition Trans- 
formers. Specify thenewmoney-saving WEBSTER 
assortment on your next transformer order. 
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DUAL 
ECONOMY 


Installation economy for you 
because the Dual, 8 is easy,to in- 
stall and service: the cabinet is 
installed after all piping is com- 
pleted; all controls are on the 
front of the boiler; the intensi- 
fier tubes are readily accessible. 
Economy for homeowners be- 
cause they get faster heat with 
less fuel: the intensifier tubes 
see to that by cutting chimney 
heat loss and speeding heat trans- 
fer. Then add A.S.M.E. Code 
Construction and contagious cus- 
tomer satisfaction ...that’s a 
recipe for more sales and more 
profit. 


STAINLESS STEEL 
INTENSIFIER TUBES 


Write for new fold- 
er: 1033 New Britain 
Ave., West Hartford, 
Conn. 
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there are 11% more oilburners in use 
today than there were a year ago, and 
that certainly would call for a substan- 
tial increase in fueloil sales. 

Their estimates of equipment sales, 
however, are surprisingly on the high 


| side. A somewhat larger group of deal- 
| ers, reporting for our annual survey, 


which was published in the January 


| issue, estimated that their unit sales of 


oilheating this year would be up 3% 


| in the States East of the Rockies, Of 
| course there is some difference here in 


that they are now talking about gross 
dollar billing. This would naturally be 


_ higher than unit sales because of the 
| fast-moving trend to oil boilers and 


oil furnaces as contrasted to simple 


| conversion sales. 


Optimistic Outlook 


On the other hand their more op- 
timistic outlook may reflect their hav- 
ing had a better January than they ex- 


pected. This is pointed up by the fact 


that they had allowed their stocks to 


fall so low. 


By sections of the country: New 


England estimated heating sales up 
| 11%; Mid-Atlantic dealers say they 


| 


| will be up 13%; the Midwestern folks 
| expect a whopping 19% increase in 
heating dollars; the Pacific Northwest 
looks for heating dollars to be up 25%, 
but not one of the reporting companies 
expects an increase in fueloil sales. 


| This attitude is decidedly mysterious 


| and we'll try and report more on it 
after spending time there in March. 


Next the dealers were asked if they 
find it necessary to limit the growth of 
their business in any year because this 
always involves the need for greater 
working capital. It was surprising to 


| find that only 29% of the companies 
| felt any need to exercise restraint on 


that score. On the average the compa- 


| nies who felt they must not outrun 


their working capital were the smaller 
companies with one or two exceptions. 


| This could hardly be interpreted to 





mean that the smaller companies earn 
léss money on their dollar volume be- 
cause our studies have shown the re- 
verse to be true. It obviously does mean 
that the larger companies present more 


stability and more feeling of security 


to bankers and investment houses so 
that they are able to pick up such 


added working capital as they need for 
their growth. 

Following this line of thought the 
reporting dealers were asked how much 
they could afford to grow in any one 
year, taking into account working 
capital requirements, The overall ap. 
swer is that they can grow 23% in 
dollar volume. The range on this ques. 
tion was from a low of 5% to a high 
of 50%. Obviously the industry ag a 
whole is not growing anywhere near 
23% in an average year so the present 
study indicates that working capital 
is not too tough a problem. 


Industry Attracts new Capital 


A little more than two-fifths of all 
of the reporting companies have been 
able to take care of their working 
capital requirements out of undis 
tributed profits as they grew. The 
other three-fifths (58%) have found 
it necessary to bring in new capital as 
the companies increased their volumes 
in the rapidly expanding fueloil mar- 
kets. It is a healthy sign that the in 
dustry is able to attract new capital, 
particularly for the relatively small 
sized companies that dominate the oil- 
heating and fueloil business. It-shows 
that the general public and particular: 
ly financial people look on our indus 
try as being vital and profitable. 

In providing a large share of their 
own working capital requirements as 
the dealers have grown, you find that 
they have plowed back into the busi 
ness 52% of their net profits through 
the years since they started. We find 
here a strong parallel with the major 
oil companies. They have habitually 
paid out less than half of their net 
profits as dividends and used the re 
mainder to keep up with the ever 
expanding public needs for petroleum 
products and the equipment that uses 
them. 

It’s always interesting in a study af 
fecting the economics of our industry 
to notice the wide geographic varia 
tions. The companies reporting from 
New England have plowed back into 
the business 78% of their net profits 
since the year they started. The aver 
age Yankee is allergic to bank loans 
and wants to be “beholden to no one. 

The typical Mid-Atlantic marketer 
has put back into his business 49% of 
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You can sell a THRUSH Tank Drain 
ee =—s for every expansion tank on any 


lumes , . . . e 

‘mar. _al existing installation 

he in’ ; , 

it YOU CAN SAVE your customer money, save yourself time and 
all bother... and make a profit, too, by selling and installing Thrush Tank 
re oil- Drain. This simple, inexpensive Tank Drain combines an air tube with 
shows ! amma a drain and fits any drain tapping. Two lengths of tube are available. 


cular- a aa\\\\\\ REDUCES DRAINING TIME! 


indus- 
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Draining waterlogged expansion tanks is simple, quick and pos- 
itive with a Thrush Tank Drain. While all genuine Thrush Pressure 
Tanks now have Thrush Vacuum Breaker, there are many old installa- 
tions where the tank has only one drain tapping. Sell them a Thrush 

Tank Drain. Just screw it into the drain tapping. Then remove the air 
bust inlet plug to break the vacuum and open the water outlet. The tank will 
rough OUTLET drain quickly and completely. It’s a profit item you can sell every day. 
eM \ For more information see your wholesaler or use the coupon below. 
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H. A. THRUSH & COMPANY, Dept. C-3, PERU, INDIANA 


Please send, without obligation, more information on the Thrush Tank Drain. 


























LET QUALITY BE 
YOUR GUIDE... 


specify couplings by 





Molded Nylon 
Jaw 


Ww FLEXIBLE 
COUPLING 








Set Screw T 
FLEXIBLE COUPLING 






“SILENT TENSION" 
Sleeve FLEXIBLE COUPLIN 


Ke Splined 


Only Guardian makes all three types* of couplings 
used in the Oil Burner Industry . . . to fit any 
blower wheel! 


Only Guardian offers all these features: 


Send for Guardian Catalogs C101 and C104. 


Dynaline Fabrication—elements stay in 
line because they’re spun together 
while running true. 


One-piece Construction—easier to as- 
semble and remove—saves time. 


“Silent Tension’’—for snug fit, quiet 
operation and longer service life. 


Molded Nylon Jaws—DuPont Nylon for 
longer wear . . . 2 alternate locations 
for faster, easier location. 


HANDY SERVICEMEN'S KITS—Four sizes— 
Standard and Economy assortments, Steel case. 
Meet 99% of service needs. 


GUARDIAN QUALITY 
OIL VALVES 


Four styles to meet 
Underwriters’ Labora- 
tories under - tank 
opening requirements 
— effective Jan. 15, 
1954. Send for Bul- 
letins V-I01 and 
V-IOIA. 






rFRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-34, 1231 E. Second Street 





Michigan City, Indiana 
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his profits while the Midwest and Pa- 
cific Northwest companies have re- 
tained in the business 44% of their 
profits. As you move further west you 
find, in our business as in any other, 
more of an inclination to spread faster 
by utilizing favorable credit sources. 

Carrying on the general theme of 
enlarging the business, those compa- 
nies in the reporting group that sell 
fueloil were asked to give us estimated 
figures on the source of their new fuel- 
oil customers. It was just five years ago 
that we made a similar study so we 
have in the table below an interesting 
comparison : 

The geographic variations in this 
table are quite interesting but the more 
significant columns are the last two 
since they show comparisons between 
now and five years ago. This time we 
have two more categories in the table 
than we had in the former study but 
you will notice that if you add the last 
three items of the 1954 column they 
total almost the same as the last single 
item in the 1949 column. 

In view of the disclosures of this 
table it is hard to imagine why any 
fueloil marketer of substantial size can 
stay out of the oilheating business. 
When he does not sell oilburners he 
is limiting his growth potential by half. 
It is very clear that the best way to 
build fueloil volume is through the oil- 
burners you sell. 

Two items in the table indicate that 
less real selling is being done this year 
than five years ago. Notice that the 
customers gained through personal so- 
licitation have dropped from 16% to 
13% and those gained through old 
customer recommendations fell from 
16% to 14%. This latter category 
more often than not has to do with 
salesmen visiting old customers and 
asking them for names of friends that 
might be interested. 

As contrasted to the decline in these 
two sales activities notice that leads 










from advertising have gone up from 
4% to 7% of new accounts. Very sig. 
nificant in this table is one of the points 
we had not previously covered. Here 
we find that 9% of new customers are 
coming through oilburner service de. 
partments. This means that when an 
oilburner user has trouble getting good 
service and calls in the service depart. 
ment of a fueloil distributor it is often 
possible to convince him that his fam. 
ily should get its fueloil from that same 
dependable source. 

The final question in this whole 
series of enlarging the business asked 
the dealers whether, everything con 
sidered, they feel that 1954 is a good 
year to spend some money and make 
a real push for bigger sales. Just over 
two-thirds of them believe that the 
time is ripe for strong selling and they 
are going ahead on that basis. The 
other one-third have a feeling “easy 
does it.” There was very little differ 
ence in the percentage on this ques 
tion between the various sections of 
the country except that in the Pacific 
Northwest only about one-third of the 
reporting dealers are inclined to put 
on a real drive. This ties in with the 
general lack of confidence being re 
flected from that section. 

FUELOIL STOCKS: Stocks of distillate 
fueloil at refineries, terminals and in 
transit East of the Rockies on Febru 
ary 6 were 64,594,000 bbls. compared 
with 66,351,000 bbls. on the same date 
last year. This is the first time during 
the season when the comparison has 
shown a lower figure this year and, 
of course, it was brought on by the 
extra cold month of January, How 
ever, there is no cause for concern over 
supply. Two years ago on the corte 
sponding date the stocks were 55,206, 
000 bbls. and there was no difficulty 
in that season. Refineries still have 
large idle capacity and, of course, they 
have been trying to keep stocks as low 
as consistent with consumer safety. 


Sources of New Fueloil Customers 


New Mid. Mid Pac. U.S. Average 
Eng. Atl. west N.W. 1954 194 

Through new burner installations 63 49 68 16 52 50 
Personal solicitation , 11 11 35 13 16 

Advertising leads 4 7 4 19 7 4 

Old customer recommendations 8 16 7 20 14 16 
Through burner dealer commissions _* 2 ¥. a 1 : 
Through burner service department 10 10 8 8 9 , 
Through commissions to drivers 2 2 1 2 2 . 

All other methods 4 3 1 3 2 12 
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When you use Santolene WW, Monsanto's addition agent 
specifically developed to stop screen clogging in oll burn 
ets, YOU avutomalically gain These added advantages: 


Santolene H inhibits the progressive 
polymerization of unstable elements 
initially present in the oil. 


water emulsions. Santolene H can do 
this because it has a nonmetallic base. 





SPPOPOSHOHPEHOBDODPODPOOBDOLDOOOBDOBGLDBDOBGIODDADBOGOOOE 


Organic Chemicals Division 


Box 478, St. Louis, Missouri 





SERVING INDUSTRY, oe 
WHICH SERVES MANKIND 


MONSANTO CHEMICAL COMPANY 


Please send me the latest technical bulletin on SANTOLENE H. 


1 Reduce fuel oil sludge and sediment. 3 Cut deposit of sludge and sedi- 


ment on burner parts. The unique 
surface action of Santolene H 
keeps these particles from settling. 


2 Eliminate fogging caused by fuel oil- 4 Inhibit rust and eliminate virtu- 


ally all entrained rust at the fuel 
oil burner. 


Santolene: Reg. U. S. Pat. Off. 
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by 
Milburn Petty 


WASHINGTON — The question of 
“adequate” prices for natural gas— 
that is, prices high enough to encour- 
age the finding and developing of new 
reserves to meet increasing demands- 
may be partially resolved soon. 

At issue in the Panhandle Eastern 
Case, soon to be decided by the Fed- 
eral Power Commission, is the question 
of whether the interstate gas pipeline 
companies will be allowed the “fair 
field price” on gas produced from their 
own wells. 

The gas companies, now being regu- 
lated by the FPC strictly as utilities, 
are permitted to include in the rate- 
making base only the “cost” of their 
gas production, And this is figured to 
provide only 6% return. 

Gas companies say they receive, on 
this basis, only about one-half cent per 
thousand cubic feet for the gas pro- 
duced from their own wells while the 
national average field price is about 8 
cents. 

Many observers would not be sur- 
prised if the FPC decides to remedy 
this situation and allows the “fair field 
price” for pipeline-produced gas. 


FPC Adds Up Gas Rate Hikes 


An indication of the upward trend 
in gas ates paid by consumers is evi- 
dent from data compiled by the FPC 
showing that, between July 1, 1948, 
and the end of 1953, the Commission 
had granted increases in wholesale 
rates (that is, rates charged the dis- 
tributing companies by the transmis- 
sion lines) totaled $102,891,000. 

Still pending on December 31, last, 
were rate increases which the FPC per- 
mitted to become effective, subject to 
refund, totaling $151,341,000. 


Phillips Case May Hold Key 


Another vital issue pending is con- 
trol over field prices for natural gas, 
which may be decided in the Phillips 
Case. 

The Supreme Court has agreed to 
review a lower court decision ordering 
the FPC to regulate prices charged the 
interstate gas pipelines by Phillips Pe- 
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Government Influences on Fuels 


troleum Co. (FPC refused jurisdiction 
when Detroit, Milwaukee, Kansas City 
and others sought to have the Commis- 
sion roll back Phillips’ prices.) 

This may determine whether the 
states or the federal government has 
jurisdiction over field sales of natural 
gas. (Some states have already set 
minimum wellhead prices for gas— 
Oklahoma, 8 cents per thousand and 
Kansas, 11 cents.) 

On the other hand, the high court 
may decide the case on narrow 
grounds, leaving the basic issue still 
unsettled. 


Texas Eyes New Tax on Gas 


The Supreme Court has voided the 
Texas tax on gas moved out of the 
state as being a burden on interstate 
commerce, with distant consumers 
bearing the brunt. 

But the Lone Star State bounced 
back with a new idea to make the gas 
pipelines “pay their share” of govern- 
ment costs. 

It involves the levying of a tax of 
14 cents per thousand with the pur- 
chaser paying the tax where the price 
is less than say 10 cents. Tied in with 
this would be a standby minimum price 
law that would go into effect if the 
other law was invalidated. 


OGD to Take Over from PAD 


By April 1, the Oil and Gas Divi- 
sion, Interior Department, is sched- 
uled to be reactivated and take over 
the remaining functions of the Petro- 
leum Administration for Defense. 

Other duties: of the PAD will be as- 
sumed by a newly-appointed Military 
Petroleum Advisory Board. 

Only possibility of a snag now is 
that the Department of Justice might 
hold up its approval of “technical 
changes” involved in moving the For- 
eign Petroleum Supply Committee 
from under the PAD to OGD. 


Giant Inch again before NPC 


National Petroleum Council is slated 
to meet March 23 to elect its 1954 
chairman. Very likely, Walter Halla- 
nan, Plymouth Oil Co., will be drafted 


for another term. 






Heading NPC's agenda probably 
will be a formal request from the In 
terior Department for a study of the 
idea of building a “Giant Inch” pipe. 
line that could provide a million bar. 
rels of oil transportation capacity to 
the East Coast in an emergency, 

At the September 29th meeting, 
Deputy PAD Chief  LaFortune 
brought up the matter informally and 
it met with sharp criticism, although 
the council was not unwilling to make 
a detailed report, if the government 
wished it. 

Recently, six executives of gas com- 
panies (all of them serving the eastern 
territory) have been studying—at 
PAD’s request—the idea of a com 
bination line that could be shifted from 
gas to oil in case of war. 

These PAD consultants are reported 
to have concluded that this project 
would not be feasible for private in- 
dustry without “government assist: 
ance.” 

Meanwhile, Texas Eastern Trans. 
mission Corp., which bought the Big 
Inch pipelines from the government 
and converted them from oil to gas 
after World War II, is getting ready 
to convert the Little Big Inch to a com- 
mon carrier of petroleum products. 

Texas Eastern has acquired the Tri 
angle Pipeline, a products carrier haul 
ing from plants in North Louisiana, 
Arkansas and East Texas to a river 
terminal at Arkansas City, Ark., with 
the idea that it could serve as a feeder 
to the Little Big Inch running to the 
East Coast. 


Coal Still Wars on Imports 


The coal interests continue to thun’ 
der at importation of residual fuel ail, 
demanding legislative curbs, (Last 
year, they pushed for quotas that 
would have cut residual imports by 
about 80%.) 

But, with elections coming—and 4 
tax bill still to be rammed through 
Congress—time seems lacking for the 
coal people to put over their quota 
idea, even if the White House were 
not bitterly opposed. 

So, the best they can hope for, # 
seems, will be some administrative a” 
tion that will “freeze” the issue for 
this year. 
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«| Onevery oil burner 
astern 
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blade “We've learned of an easy—and surpris- quate draft. On stops, it shuts off the 
ingly profitable—way to make oil heat flow of oil instantly, allowing time for 
sorted users in our locality happy. combustion gases to be discharged into 
sroject “Installing a WEBSTER Delaytrol on the chimney. Operation is completely 
te in- their oil burners takes us only a few min- automatic. There is nothing to get out of 
assist: utes, costs them a very few dollars, and Order or cause service problems. 
gives them better heat at lower cost. It “Installation is easy. Delaytrol can 
Trans eliminates those smoky, sooty, noisy be installed on amy oil burner in a few 
re Big starts and stops. It provides the positive minutes. It screws directly into the fuel 
nment oil flow control so important with to- unit, without special fittings, or it can be 
to gas day’s super-efficient combustion heads installed at any point in the nozzle line. 
ready and highly restricted combustion areas. It operates in any position. 
— “Delaytrol’s operation is simplicity “Like a lot of other dealers, 
es itself. On starts, it holds back the flow we've learned to install Delaytrol Dai an rey 
wer of oil until the fan is delivering enough on every oil burner UWI 
lea air for complete combustion and ade- we sell or service.” 2s e 
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., with peees 
feeder If you haven’t ordered a stock of WEBSTER Delaytrols from your 
to the Authorized Service Station or heating wholesaler, we suggest : 
' you do so at once. Our advertising in ‘“‘Better Homes & anal : 
Gardens”’ and ‘‘Small Homes Guide’’ is creating a steadily hg | 
rts growing demand that means money in your pocket. pee aml "cg 
rn ieee Home owners | 
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WRITE us today for literature 
S that 


profits when you do 


You, as a retailer, (or dealer, or contractor), are in business for 
one reason...to make money. But you won’t make money if 
your services aren’t worthwhile to the people who buy from you. 
In other words, you only profit when you are providing something 


that is needed to people who want it. 


Wholesalers are in business to make money, too...a_ pretty 
obvious fact. But they couldn’t exist unless they were performing 
needed services, and performing them both well and economically. 
The wholesaler’s success depends on his ability to give you what 


you want—when you want it. 


Your Wholesaler Can Help You 


Your wholesaler wants you to make money—the more the better, 
because he makes money only when you do. He’s ready, and 
thoroughly prepared to assist you in any phase of your business. 
Chances are, he can show you how to make more money if you’ll 
give him the chance. He’s also ready to show you—to prove to 
you—why your chances for making money are better if you buy 


from your wholesaler. 


If you and your heating wholesaler aren’t now on a close enough 
basis to know each other well and understand each other’s prob- 
lems, why not try it now. Remember, your wholesaler is your 
partner. If he weren’t a helpful and important link in the selling 


chain, he wouldn’t be in business at all. 


One of a series of advertisements presented in the in- 
terests of better distribution of heating equipment all 
over America by THE HEIL CO., makers of HEIL 
Automatic Heat. This series is prepared in co- 
operation with the National Heating Wholesalers 
Association and the Central Supply Association. 





Letters 


SHERWOOD Bros., Inc, 
Oil Heating Division 
Baltimore 3, Md, 
Editor: 

In looking over the January issue of 
FuELom & Or Hear, I could not help 
but be singularly impressed with the 
great mass of vital statistical informa. 
tion which you have compiled, It 
should be very helpful to all of us in’ 
the Industry. 

I may have overlooked it, but I did 
not see any figures giving a percentage 
relationship to dollar volume income 
on fueloil covering bad debts written 
off during 1953. 

Have you any information of a rea. 
sonably authentic nature on this sub 
ject which I might secure. 

T. E. Carson 
Division Manager 


Thanks for your letter with its com- 
plimentary remarks about our January 
issue. 

Your question about bad debt per 
centages is interesting. We didn’t ask 
this, but will ask it in the next group 
of questions sent to our monthly re- 
porting dealers. 


9211 S.E. 32d Ave, 
Portland, Ore. 
Editor: 

Martha, my wife, said, “We have 
no heat. There must be something 
wrong with the furnace, Go down 
stairs and see what the trouble is.” 

Being a meticulous man, I took out 
my tool chest, which contains only a 
wrench and screwdriver. I donned my 
overalls and proceeded cautiously to 
the basement. I shuddered as I went 
down the stairs. You never know when 
a furnace might attack you. Every once 
in awhile they will throw a sheet of 
flame at your face. 

Arriving at my destination, the base 
ment, I looked the situation over cafe 
fully. I took my trusty wrench in hand, 
after turning the thermostat up to its 
highest point. It appeared that the fur 
nace was not getting any oil. So, ! 
gently tapped the pipes with the 
‘wrench. The result of that endeavor 
was negligible. As a matter of fact 

(Please turn to page 162) 
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a rea- Now 14 year-round heating-cooling systems ! 
s sub Cooling capacities from 2 to 5 tons, with 3 new self-con- | 
tained units, including the most compact 5-ton unit on the | 
N market. Coleman Blend-Air Conditioning removes twice 
nager as much moisture from the air as ordinary systems. No | 
com noise or vibration because condensing unit can be installed 
muary in remote location. All connections accessible from front. 
per Now 3 different Water Misers! 
n't ask Two, 3 and 5 ton capacities. They install anywhere—in garage, 
group for instance. Coleman Water Misers cut cooling water costs 
nly te: 7%, electricity 25%, eliminate cooling tower problems. 
Water Misers operate more economically, with less noise, and 
are more accessible for service. 
1 Ave., 
1, Ore Three new horizontal furnaces! 
A total of 18 models now in the Coleman line. Horizon- 
e have lals are designed for limited-area applications, and are rated 
rething at 85,000, 100,000 and 140,000 BTU input. Great flexibility 
~ down of manifold and control locations for easier installations. All 
is.” Coleman furnaces have long-life burners and combustion 
kaa chambers. 
only a 
edt New Blenders! . 
usly to Ceiling Blenders direct air flow to outside walls and windows 
I went lor better perimeter cooling and heating. Ideal for kitchens, 
w when bathrooms, etc., or to supplement outlets in large rooms. 
ry once Install with minimum plaster-cutting, eliminate redecorating 


heet of ‘xpenses in old homes. They install quickly, easily. Ad- 
justable Concealed Blenders fit neatly in standard walls, be- 
ween studs. Cabinet Blenders are ideal for installations in 
‘xisting homes, 
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CEILING BLENDER CONCEALED BLENDER CABINET BLENDER 


Blond -Brir. 


America’s Leader in Home Heating and Air Conditioning 
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Comfort Costs So Little 
with 












' OYLTITE-STIK 


Stops Oil Leaks 


— Instantly ! 
IN: 


Oil Storage Tanks 
Pipes 
Fuel Lines 


R.R. Tank Cars 








Transformers 


A Proven and Acclaimed 


Hundreds of testimonials attest to 
the effectiveness of OYLTITE for 
emergency or permanent sealing 
of oil leaks through cracks, pin- 
holes, or rusty parts in welds of 
fueloil tanks and containers. This 
new positive sealant in convenient 
stick form, makes a leak-proof 
seal under moderate pressure with 
fueloil, hydraulic oil, vegetable or 
tar oils, and gasoline. Stops leaks 


immediately even while oil is run- 
ning through cracks or splits—no 
need to remove oil from container 


or pipe. OLYTITE-STIK can also 
be used to seal seepage spots, 
sweating, or rim leaks. It is not af- 
fected by temperature changes... 
it remains plastic and expands and 
contracts with part repaired. OYL- 
TITE is clean to handle and easy 
to use. Makes emergency repairs 
that will save many times its low 
cost. 








At Your 
Jobber 


Or Write: 


LAKE CHEMICAL CO. 


3051 W. Carroll Avenue 








3 Chicago 12, Illinois uJ 








85% of Oil Heat Show Space 


is reserved by Manufacturers 


MORE THAN 85% of the exhibit space 
at the 20th Oil Heat Show and Na- 
tional Indoor Comfort Exposition has 
been reserved at the Commercial Mu- 
seum, Philadelphia. Space has been 
taken by 130 manufacturers who will 
exhibit new lines and products May 
16 through 20. 


This year’s show will be 10% larger 
than the one held in °52—the biggest 
on record. 


The show is opening Sunday with 
special attractions for the general pub- 
lic. The exposition schedule will be 
Sunday, 1 to 8 p.m.; Monday, Tues- 
day and Wednesday, 1 to 10 p.m. and 
Thursday 1 to 6 p.m. 


Bruce Olson, president, Sundstrand 
Machige Tool Co., Rockford, IIl., 
chairman of OHI’s Accessory Division 
announced that the Accessory Division 
Luncheon will be on Wednesday. 


Russell Westover, president, Ray 
Oil Burner Co., Chairman of OHI’s 
Commercial-Industrial Manufactur- 
er’s Division has arranged a special 
session on May 19th between 5 and 7 
p.m. when experts on heavy fueloil 
handling and combustion will be the 
guests. 

‘Even though the Show is 85% sold 
out, some choice locations are avail- 
able,” said R. H. L. Becker, managing 
director, “It is the general feeling of 
the majority of manufacturers and dis- 


tributors that the industry will do as 
much business in "54 as it did last year, 
but that extra advertising, promotion 
and increased sales effort will be 
needed to maintain this pace,” he said. 


o, 
“9 


U. S. Housing Starts are 
over One Million for °53 


FOR THE FIFTH consecutive year hous 
ing starts exceeded the million mark in 
1953 when 1,102,400 new permanent 
nonfarm dwelling units were put un- 
der construction, according to the U., §, 
Labor Department’s Bureau of Labor 
Statistics. 

The preliminary estimates showed 
that this was only 2% below 1952~ 
the second best housing year on record, 
Virtually all the decline was in public 
housing. 1950 will be remembered as 
the peak year when 1,396,000 starts 
were made. 

Privately owned new housing in 
1953 totaled 1,066,900 units—about 
the same as 52. New public housing 
dropped 39% from °52 to 35,500 
units, the lowest volume in 5 years. 

Although housing starts in 1953 
declined almost steadily from the peak 
in April, the rate of decline in the 
closing months of the year was less 
than seasonal. An estimated 68,000 
units were begun in December, 12,000 
less than the November figure and 3, 
500 less than December °52. 

Early reports to the Bureau indicate 


a 


Chicago Meeting of the Convention-Exposition Committee: (reading from left 
to right) Stanley Czarnecki, Eddington Metal Specialty Co., representing the 
Accessory Division; M. J. Donahue, Anchor Post Products Co., Chairman, 
R. H. L. Becker, Managing Director OHI and Exposition Manager; Paul K. 
Addams, Fitzgibbons Boiler Co., President of OHI; Gabe Marin, Sun-Ray 
Burner Mfg. Corp., representing the Manufacturer Division; J. H. B. Albert, 
Operators Heat Co., Chairman Convention Committee and representing the 
Distribution Division; and Lon Casler, Eureka-Williams. 
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public Complementing Mor-Sun Forced Warm 
ered a8 [& Air Furnaces in size, appearance, per- 
) starts formance and quality, new Mor-Sun 
Summer Air Conditioners provide effi- 
tient, economical cooling and air con- 


N§ FF iitioning for both residential and light 
—about fF ommercial installations. 
10using Mor-Sun Air Conditioners can in- 


35,500 ease your sales potential 100%. Every 
oat fumace installation on your books is a 

prospect for air conditioning. Available 
, 1953 n2and 3 ton capacities—air or water 
ne peak tooled— Mor-Sun Air Conditioners 


in the #§ «be installed almost anywhere...as 
vas less i ideal addition to a Mor-Sun Warm 
63.00 © Furnace or as an individual cooling 
: wit with any make heating system. 

12,000 Identify yourself with this complete 
and 3, & Mor-Sun line of home heating and air 

onditioning equipment backed by new 
dicate atensified sales promotion and adver- 


ising activities. You'll be in one of the 
ust positions to get your share of both 
iw construction and home moderni- 
ution business. Be sure you're getting 
le greatest return on your selling ef- 
ints...send us your name and address. 
ittus tell you about Mor-Sun...you'll 
ind it pays! 








vom left 
ting the 
airman, 
Paul K. 


RENICK & MAHONEY, inc. 





KEEP YOUR PRODUCT 
MOVING WITH 
I-R MOTORPUMPS 


Ingersoll-Rand Centrifugal Motorpumps 


will move your product efficiently and 
dependably. Leading oil companies 
everywhere put their confidence in them 
for both large and small bulk plants. 
Available in capacities 50 to 1800 GPM. 


Ask the R & M man to help you select the 


correct models for your plant. 














THE R&M 
MAN WILL 
HELP YOU 


keep your plant and 


trucking operating costs 
yse all our men 


the best equip- 
need. 





down— beca 


seavice 


Send for the R&M complete catalog 


RENICK & MAHONEY, inc. 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 
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that the November-December 1953 
decline occurred in sections most af- 
fected by on the onset of winter 
weather, particularly the North Cen- 
tral States. Increases over November 
were reported for the West Central 
and Mountain States; South Atlantic 
regional activity was about the same in 
December as in November. 
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Pan Am Petroleum to merge 


with Standard Oil (Indiana ) 


PLANS to merge Pan American Petro- 
leum and Transport Co. into Standard 
Oil Company (Indiana) are nearing 


| completion, officials of the two compa- 


nies recently announced, Pan Ameri- 
can is now a partly-owned subsidiary 


of Standard. 


Stockholders in both companies yj! 
be asked to vote on the proposed merg. 
er in the near future, and if the merger 
is approved, substantially all of Pap 
American's assets—including the stock 
of its subsidiaries—as well as its liabifi 
ties, would be transferred to The 
American Oil Company. This cop, 
pany, in turn, would be directly ang 
wholly-owned by Standard. 
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January Construction sets 


record High for the Month 


TOTAL VALUE of new construction put 
in place during January 1954 
amounted to more than $2.4 billion— 
a 9% decline from December, but 3% 
above January 1953 according to pre 
liminary estimates of the U. S. Depart. 





#2 Oil—140,000 Btu Gal.—Price: 
$ .137 Per Gal. 


Comparative Costs—Oil vs. natural Gas 
based on Btu Value of each Fuel 


Natural Gas—1,000 Btu Cu. Ft. 


Monthly Step Rate K 














Light Company of Massachusetts. 








Cu. Ft. Btu 
100 100,000 — $1.13 $ 1.13 
1,400 1,400,000 @ 274 C, 3m 
1,000 1,000,000 @ 235 C. ae 
2,500 2,500,000 @ .16 C. 4.00 
5,000 5,000,000 $11.32 

Over 5,000 $ .145 per C. 
YEARLY REQUIREMENT: 210,000,000 Btu's 
1,500 Gal. #2 Fuel Oil 
210,000 Cu. Ft. Natural Gas 
% Fuel Gallons Cost of Cu. Ft. Cost of Cost of Gas 
Each Month Btu #2 Oil Oil Gas Gas Over Oil 
Sept. 1 2,100,000 15 S 2035 2,100 $ 6.38 $ 4.325 
Oct. 6 12,600,000 90 12.330 12,600 22.34 10.010 
Nov. 11 23,100,000 165 22.605 23,100 37.57 14.965 
Dec. 17 35,700,000 255 34.935 35,700 55.84 20.905 
Jan. 19 39,900,000 285 39.045 39,900 61.93 22.885 
Feb. 17 35,700,000 259 34.935 35,700 55.84 20.905 
Mar. 15 31,500,000 225 30.825 31,500 49.75 18.925 
Apr. 10 21,000,000 150 20.550 21,000 34.52 13.970 
May 4 8,400,000 60 8.220 8,400 16.25 8.030 
100% 210,000,000 1,500 $205.50 210,000 $340.42 $134.92 


Note: This comparison is based on published rates of the Malden & Melrose Ga 


By using the local price of ‘#2 fuel oil, and the rate schedule of your local g# 
utility, in place of the prices listed on this sheet, you can readily work out the com 
parative cost value of the two fuels. In most cases, the local gas utilities have filed with 
the D.P.U., the Btu content of a cubic foot of gas at 1,000. 


—— 





Table prepared by the Oil Heat Institute of New England which allows 4 0 
parison of fueloil and gas heating costs for an average home. Similar tables 
be prepared for residences burning any quantity of fueloil by substituting app" 
priate figures based on the percentage of fuel used each month, An explansio 
note included by the OHI of New England points out: “By using the lcs 
price of No. 2 fueloil and the rate schedule of your local gas utility in place! 


the prices listed, you can readily work out the comparative cost value 


of 


two fuels. In most cases the local gas utilities have filed with the Deparinté 


of Public Utilities the Btu content of a cubic foot of gas at 1,000.” 
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Honeywell makes control systems for any type 
heating plant, any fuel. Here’s a typical All-Honeywell 
Control System for oil-fired hot water 
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14006 Aquastat 


st-acting aquastat that responds instantly to 
temperature change. The liquid-filled sensing element 
fts snugly into the immersion well to guarantee sensitivity. 
















of Gas 
er Oil 
4.325 
0.010 
4.965 ti [EY The Honeywell Round 
He i 

pe A new mercury switch thermostat. 
oy | 4006 (cover removed) 


rr Note the snap-acting enclosed MICRO Switch. Control |B | Protectorelay 


3.030 |e 40 be mounted at any angle—easier to install. Complete line for all burners—RA 116A, RA 117A,RA817C. 


———* 


4.92 V 4001A Delayed-Opening Oil Valve 


; For complete information on the above system, individual 
ose Gis controls or other Honeywell Control Systems, contact 
ocal gas your local Honeywell office or write Honeywell, Dept. 
he coll! FH-3-40, Minneapolis 8, Minnesota. 
ed with 








Gives a better, cleaner start and stop. 
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104 OFFICES ACROSS THE NATION 
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CASH IN ON NATIONAL’S 
WINTER-SPRING 






\Y 
\ 
Right now is the logical time to set the groundwork for your 
Spring installation business. Home owners are still aware of 
the faults of their present heating systems . . . home builders 
are making final plans for 1954 building programs and are 
interested in new heating ideas. 

NATIONAL means business in 1954 —and that means business for 
you! National has set up a fast interest-building sales promo- 
tion program with all kinds of help to wholesalers and dealers 
for starting the heating profit dollars rolling your way. 





A REAL STOPPER FoR YOUR FLOOR 


Here’s a complete ‘“Change-o-Matic’” Display Unit—colorful, 
versatile, sales-stimulating ... key sales builder .. . for use with 
any one of eleven National Heating Boilers. You can use it on 
your show room floor or in your windows, or at fairs or shows. 


Other Effective Selling Aids 


National advertising in well known consumer and building trade 

magazines. 

65 Dealer Aids—booklets, catalogs, point-of-sale signs, decals, 
newspaper mats, direct mail, radio and television spots for 
local use. 

Don’t wait another day—tet “National” help you get ready now 
for extra heating profits in 1954. 

Send this coupon at once for further information. 

Branch Offices: Baltimore * Boston * Buffalo * Chicago 


* Cleveland * Detroit * New York © Philadelphia ¢ 
Pittsburgh * Richmond ® San Francisco * Washington, D.C, 





OS LEELA ELL LLL 
diy fo NATIONAL 


THE NATIONAL RADIATOR COMPANY, Johnstown, Pa. 


Please send further information on National’s 1954 Sales Promotion Program and 
about the Change-o-Matic Display Unit. 
FO 


Name 
Company. 
Address 
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City +*: ___Zone _ State _ 
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ment of Labor and the U, S. Depart 


ment of Commerce. 

Private industrial building advanceg 
more than usual while- most other mp 
jor types of work showed the decline 
that is usual for January. Total private 
spending for new construction in Jany 
ary amounted to $1.7 billion, down 
10% from December but 5% above 
January °53. Private residential build 
ing declined a little more than season. 
ally to $825 million, about the same 
as the previous year. 

Total public spending for new con. 
struction declined 5% to $712 million 
trailing January “53 by 3%. 
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North Carolina Oil Jobbers 
plan Shipboard Convention 


THE “QUEEN OF BERMUDA,” cruising 
between Norfolk, Va., and Bermuda 
will be the scene of the North Caro 
lina Oil Jobbers Association 1954 
Spring Convention, May 23-May 28. 
The ship’s entire facilities will be 
turned over to the convention, and 
regular business sessions will be held 
aboard ship en route to and from Ber: 
muda. The ship will be used as a hotel 
during the two days and one night in 
Bermuda, with the annual banquet 
planned for the last evening at sea. 
According to W. A. Parker, execu 
tive secretary, other members of the 
oil industry can secure reservations 
and information about the trip either 
by writing the North Carolina Oil 
Jobbers Association, Raleigh, N. C. 
or by contacting the United States 
Travel Agency, Inc., 807 15th 5, 
N.W., Washington 5, D. C. 
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‘Kansas Farmer’ Makes 
Survey of Rural Market 


QUESTIONNAIRES sent to every 25th 
person on the Kansas Farmer's citcv 
lation list of 114,000 showed that 
39.9% of those replying had some type 
of furnace as opposed to a room type 
heater. 
According to the survey, 4.900 tur’ 
nace owning families (representing 
4.3% of those answering the que 
tionnaire) heat with oil. About 21,897 
Kansas farm families (19.2%) ownits 


room heaters use oil. 
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AND YEAR ROUND AIR 
CONDITIONING INDUSTRIES ! 










(OME! SEE WHAT'S NEW ea 20° 


There are new and improved products for the automatic oil 
heat equipment dealer in heating and cooling products for the 


residential, commercial and industrial trade. There’ll be prod- 
ucts of interest to the fuel oil jobber because they’re new, too. 
And the manufacturer, wholesaler, jobber and distributor will 


senew equipment never shown before. /t’s your show built foryou! 


ATTEND THE CONVENTION ... SHOW 


It’s an all-industry affair. The ‘‘General Sessions” are open to 
every one in the industry. Come and learn what’s new, how 
dealers can move more goods and make more money through 
better management. Both the convention and exposition are 
held under one roof. There’s no registration fee... it’s FREE! 


MAKE YOUR HOTEL RESERVATIONS ! NATIONAL 


Indoor Comfort ss 
sf sec bapeabe ete i 


Better do it now. The advance reservations coming in indicate ies 
that this will be the biggest exposition and convention on 
record. Address Sales Department, Benjamin Franklin Hotel, 
Philadelphia, for reservations there or at the Adelphia, John 
Bartram, Penn Sherwood, Warwick, Drake or any hotel of 
your choice. Teil the hotel when you’ll arrive and depart and 
the type of accommodations you want. Why not do it now? 









SOME SPACE YET AVAILABLE FOR EXHIBITORS! 


There are choice spots to be had. Some 10,000 trade prospects 
will be there to see your equipment and, as a bonus, 25,000 of 
the public will attend. Everybody is looking for what’s new in 
heating and cooling. This is the only show for the oil heat 
dealer and fuel oil jobber—the best sales promotion bet for 
you this year. Better phone, write or wire for your space now. 
The show is now 85° 7 sold, 


COMMERCIAL MUSEUM 


PHILADELPHIA 


MAY 16 THRU 20, 1954 All sponsored by 
OIL-HEAT INSTITUTE 


OF AMERICA, Inc. 


500 Fifth Ave., New York 36, N.Y. 
Phone LOngacre 4-3755 
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New Profit 


for you 


New Comfort 


for your customers 
with 


ROTO-FLAME 


Gas or Oil fired 


Boilers 


for Hot Water, Steam or Vapor 


ROTO-FLAME Boilers are built of extra 
corrosion-proof steels, fused into a one- 
piece complete boiler @ Specially designed 
corrugated steel plate flues 3/16” in thick- 
ness, provide large heating areas in mini- 
mum space @ Large water-backed areas sur- 
round combustion spaces on all models @ 
Abundant hot water is supplied through 
instant-heating, rust-proof copper coils © 
Installation is easy and all parts are readily 
accessible, 





The ROTO-FLAME fully enclosed model 
@ Beautifully styled cabinet covers entire 
boiler, water heater, burner and controls @ 
Baked-on enamel @ Wiring knockouts on 
sides and rear @ Lift-out top for easy servic- 
ing—and many other outstanding features. 


Complete information and technical data 
sheet No. 7 will be sent you on request. 


°eo0O°o 
ROTO-FLAME 
Winter Air Conditioners 


Easily installed © Quality construction 
Outstanding trouble-free performance 
Equipped with ROTO-FLAME Burners 
High Boy and suspended type models 


Oil Equipment 
LABORATORIES, INC. 


600 Pearl St. « Elizabeth, N.J. 
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OHI surveys Manufacturers 
on ouheating Outlook 


tie MARKET RESEARCH COMMIT- 
TEE of the Oil-Heat Institute, un- 
der the Chairmanship of W. J. Smith, 
recently issued a report covering a 
survey of impressions by oilheating 
manufacturers as to the outlook for 
business in the current year. The man- 
ufacturers who sent in their impres- 
sions represent about 70% of the total 
volume of the industry. 

The manufacturers were first asked 
what important factors they believe 


_ will affect the oilheating industry this 
| year. Most of them think that com- 


petition will be sharper particularly in 


| the new home market. Then more than 
| half of the companies feel that gas 
| competition is the most important com- 
| petitive factor this year. They point 





out that where gas is not restricted for 
heating purposes it will get most of the 
new home business, particularly in 
builder developments. 


Better selling Needed 


One industry leader expressed the 
gas competitive situation this way, 
“Increasing gas activity will require 
better oil heat selling. Efficiency, 


_ equipment design and good service will 


play a prominent part in the rise or 


| fall of oilburner sales.” 


Some believe that 1954 will see more 


| money spent for home modernization 
than we had last year, partly because 
| of easier mortgage money and the 


probable start this year of trading in 
old homes as down payment on new 
homes, with the trade-ins being mod- 
ernized and sold. Some manufacturers 
feel that installations this year could 


| run as high as 850,000 units. 


The second question asked the out- 


| look on specific items of oilheating 
| equipment. In the scoring, 60% be- 
| lieve that conversion burners will do 
| at least as well as last year and prob- 





ably better while 40% contemplate a 
decrease. 

On furnace-burner units 70% ex- 
pect a larger volume this year; on fur- 
naces only without burners 76% of the 
manufacturers expect an increase. 

On boiler heating 39% expect an 
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increase; 44% expect the same volume 
and only 17% expect a decline. 

On commercial-industrial oilheating 
just half voted for a higher volume this 
year and the other half for the same 
volume, with none expecting a decline. 

Accessory manufacturers also voted 
in this compendium . . . 47% will ke 
satisfied with 1953 volume; 30% ex- 
pect an increase and 23% think busi- 
ness will go down. 

Then the manufacturers were asked 
their plans in advertising and field 
representation. On the advertising, 
50% will spend more, 6% will spend 
less and the others will stay with last 
year’s budget. 


Will spend more on Sales 


When we come to the field sales 
force, however, 81% of the manufac: 
turers will spend more in 1954, the 
other 19% will spend the same amount 
and no single company admits that it 
will spend less. 

Then, the manufacturers were asked 
what they expect in prices of oilheat- 
ing equipment. On this question 65% 
expect the same as last year, 4% expect 
higher prices, and the remaining 31% 
expect that they will be lower. 

On the question of what new types 
of oilheating equipment are needed to 
better meet competition there were 
not too many suggestions. Some felt 
that units should be more compact 
for the type homes now being built; 
some want better design in the com 
bustion area in small furnaces; sev 
eral want dependable one-half gallon 
power burners; another wants “vd 
pended oilfired units competitive 1 
price with gas equipment. 

Asked if they expect to offer ad 
their dealers residential cooling units 
20 oilburner manufacturers say that 
they will offer these, 21 will not and 
2 others are in the testing stage before 
deciding. 

The final question in the study asked 
operating ratios. Here are some of the 
composite answers: 

1) Net income before taxes to 


net sales—8.9%. 














—— 
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“Red Seal bulk plant meter required calibration shift of 
only one hole to compensate for wear after 60,000,000 
gallons,"” reports a Wisconsin gasoline bulk plant. 

A 2” Red Seal gasoline meter installed in 1932 by a Ten- 
nessee jobber needed minor repairs after 18 years of hard 
work. Cost: $4.41 for material, $8.00 for labor. Average: 
69 cents a year! 

Thirteen 3” and 4” Red Seals 12 years old were sent to 
Neptune by a New York marketer for servicing. Only four 
required new chambers . . . others required only minor parts 
to make them good as new. 


“Installed in 1939, 2” Red Seal tank truck meter with 
original measuring chamber shows so little wear it requires 
change gears only two steps away from original setting for 
perfect accuracy,”’ shows record of Indiana gasoline jobber. 


After switching 22-plant system to Red Seals exclusively, 
alarge Pennsylvania marketer found it necessary to check 
he meters only once in six months . . . with previous meters 
te had to do it every month! 

Two 3” Red Seal meters handling 2,500,000 gallons per 
nonth for an Illinois jobber were never opened in three 
years. Recently tested by sealers, they needed no change in 
calibration. 

Another Illinois jobber averaged 14,000,000 gallons per 
year through three 3” Red Seals... never had to replace 
work on the Red Seal chambers in five years. 


) METER ACCURACY? 


Red Seal Users offer this proof: 





3. Look at your own records: 


Each year your meters must accurately account for 
products worth up to 300 times the cost of the 
meters themselves! It’s mighty important to keep 
them in tip-top condition with periodic accuracy 
tests. : 

It's so important to you in terms of dollars that 
we recommend you keep simple records of accu- 
racy tests and maintenance required. You'il quickly 
find that some types of meters require more ad- 
justments than others ,.. some need replacement 
parts sooner... some have to be scrapped years 
earlier because of the high cost of maintenance. 

Prove to yourself what sustained accuracy means 
to your pocketbook ...and you'll soon be satis- 
fied only with Red Seal meters for all your trucks, 
loading racks and terminals. 

You'll find, as many other oil companies have 
found, that it pays to specify Red Seals. 


aT 
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NEPTUNE METER COMPANY 


30 WEST SOth STREET eo 





NEW YORK 20, N. Y. 


Branch Offices: 


ATLANTA « BOSTON « CHICAGO + DALLAS « DENVER 
NO. KANSAS CITY, MO. « LOS ANGELES + LOUISVILLE 


PORTLAND, ORE. ¢ SAN FRANCISCO 
IN CANADA: NEPTUNE METERS LTD., 
1430 LAKESHORE RD., TORONTO 14, ONT. 
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and SIDE BOXES 
... SAVE YOU MONEY! 


Whether you buy Craftsman 
bodies built-up (ready to 
mount on chassis) or partially 
knocked-down (to save on 
freight costs) you get all-steel, 
precision welded bodies built 


to give you l-o-n-g service! 


44m fol!) 
PAY LESS 





chatatateteteamtetate ihvian aes ence 


MAIL COUPON NOW 
for complete details 


NAME 


CRAFTSMAN 





ADDRESS. 





CITY. STATE 





f am interested in a service body for 
the following chassis: 


[] % ton [ ] % TON 
[| 1 TON [ | 1% TON 


f am interested in Side Boxes to con- 
vert my “Pick Up" to a Service Body. 


L 
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2) Manufacturing cost of sales 


to net sales—73.3%. 


3) Administrative cost to net 


sales—7.2%. 
4) Field sales cost to net sales- 
7.7%. 


5) Advertising cost to net sales 


2.9%. 


Oilheating Convention 


to feature dealer Clinics 


CHAIRMAN HOLLIS ALBERT, of OHI 


. 
S 


Convention Committee, is arranging 
quite an unusual group of sessions for 
the big Philadelphia meeting May 16- 
20. Basically, he and his committee are 
trying to work out an arrangement 
where they will have all new faces on 
the program, quite a lot of new ideas 
in such a broad variety that there 
will be more than one session going 


on each morning. 


The objective is to hold all indus- 
try visitors in Philadelphia for at least 
two days through emphasizing the 
strong educational value of the meet- 
ings. All of the convention sessions 
are to be held out at the Commercial 
Museum, the same building that houses 
the show. This is a radical departure 
from former years when convention 
meetings were always held in the center 
of the city at one of the large hotels. 
The new idea is to concentrate every- 


thing under one roof. 
Each 


morning from 


Monday 


through Thursday there will be a gen- 
eral session in the main auditorium. 
In addition to this there will be vari- 
ous clinics going on at the same time 
each day except Thursday. Monday 
morning the general session will be de- 
voted to problems of fueloil trucking, 
starting with a film, “Pipeline on 
Wheels.” There will be 3 following 
talks on very interesting phases of fuel- 


oil distribution. 


The Committee urges dealers to 
have at least some of their drivers 
attend this session. They make the 
suggestion that each fueloil company 


taking interest in this idea conduct 


a 


“driver of the month” contest with 
the winner being sent to the conven- 
tion. If you are going to do this, April 
is your only remaining full month al- 
though you might base it on the whole 


: 
season’s record. 


The Committee suggests that an em. 
ployee be judged on the basis of accj- 
dent records, job attitude, appearance 
of self and equipment, new accounts. 
good leads for equipment sales. 

While this session is going on, there 
will be a number of service managers’ 
clinics in another part of the building. 
The intention is to have tables of 1? 
each, steered by a discussion leader, 

On Tuesday morning the affair jn 
the main auditorium will have to do 
with burner service, sparked by men 
who are active in the National Service 
Managers’ Club. The tentative pro- 
gram lists six subjects on the mechani- 
cal side of our business including heavy 
oil equipment. During that same 
morning clinics on fueloil dispatching 
will be held in another part of the 
building with groups assembled around 
three general topics having to do with 
getting out the oil. 


Selling clinics scheduled 


On the third morning the main 
auditorium session will be on fueloil 
delivery with five speakers from vari- 
ous parts of the country and at the 
same time clinics in another part of 
the building will be discussing details 
of the broad subject of selling. 

Then, Thursday morning this same 
subject of selling will be carried over 


into the main auditorium program with - 


three speakers, It’s important to notice 
that these topics are all down to earth 
for the oilheating and fueloil man. 
Moreover, if the committee gets all the 
speakers that they have tentatively 
listed as desirable, they will be indi 
viduals who actually are working with 
their specific topics in their normal 
daily operation. 

In addition to Hollis Albert 4 
chairman, the other members of the 
Convention Committee are: T. E. Car: 
son, Jr., Frank Scully, Frank Harbin, 
Al Hegeman, George Wolf, Jr., Fred 
Burroughs, John C. Campbell. 


o, 
“~ 


John D. Schuman has been promote? 
to advertising manager for Norge Di 
vision of Borg-Warner Corp., Gr 
cago. Formerly assistant advertising 
manager he replaces David H. Kutner, 
who is now advertising director ° 
Motorola, Inc. 
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Why Percentage Marginsr 


The Marketer has little Control or Concern over primary product Costs 


by 
Howard H. Ingersoll* 


One of the more interesting topics 
for discussion among fueloil distribu- 
tors, both individually and in conven- 
tion, has been the so-called ‘‘Percentage 
Margin” as contrasted to the fixed 
cents per-gallon margin in common use 
today. 

To throw light on both sides of the 
discussion, the editor has asked How- 
ard Ingersoll to express his views and 
his experiences against the percentage 
concept. Then in the April issue we 
will have an article by Raymond F. 
Kraemer, Mineola, New York, petro- 
leum consultant, who has been a lead- 
ing exponent of the proposed new sys- 
tem. 

Kraemer doesn’t call his philosophy 
‘percentage margins” and he opposes 
that name for it but he does quite force- 
fully advocate margins closely related 
to selling prices. 

At the end of his article Ingersoll 
brings in an entirely different twist for 
fueloil margins . . . if any. 


[* SETTING DOWN my ideas for what 

they may be worth, I am not repre- 
senting the Industry or even express- 
ing the ideas and philosophies of my 
Company, but rather my own obser- 
vations as an individual gathered as 
the result of a good many years of field 
marketing experience with all the va- 
tous types and methods of marketing 
that are now in existence or that have 
been in existence in the last 30 years 
and have been abandoned. 

To be defending the present method 
of established margins against a pro- 


* ‘ 
Assistant General Manager, Domestic 
“atketing. The Atlantic Refining Co. 





posed percentage method seems a little 
strange to me, because I have no deep 
convictions on the subject. As long as 
so-called margins are fair and show a 
profit to both the supplier and the efhi- 
cient jobber, it matters little by what 
method they are set—whether by for- 
mula, by rule-of-thumb, or according 
to the best deal a jobber can get out of 
his supplier by being a good purchas- 
ing agent. 

My only objection to a percentage 
margin is that I have never seen a for- 
mula presented that would work fair- 
ly for all concerned. Up to now, as far 
as I know, the formulas which have 
been suggested were based on the sell- 
ing price at the point of final sale. The 
selling price at the point of final sale 
is arrived at through consideration of 
a number of functions of the Petroleum 
Industry. It contains: variations in the 
cost of crude: variations in the cost of 


transportation; variations’ in ‘product 
quality, and variations’ in marketing 
costs. ai 86.5) 
In view of the fact that the fueloil 
distributor only performs the‘market- 
ing function, he cannot fairly expect 
to sell on a percentage which takes into 
consideration variations in functions 
which he does not perform,: such as 
production or purchase of crude, trans 
portation, and ‘cost of manufacture. 
Percentages cannot fairly be based on 
the final-selling price asa means-of 
defraying’ only marketing costs. 


Marketing Costs are Lower 


Actually, in the face of increased 
selling prices over the past several 
years it is my opinion, based on some 
facts; that marketing costs on: a unit 
basis.for the efhcient marketer are low- 
er. I am sure that they were lower in 
1953 than they were in 1952, and Iam 
sure they are projected to be lower in 
1954 than in 1953. If, perchance, some 
distributors feel they should partici- 
pate in the rising costs of crude, trans- 
portation, and manufacture, and the 
profits that may or may not accrue 
from these functions, there is a very 
simple way for them to participate. 
That is, to risk venture capital in these 
phases of the business—and the op- 
portunities for investment here are 
without limit. 

Historically, we have had some ex- 
perience with percentage margins. If 
anyone can recall the service station 
business in the very early °20’s, then 
he will remember that a service station 
dealer operated on a three cent margin. 
In 1920, I believe it was, the service 
station price went to 32¢ a gallon. 
That price was net, for in those days 
there were no state or federal taxes in 
the state which I have in mind. At that 
time there was adopted a 10% margin 
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.... Percentage Margins 


for dealers, and everything was fine for 
about a year, with the retail price fluc- 
tuating between 32¢ and 35¢. But after 
that the price dropped below 30¢ and 
the whole percentage structure fell 
apart. It was no longer economic for 
the dealer and competition forced the 
resumption of a cents-per-gallon mar- 
gin. 

I do not believe that human nature 
has changed to any great extent since 
1920, or that competition has changed. 
I am of the opinion that percentage 
margins might work very well on a 
rising market, but I also believe that 
in a falling market, a cut in margins 
would not be accepted in good grace. 


| Necessary Price Increase 


Last spring and early summer there 
was a long-delayed and necessary in- 
crease in the price of gasoline, At that 
time, jobbers through state associations 
and national associations, asked that 
they participate margin-wise in this 
price increase. In some cases, and by 
some suppliers, they did participate by 
receiving increases in margins. Now 
that the price of gasoline has receded, 
and much of the increase of last spring 
and early summer has been lost, I have 
not heard of any concerted movement 
by the jobbers to give back any im- 
provement gained in margin, and I do 
not believe a percentage margin would 
have worked any differently. 

I believe that it is only human na- 
ture to resist a cut in profit oppor- 
tunity, and especially so if the cut re- 
sults from economic forces over which 
the person being cut has no control. I 
believe that margins must be related 
to the laws of economics. Even on to- 
day’s margins, which supposedly are 
insufficient, we continue to see many 
price-cutting tactics in the Industry, 
in order to acquire volume from a com- 
petitor. 

The allegation has been made that 
suppliers have subsidized their market- 
ing departments with profits made in 
other segments of an integrated com- 
pany. I cannot believe that this is gen- 
erally true, because I know it is defi- 
nitely the policy of many integrated 
companies to make each operating de- 
partment operate within its own costs 
and at a profit. 

I have had the benefit of advice from 
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our own distributors on some of the 
matters touching on this subject. Last 
spring, through our Distributors Com- 
mittee, we sent out a questionnaire to 
get some general, voiced opinion from 
the grass-roots. I would like to quote 
a few of these questions and comment 
briefly on the answers: 


Question—Do you believe margins 
should be on a percentage basis? 
Yes—13. No—39. 


Of the distributors answering, it 
was 3 to 1 against percentage mar- 
gins. This makes me wonder if the 
rank and file of distributors really 
do want percentage margins, and it 
would seem to me that a grass-roots 
survey by state and national asso- 
ciations might prove very revealing 
by taking a general vote from the 
membership without the benefit of 
inspired leadership on either side. 


Question—Do you belieye that in- 
creases in margins should be re- 
lated to increases in the cost of 
marketing only, or increases in 
the cost of all phases of the in- 
dustry from the well to the serv- 
ice station pump? Marketing only 
—43, All phases—5. No answer 
lanl 


Business-like Attitude 


I am very proud of the business- 
like attitude of these fine business- 
men. It indicates that they recognize 
that they should not share in any 
increase in price due to higher crude 
costs, higher transportation costs to 
point of delivery to the jobber, nor 
in higher refining costs due to mak- 
ing an ever-increasing product qual- 
ity, unless these factors at the same 
time increase the cost of marketing. 


Question—Should margins conceiv- 
ably be tied to the cost-of-living 
index? Yes, conditionally—31. 
No—20. 


This indicates some thinking along 
a «formula method automatically 
changing margins which would be 
geared at least to some parts of the 
cost-of-living index, which seems to 
have worked well in the case of 
General Motors’ relationship with 
its Union. The idea certainly opens 


a great possibility for intensive 
study. 


Question—Should margins be re. 
lated to Atlantic’s cost of market. 
ing? Yes—36, No—15. 


This vote really accentuates the 
answers to the previous question, 
ie. that the thinking of the inde. 
pendent businessmen is toward some 
reasonable guaranty of a profit mar. 
gin which will fluctuate with their 
real marketing costs to allow a profit 
based on the purchasing power of 
the dollar, as of any moment. 
The foregoing relates more specifi 

cally to the sale of gasoline than it 
does to the sale of burning oils, 

I believe that burning oil is a dif. 
ferent problem and requires different 
treatment as to profit margins. On the 
sale of burning oil by jobbers, I am 
opposed to any margins whatsoever. 
In view of the fact that 80 to 85% 
of retail distribution of burning oils 
is in the hands of the fueloil distribu- 
tor, it is my belief that the suppliers 
should set a definite price, either f.o.b. 
terminal, or delivered to the distribu- 
tors’ plants, and the distributors should 
be responsible for their selling price, 
and thereby set their own margins. 

It seems to me that any group that 
has, through its efficient operation and 
good selling, been able to acquire 80 
to 85% of the total market, should 
be able also to assume the responsibility 
for setting and maintaining the mar 
ket in which the product is resold. In 
so doing the distributor group would 
be responsible for the economics of 
price-setting as well as the control of 
the retail markets. 

The fueloil distributors have become 
of age, and they should aggressively 
supply the leadership needed in the 
burning oil market. It’s about time 
they took over. 


°, 
“~ 


J. A. Hallinan has been named as 
sistant sales manager of the Pacific 
Boiler Division of United States Radi 
ator Corp., Detroit. He will alse act 
in an advisory capacity with the Com 
pany’s Chicago ‘Heights Plant, which 
is engaged in defense work for the 
U. S. Corps of Engineers. 
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A two-way Street 





Winning Goodwill pleases the Prospect and proves the Value of Friendship in Selling 


by 
Arthur W. Nelson 


ALM IS STILL IN GILEAD for oilburn- 
B er dealers and salesmen who will 
forget past easy order taking days, go 
out and hustle, find prospects and efh- 
ciently develop sales. A few oilburner 
dealers sadly moan that the cream is 
sone. Some oilburner salesmen are find- 
ing prospects tougher ‘than usual— 
fnding it harder to get under the 
tough hide of tough prospects. How- 
wer, aggressive oilburner dealers and 
top flight salesmen, many of them old- 
timers of the dog eat dog era, are fight- 
ing for and getting lucrative business. 
Their continuing success indicates that 
ales can always be made by tough 
ibred, hard working salesmen with 
know-how. 

I interviewed top notch salesmen in 
order to pinpoint cardinal know-how 
pinciples which will assist oilburner 
dealers and salesmen to get into gear 
to meet changing conditions when 
wlesmanship will be at a premium 
mmce more, 

“Sure, 'm meeting my quota,” an- 
wered an old-timer, “but what a dif- 
ference from the fast buck days when 
ur biggest headache was getting oil- 
burners and equipment from the fac- 
tory! New prospects aren’t crowding 
ls nowadays to grab cancellations. I'll 
idmit, like most salesmen, I got a little 
oft and lazy then but now I’m getting 
tack in the old groove fast! 

“I fished out my old user and pros- 
ect cards, discarded dog-eared cards 
f dead prospects, and I’m bird-dog- 
sing new leads in the good old-fash- 
oned way—ten or more phone calls a 
ky on my old users and other sources 

f live leads, For two months I’ve been 
tthis routine and now it’s beginning 
0 pay off. Not that I expect to hit the 
ack-pot, but I’m going to sell more 
ilburners next year than this year.” 

"Of course sales are hard to close 
st as they used to be in the old days,” 
‘nother old-timer told me, “again the 
Uyer is‘boss. I like it this way. It’s a 

tallenge. It’s sink or swim. If a sales- 


ol 


man has the moxie he will come out 
O. K. Personally, 'm making more 
sales since I started jabbing doorbells 
again. There aren’t so many Dapper 
Dans around under foot ruining oil- 
burner sales for themselves and every- 
body else. Most Dapper Dans have 
faded away in a fog of confusion. 
After all, they really never learned how 
to sell; they just drifted into selling 
to make a fast easy buck. And now 
they can’t quick-talk prospects and get 
fast bucks. ‘They never learned how 
necessary it is, under normal selling 
conditions, to get the prospect’s con- 
fidence, friendship and goodwill.” 

This was what I had been looking 
for—an essential selling principle. 
Goodwill is extremely important so 
let’s pinpoint it. 

During the past few years most oil- 
burner salesmen haven’t worried about 
goodwill. In the easy selling days it 
wasn't so necessary for there was al- 
ways another prospect. Now it’s dif- 
ferent. To make sales in a buyer’s mar- 
ket you need goodwill. 

In order to learn how successful 
salesmen went about obtaining the 
prospect’s goodwill, I ran a Dr. Kinsey 
survey. As to be expected, all agreed 
there is no magic formula and, although 
you must have the prospect’s friendly 
interest in order to make sales, there 
is more to selling than just that. Some 
salesmen stressed the importance of 
knowing what not to say to the pros- 
pect. 

To start my canvass I drove out to 
see my old friend Corey and I found 
him in his contour lawn chair. He 
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Col. Arthur W. Nelson 
USAF Retired 


looked up at a soft fluffy little cloud 
floating by in the clear warm summer 
sky over Long Island as he concen- 
trated on my question. 

“I find I have a better chance of 
getting in solid with the prospect if I 
learn about him beforehand. This 
check-up takes time but I wouldn’t be 
driving a new paid-for car if this wasn’t 
a good system for me. You can find out 
about a prospect from friendly cops, 
firemen, service station people and 
neighbors—such things as the size of 
his family, his hobbies, his financial 
condition, his business and social con- 
nections. I study this info and ask my- 
self, ‘If I was this prospect what could 
an oilburner salesman do or say to 
arouse my favorable interest?’ ” 

Corey gazed toward the Jones Beach 
Parkway a minute, “Say, for instance, 
your prospect belongs to Piping Rock, 
what’s wrong in mentioning the names 
of other club members you sold? A few 
months ago I learned that an impor- 
tant prospect was a polo player ‘so, 
since Helen and I like polo, we went 
to see a game he was slated to play 
in. A couple weeks later I had a sales 
interview with this Mr. Big. When 
my sales talk wouldn't shift into a close, 
just to break the ice-‘I-‘mentioned we'd 
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.... A two-way Street 


seen him rush his fast pony down 
Meadowbrook field several times to 
drive in winning goals. Up until then 
I could have been crawling under a 
stone but when he recalled the swell 
game of polo he played that Sunday 
afternoon he glowed like a neon! 
“So my advice to 
oilburner salesmen 
who are finding the 
going rough is to 
learn all you can 
about your pros- 
pects ahead of time. 
Perhaps it won't be 
Piping Rock or 
Meadowbrook but 
usually you can dig 
up something that 
will give you an in 





with your pros- 
pect.” 
One day I 





sale from the start. You can imagine 
how highly I value my users; they're 
worth thousands of dollars to me and 
I spend a lot of my time cultivating 
them and keeping in touch with them. 
“T maintain these contacts by short 
informal visits when I can find both 
husband and wife 
home together and 
I mail cards — lot 
of cards — Christ- 
mas, get-well, anni- 
versary, and con- 
gratulation cards 
and I write short 
friendly messages. 
You know, people 
like to get mail and 
they like to realize 
the oil-burner sales- 
man doesn’t forget 
them as soon as the 
order is signed. 











dropped into the 
Jones Fuel Oil 
Company salesroom to see Tony. It 
was his floor day and he was on the 
phone. After he hung up I popped 
my question and he took a minute 
before answering. 

“There are several little gimmicks 
I use to help get the oilburner pros- 
pect’s favorable attention. For instance, 
in my phone conversation when you 
came in, did you notice how many 
times I said “Mrs. Schwartz’? People 
like the sound of their names. Makes 
them feel more important; identifies 
them and shows you're directing your 
remarks at them, Also frequently use 
‘You’ in your sales talk and take out 
references to yourself. An easy way to 
shoot a sale down in flames is to tell 
your life history or set yourself up as 
an authority on oilburners.” 

Tony hesitated a minute as though 
considering whether he should tell me 
about more of his “gimmicks.” 

There is really nothing new about 
my method. It’s just that I’ve continued 
to use it even during the plush 
years because I figured the jamboree 
wouldn't last forever. Ninety per cent 
of my sales are made through present 
users who line up sales interviews with 
prospects and these prospects are fre- 
quently more than half sold on my 
oilburner before I even call on them, 
so I’m well on the way to making the 
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“Users’ goodwill 
is a two way street; 
it works both ways and you've got to 
have sincere friendship if you want the 
user to have genuine goodwill. You 
have to earn it and you have to keep 
earning it to keep it.” 

One evening I shuffled into the Elks 
Club and there at a corner table quaff- 
ing beer was Fred Wardell so I sank 
in a chair beside 
him. Fred had just 
closed a fifteen hun- 
dred dollar sale so 
all was well with 
the world and he 
felt in an expansive 
mood as he rolled 
my question around 
in his mind before 


answering. 
“You know, 
Nels, a salesman 


doesn’t have to be a 
hot pistol and he 
doesn’t require she- 
nanigans to cut the 
mustard. I’ve never been able to un- 
derstand how some people get the 
prospect’s confidence. Let me tell you 
about Tom Mooney. 

“Tom, a mousey little man, was so 
small town it stuck out all over him. 
He walked as though lifting feet over 
plowed furrows, and you know how 
those hicks from the sticks talk—that 





was Tom Mooney. And to cap it off he 
was proud of being a small towner byt 
he never did brag about it. Actually 
he was a humble little guy grateful for 
his success for Tom was a leading oj. 
burner salesman. 

“He puzzled me so I went on a sales 
interview with him and he was » 
clumsy he embarrassed me, First he 
dropped his coat on the floor in the 
prospect’s hall and then, later, he 
couldn’t find his fountain pen at the 
time all salesmen need their pen to 
hand to the prospect. But you couldn't 
help feeling sorry for him for he tried 
so hard. But he flubbed and didn't 
know enough to talk up his oilburner. 

* “Shucks, Mr, Bamworth,’ he said, 
‘We ain't a big concern. There are 
other firms make good oilburners- 
plenty others—good ones, too! Folks 
I sold like ours---er-- 
talk came to a staggering halt right in 
the middle of the sentence. His face 
got red. He was painfully confused. | 
wanted to help but figured Id better 
keep my mouth shut. 


- er.” Tom's 


‘And then I saw an amazing thing! 
Bamworth, the prospect, began finish: 
ing sentences for him and he began 
selling himself. Bamworth liked this 
little country guy and he, took us 
through his house showing us his col: 
lection of rocks and 
mineral specimens. 
Tom’s eyes bugged 
as he asked lots of 
questions and Tom 
seemed to have for: 
gotten he was there 
to sell an oilburner 
and I was sure hed 
muffed the sale 
when all at onc 
Mr. Bamworth cas 
ually asked, “Isnt 
there something | 
should sign?’ Can 
you tell me how 
Tom Mooney was 
so successful in selling oilburners”” 

Fred’s question started me thinking 
about my own selling technique—how 
through the years I learned the slow 
hard way. By failure I learned to elim’ 
nate and by success I learned what 
sometimes works. So I told Fred about 
my experience with Lannigan. 


(Continued on page 165) 
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Intelligent dealer Advertising 


Stay within your means, of course, but definitely stick to a program 


by 
Dexter W. Goldthorp 


OW GOOD ARE YOU at solving the 
H advertising problems of your 
business? 

Well, if you’re like most fueloil dis- 
ibutors, advertising is a more frus- 
wating activity than any you perform 
—not even excepting midnight serv- 
ce calls on Sunday. It looks so easy 
_, until you try it. And then when 
you discover. how much you have to 
Jo to make it pay off, a feeling of 
‘utility takes over. 

Of course, that feeling wears off 
ifter awhile and you begin to listen 
ain to your common sense. You re- 
all that all retail businesses that get 
inywhere advertise. Then you worry 
ibit. How much business are you miss- 
ing because you're not advertising? So 
you try again, only to bog down in 
the same welter of details, frustrated 
again, 


Advertising Agency Fees 


But wait! Here comes your brilliant 
dea. An advertising agency. Surely 
there must be an expert around who 
an give you. good advice and handle 
the details, You're smart though. First 
you learn. something about agencies. 
And the most important news you turn 
ip is that agencies collect their 15% 
‘es from the newspaper or radio sta- 
ton, not from the client. So far as 
ou're concerned, they work for noth- 
ng, Eagerly, you call an agency. They 
sk you how much you spend. You 
ptoudly say about $500 a year. This is 
when you sadly realize that 15 % of 
$00 is only $75. That few dollars 
‘pread over a year won't buy any ad- 
vettising advice worth listening to. So 
jou take what consolation there may 
% in the knowledge that you tried. 

The plight of the retail merchant 
who needs advertising but who thinks 
* has neither the experience nor the 
‘ime to plan it is very real indeed. He’s 
lke the fellow in the nightmare who 
“ants to run but can’t get his feet 
off the ground, . 


It has been my privilege in the past 
10 years to study this particular situa- 
tion as it applies to fueloil distributors. 
I don’t mind admitting that many of 
the notions I once entertained are now 
in limbo, where they always belonged. 
Likewise, I'll freely admit that nobody 
yet has all the answers. But there are 
some things that can be done; things 
that if done will improve the effective- 
ness of local oilheating advertising at 
no great extra expense in time spent 
by distributors. 

First and by far the most important 
is perspective—the relation of advertis- 
ing to and in your business. Can it 
substitute successfully for personal 
salesmanship by bringing people in to 
you, completely sold on your products 
and services? Or is it a part of your 
whole sales effort, a force that supple- 
ments other sales activities? Or lastly, 
is it completely useless? 

I’m sure your answer to the first 
question will be an experienced “No!” 
Even when advertising has caused 





Examples (much reduced in size) of 
advertising geared to service for the 
customer rather than the sale of fueloil. 





J 
From — 
eating ° 
Service when you need #—('al) us any time of day 
or night, and we'll have a serviceman on has way 
to your house within minutes. With us on the 


job, there's no need to shiver for hours in a cold, 
uncomfortable house. 





Accurate, fast diognesie—Our men are specially 
trained to find out what's wrong with your burner 
without time-wasting delay. One visit is usually 
enough to find and fix the trouble—get your 
burner running right. 


Parts to fit your burner—Complete stocks of stand- 
ard parts for all types of burners mean: (1) you 
get the best possible repair work at the least pos- 
sible cost; (2) when we repair your burner it slays 













Year-round service plan—When you si gn @ service 
contract with us, we take over al! your heating 
problems. We see to it that your burner ke: 
operating at top efficiency. 


Mabitheat —Socony-Vacuums top- 
quality fuel oil is pre-tested for your burner. It 
ignites quickly, burns efficiently. You'll save 
money and repairs with Mobilheat: 





strangers to walk in, they've never 
been pre-sold. This you know because 
some of these folks have probably 
walked out with their money bags 
zippered. Likewise, your answer to the 
last question is no doubt negative, un- 
less you’re in a country town and are 
enjoying 85% of the business. 

For most oilheating distributors, ad- 
vertising is an aid to selling. It is a 
means for telling many people who you 
are and what you sell; an opportunity 
to convert total strangers into ac- 
quaintances; the means by which your 
name becomes familiar to folks other 
than your customers, It partially pre- 
sells by partly warming up cold pros- 
pects. By doing these things, advertis- 
ing makes your personal salesmanship 
more effective, 

When you put advertising in its 
right place in your business, you won’t 
spend time trying to force it to do 
something it cannot da. You won’t seek 








The men who serve you—Our The equipment 

@ drivers meet rigid standards 

of courtesy, common sense and 

care of property . 

men really know burners, how to 
correct troubles fast. 


they wwe— 
@ Our trucks are clean, in 
good repair . . . hoses reach from 
street co your fill pipe. All our 
trucks are completely insured 


. our burner 













Your Fuel Oil Service with this “Big 5” 





The products they sell—Our 4 The services that support 

© local storage tanks, kepe ‘© them—Every day we watch 
full of clean-burnsag Mobilheat, the weather—automanically rehil 
are your best assurance of a warm 
home for winters to come, We 
also have a full line of new burn- 
ers and standard parts, 


your tank asrequired. Our metered 
deliveries assure full measure. 
What's more, we'll gladly ar-ange 
budget payments for you. 


Uninterrupted supply——Our source of supply is 
® Socony-Vacuum, one of the largest producers , , 
of fuel oil in che world. In times like these, we know 
of no berter assurance of continuous supply 








. . . Dealer Advertising 


the one magic phrase that you hope 
will crowd your showroom and mail 
box with requests for contracts. You'll 
simply accept it as a useful tool in your 
program for getting new business 
through personal salesmanship. 

Next in importance comes the mat- 
ter of realizing what it is you're sell- 
ing. It may sound elementary even to 
raise the point because it’s very ob- 
vious that you sell oilburners and fuel- 
oil, But some obvious truths aren’t true 
at all and when advertising is based 
upon one of these it has a hard time 
fulfilling its potential. 


Customers buy Service 


Your customers pay for burners and 
fueloil, but I don’t think these are 
what they buy. The time may come 
when folks will buy an oilburner for 
its beauty of line, or for the type of 
pump mounted on it, or for its elec- 
trode arangement; someday they may 
even buy a fueloil because of the nu- 
ber of Btu’s in it or for its pleasant 
color. But it’s hard to believe that 
many people today give such details 
even passing notice when they pur- 
chase oilburners and fueloil. 

Aren't they most interested in just 
one thing: A warm home with the 
least amount of bother? I believe so. 
From this it follows that you are at 
least as important to a buyer as your 
products, for folks either know or 
sense the extreme importance of serv- 
ice after installation. Can you take 
care of the burner? Can you maintain 
a continuous supply of oil in the tank? 
Can you do both without annoying 
me? People pay for burners and fueloil, 
but they buy the personal service that 
alone means a warm home without ef- 
fort or trouble. 

When an advertiser knows the place 
of advertising in his sales scheme, and 
fully appreciates what he is selling, 
many of the frustrating problems that 
beset him evaporate. He can plan with 
the assurance that he builds on a sound 
base and moves in the correct direction. 
He doesn’t over-play advertising, or 
neglect it. Selection of copy appeals 
comes easier, because he knows what 
his prospective buyers are interested in. 
And there are other basic rules which, 
in oilheating advertising, help to 
smooth the way. 
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Advertising should build public con- 
fidence in your organization. Some 
points that do are: stories of extraor- 
dinary srevices you've performed for 
customers; the number of years you've 
been in business; the adequacy of your 
storage and delivery equipment; the 
specialized training received by your 
service and installation men; the speed 
with which you answer service calls, 
etc. You can think of others that ap- 
ply specially to your business. 

Brand names can help considerably 
in making folks feel confident in your 
ability to keep them warm, especially 
if the brand names of the products 
you handle are widely and favorably 
known, People assume that a distribu- 
tor whose practices generate ill-will for 
a brand will be cancelled out by the 
manufacturer who owns it. Continuous 
identification with a good brand con- 
sequently reflects trust in you by a 
manufacturer and thus makes it easier 
for people to place their confidence in 
you too. 


When should you Advertise 


Another good rule to remember has 
to do with when to advertise. People 
naturally pay attention to advertising 
that features products for which they 
happen to have a current need or de- 
sire. To illustrate this, think back to 
the last time you bought a car. Did you 
not become interested in automobile 
ads about the time you decided a new 
car was needed? And after the pur- 
chase, didn’t your interest in automo- 
bile ads slump to zero? 

Your sales curve is seasonal, which 
means that people are some times more 
conscious of the need or desire for your 
products than at other times. Your ad- 
vertising will therefore get more atten- 
tion when interest is high than when 
it is low. Do most of your advertising 
just prior to and during high-interest 
pericds. 

But don’t let the above lead you to 
disobey the important rule of con- 
sistency, for in advertising con- 
sistency is a virtue. You see, the im- 
pact of advertising builds up from ad 
to ad so long as ads appear at not too 
infrequent intervals—say one or two a 
week, During the high-interest period 
it is always well to earn the extra, 
cumulative effect of consistent adver- 
tising. 
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How big should a newspaper ad be! 
This question is most troublesome up. 
til you establish a sensible ruleof. 
thumb, Without such a rule you cap 
spend advertising dollars unwisely, by 
paying for ads too small to get atten. 
tion or by paying for space you don't 
need. A good rule begins with the 
point that your ad should be larg 
enough to be seen. Now look at your 
newspaper. Are there many large ads 





in it? If so, you need ads about as large (Inte 
to get attention. If not, you can scale & eau, 
your ads down. The point is that your this | 
ad must be large enough to compete fF fact 
successfully with others in the paper. fH be n 
Rule of Thumb thea 
This rule-of-thumb on size will soon § ™ ° 
lead you to discover the days of the san 
week on which you can place relatively and 
small ads and still get attention. Us as 
ally, a newspaper’s large-space adver 
tisers are food, appliance, furniture and 
and department stores, who concen: We 
trate their advertising in Thurshy § °° 
and Friday editions, just ahead of the el 
usual weekend shopping activities of tool 
American families. By placing your f°” 
advertising of the week you may not book 
have to compete with big ads. 7" 
Last, but not least, is the matter of J” 
media—the means by which your mes “gre 
sage reaches people. Should you us be 
newspapers, radio, television or bill: . \ 
boards? If there are two or more news ' 
papers, which should you use? Repre- es 
sentatives of each medium always claim , 
superiority for theirs, and each story 2 
sounds convincing. How can you i é 
lect wisely? hig 
Big city advertising agencies, plat Zo 
ning million dollar programs for nv 
tional advertisers, maintain costly z ‘ 
media departments to select the correct - 
media for their clients, These depart 
ments are manned by specialists who si 
have spent their lives learning all about Kea 
the cost and coverage of the various iN 
media available in every marketing a 
area of the country. Before they 1 a 
ommend anything, they spend thou hae 
sands of man-hours comparing the pr "ine 
and cons of all media in relation t0 = 
the client’s product. Media selection Ki 
is a highly specialized segment of ad Ba 
vertising—and important. olog 


You cannot of course hope to bas? 
your selections on the same type ° Fi. 
(Continued on page 166) . 
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Should tueloil men move to Canadar 


It seasons keep getting warmer the U.S. won't need ’em 


by 
L. F. Becker 


EADING “Today's Revolution in 

Weather” by William J. Baxter 
(International Economic Research Bu- 
reau, N.Y.C. $1) has been such a lark 
this reviewer almost overlooked the 
fact that a critical viewpoint should 
be maintained. We realize that was 
the author’s intent in choosing the style 
in which the book is written, It is 
timulating, interesting, humorous, 
and almost totally lacking in docu- 
mented conclusions usually found in 
economic tomes. It has all the charm 
and light-heartedness of good fiction. 
We recommend it to our readers, It 
is good clean fun. While you may not 
ell your real estate, pack up your 
tools, and head for the Hudson Bay 
country when you finish reading this 
book, you will find both truth and 
fancy between its paper covers, and 
you will have ample opportunity to 
agree and to disagree with its con- 
tents. It may even liven up the study 
of the Degree Days in your area. 

Mr, Baxter, the author, is something 
of a rarity in the economic field. He 
has a lively sense of humor. We salute 
him and hope it signals a new trend 
among economists. His gregariousness 
is plainly evident in his approach to 
his subject. He has many hobbies and 
interests, and has traveled widely in 
pursuit of these hobbies, as well as in 
the collection of material in support of 
his conviction that not only is the Tem- 
Perate zone warming up, but this 
warmth is moving northward, even 
into the Arctic zone. Mr. Baxter is 
a New England fisherman (by hobby, 
that is) and the fact that the sacred 
cod is being caught in increasing num- 
bers in waters off Iceland and Green- 
land is conclusive with him that warm- 
waters, bringing warmer air and 
Weather, are on the march north, Mr. 
Baxter is in sharp conflict with meteor- 
dlogists and he knows i it. In fact, he has 
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little patience with their conservatism, 
their continual reference to cumulative 
records. It is his belief that the average 
meteorologist deals in too many tech- 
nicalities and too many five dollar 
words, Instead of graphs and charts, 
Mr. Baxter thinks the average reader 
would rather follow him and his con- 
victions and have a few good laughs 
while doing so. 

The author states the real purpose 
in studying climate changes is to deter- 
mine (1) those areas the new climate 
will bless with greater energy to pro- 
duce wealth, or curse by reducing such 
energy; (2) the areas where the new 
climate will make for a greater output 
of food, fish, forest, and other natural 
resources; (3) the areas of the world 
where the new climate will permit the 
discovery and exploitation of new min- 
eral and oil resources; and (4) areas 
where climate will force great migra- 
tions of people, with some sections be- 
ing benefited and some adversely af- 
fected. 

The Table of Contents of ““Today’s 
Revolution in Weather” gives an idea 
of the scope of its 116 pages and 
Appendix. For instance—Something 






Has Been Added to the Weather; 
What Is Happening to the Fish, Ani- 
mal, and Bird Populations?; Water, 
Water Everywhere, But in the Wrong 
Places; Business and Climate; Nature 
at Last Smiles on the Russians—to 
name only a few 

Since the author has not felt bound 
by documentary proof of accuracy so 
far as his conclusions are concerned, 
he can go off in any direction he 
chooses, and he chooses some interest- 
ing and amusing ones. Mr. Baxter's 
technique throughout this book is to 
make a rather broad statement, then 
rush off in another direction while the 
reader is mulling that one over. To 
wit—we note that he lists building in- 
sulation as one of the industries which 
will be adversely affected by warming 
up of climate. We must be naive. We 
have believed for years that the insula- 
tion on our house kept out a great deal 
of the summer heat as well as the win- 
ter cold. Again, he cites a decline in 
sales of furs, heavy overcoats, and 
heavy blankets as directly traceable to 
the warming up of climates. Now we'd 
thought vitamins which increase vital- 
ity and resistance to cold, and the de- 
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"And the worst is yet to come!” 






velopment of textiles which are warm- 
er with less weight, together with more 
efficient heating (more general use of 
central heating) had something to do 
with it. We get a bit breathless, and 
a mite truculent, following his line of 
reasoning. 

This revolution in weather is tak- 
ing place all over the world and is 
affecting all animal, marine, and hu- 
man life, according to Mr. Baxter. 
Desert areas in Equatorial Africa are 
on the increase; Greenland’s average 
temperature has risen more than 3 
degrees in the past forty years; our 
agwn southwest has been experiencing 
one of the hottest, driest years in its 
recorded history; and, it says here, 
they've taken to air conditioning and 
iced tea in Texas! In Toronto, Canada, 
it is reported the annual mean tempera- 
ture is now 5 degrees higher than it 
was in 1875, with most of that in- 
crease being accounted for in higher 
winter temperatures, Glaciers and 
snow caps are receding all over the 
world, in Lapland, Norway, Switzer- 
land, South America, New Zealand, 
Antarctica, Africa, Canada, Alaska, 
and in our own states of Washington, 
California and Montana. We are 
startled with this statement: “It is a 
proven fact, for example, that a 3 
degree rise in the mean annual tem- 
perature would melt all of the accumu- 
lated ice of this planet and flood such 
important ocean cities as Boston, New 
York, Philadelphia, etc., etc.” Al- 
though he does not say so, we assume 
he means a general temperature rise 
all over the world. 


Fish moving Northward 


A life-long fishing enthusiast, Mr. 
Baxter draws staunch support for his 
theories from the fish. The salt water 
fish are moving north of their cus- 
tomary feeding grounds. We've read 
of that elsewhere. The deep sea fish- 
ermen and canneries preparing such 
fish for market both in our own hemi- 
sphere, in northern Europe, and Japan 
have had to follow the fish on their 
northern swim, else see their profits 
dwindle. He points, also, to the north- 
ward march of grains. Corn, oats, bar- 
ley and wheat are all being grown in 
latitudes much farther north than was 
the case fifteen or so years ago. The 
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Department of Agriculture in both 
the United States and Canada would 
doubtless take issue that this is due en- 
tirely or even in the main to advanc- 
ing warm weather. These agencies in 
both countries are engaged in painstak- 
ing research and experimentation to 
keep food production ahead of the 
rapidly increasing population, by de- 
veloping seeds requiring shorter peri- 
ods for maturing, thus adaptable to 
areas with a shorter growing season. 

Birds indigenous to southern climes 








"Easier to find oil—than water." 


are being observed in increasing num- 
bers far north of their usual habitat. 
Robins, orioles, cardinals, tanagers are 
staying north all winter in areas they 
used to vacate in the fall, or where 
they were never seen. The animal 
population is reported on the north- 
ward move too. Mr, Baxter admits the 
cutting of forests both for wood use 
and to extend farm lands, as well as 
forest fires, has had some effect on this 
migration northward. And would you 
believe it, moose have moved their gen- 
eral habitat from the 54th-55th paral- 
lel north as far as the 59th parallel. 
Even armadillos are already being 
found some seven hundred miles north 
of their former feeding ground in 
southern Texas. The elk, jackrabbit, 
Richardson brown squirrel, red fox, 
mule deer, muskox, bobcat, and rac- 
coon usually found no farther north 
than the northern part of the United 
States, are now being found in increas- 
ing numbers in southern Canada. Even 
the insects are keeping a couple of de- 
grees north of the DDT sprays. 

In the chapter titled “Water, Water 


. . » Move to Canada 


Everywhere, But in the Wrong 
Places,” Mr. Baxter departs somewhat 
from his usual breezy style, and pre 
sents his material seriously. Anyone 
who has experienced a water shortage, 
or has been watching the almost fever. 
ish search of cities for adequate water 
supplies can agree with his serious 
mien on this subject. Disastrous 
droughts and equally disastrous floods 
bring great economic loss and human 
suffering, not only in our country but 
all over the world. As man seeks to 
defeat the vagaries of nature, or find 
a new place to live, his first concern 
is water. He drills wells for drinking 
water, and for irrigating his crops, 
Large cities, originally located on 
rivers or oceans for commerce and 
power, are having to go far up to the 
headwaters of such rivers to get sufh- 
cient water to maintain their popula 
tions. Our own southwestern states are 
experiencing extended hot dry weath 
er, and are in a relentles search for 
more water. Colorado, Arizona, and 
California are in a_three-cornered 
court battle over Colorado River wa- 
ter. Flood control and water conserva. 
tion are still in the planning stage for 
the Mississippi-Missouri Rivers. Inco- 
del, a combination of New York and 
the states served by the Delaware 
River, is still struggling to become a 


reality. 
Fewer Forests add to Water Waste 


In enlarging tillable acreage, large 
areas of forest lands have been de 
nuded, Forest fires claim many valua 
ble timber acres each year. This con 
tributes to water waste through run 
offs, reducing the water table in those 
areas, Retreating snow lines in moun 
tainous areas mean less run-off with 
a resultant reduction in crops served 
by such run-offs. But it is not-all gloom. 
The author reports that the level of 
the Great Lakes is rising, as is the level 
of the oceans bordering the North 
American continent. He attributes this 
to an increase in temperatures in polar 
areas which sets off a chain reaction, 
so to speak. Polar ice melts, water flows 
into oceans, raises temperatures © 
oceans at great depths, more icebergs 
melt, and presto, more water in oceané 
Melting glacial ice seeping into under 
ground streams as well as into surface 
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greams eventually raises the level of 


fresh water bodies such as the Great 
Lakes. 


And there is more to it. Some Yale 
University scientists have developed a 
theory that the northern part of our 
yatinent is tilting upward. As they 
ge it, during the ice age the billions 
of tons of ice in the Arctic regions 
worked rather like a see-saw, holding 
that area at a lower level by sheer 
weight. As the heat zone of the world 
vances northward, and melting of 
he ice continues, this makes less sur- 
ee weight, and as in a see-saw, the 
lar area began to rise. This in turn 
neans a lowering of the area of the 
Great Lakes and a consequent rise in 
te water level in this great body of 
water. While this theory may be sub- 
ect to some skepticism, Mr. Baxter de- 
lops it further, predicting that rivers 
td by the Great Lakes—the St. Law- 
ence, Ohio, etc.—will all be greatly 
alarged and subject to overflowing, 
wcessitating large scale projects to 
wrotect industries, homes, even whole 
ities adjacent to these rivers. Develop- 
wnt of these theories can provoke 
auch speculation on the part of the 
rader. 


Business and Climate 


We believe our readers will be most 
terested in the chapter on “Business 
od Climate.” While we doubt the 
tatements made in the chapter are 
uficiently conclusive to warrant pre- 
ipitate action on the part of our read- 
«s, they are indeed worth reading and 
using over. We do not attempt to 
tify or rationalize Mr. Baxter’s 
utements, anymore than he does, but 
ee are some of them. Climate changes 
e going to bring a great migration 
"industries and people. It began in 
‘town country during World War 
: Of course a good bit of it went in 
“wrong direction in those confused 
4s (to Texas and Southern Califor- 
%), But Mr. Baxter thinks people will 
“back on the right trend before too 
"8, and then we'll see a major migra- 
“0 northwestward. His studies have 
‘vineed him that modern industry 
‘“sprospered more if located between 
* and 53° latitude, with factory 
Wkers doing their best work when 
“tdoor temperatures were 60° to 63° 


with a mid-day temperature of 68 to 
70 degrees. These ideal conditions are 
more often present in the 38-53 degree 
latitude. It is rather frightening to con- 
template some of this being incorpo- 
rated in a union contract of the future. 

Since nodiscussion can now be consid- 
ered complete without including taxes, 
according to Mr. Baxter the average 
American “producer” is paying out an- 
nually about 33% of his income to the 
various tax collectors, This makes him 
a very nervous, frustrated individual, 





The truth is not in him. 


leaves him in poor shape to withstand 
the anticipated higher temperatures. 
But this groggy fellow is going to move 
north by west, taking with him various 
industries and the cattle and farming 
business, where better weather with 
temperatures seldom exceeding 80°, 
will make him more productive and 
more prosperous. While Mr. Baxter 
does not indicate this, we assume the 
tax collectors will join in this migra- 
tion. In our own hemisphere the real 
gainer from this migration is expected 
to be Canada, although Mr. Baxter, 
good New Englander that he is, ex- 
pects industrial expansion in states like 
Maine, New Hampshire, Vermont, 
northern New York, and northern 
Michigan. However, he expects the 
major new belt of power and wealth 
to develop in the Pacific Northwest of 
the United States and in that part of 
Canada having Pacific Ocean ports. 
On page 83 we find a list of indus- 
tries the author thinks will be affected 
by the climate changes he foresees.. 
Heading the list of some twenty in- 
dustries which he believes will benefit 
by a warming climate is “Aircondi- 
tioning.” A little furthet down the list 


clotl 
june 


we find “Central heating and stoves in 
southern cities for colder winters in the 
south.” In a list of some seventeen in- 
dustries which he predicts will be ad- 
versely affected by this anticipated 
climate change are “Building insula- 
tion,” “Coal,” “Fueloil,” “Furnaces 
and Space heaters.” We don’t follow 
this line of reasoning. What will be 
used for central heating if not fur- 
naces? Come now, Mr. Baxter, won't 
a few of those central heating plants 
and stoves use coal or fueloil while 
waiting around for atomic power? 
We've seen the oilburner develop from 
a cozy idea to a flourishing industry 
in the past thirty-five years. We feel 
pretty confident that if there is any- 
thing to this northward march of 
warmer weather and population, some 
enterprising oilburner dealers will be 
opening up showrooms on the edges 
of those retreating glaciers, and have 
some Eskimos a lot more comfortable. 


Seriousness under Humor 


“Today’s Revolution in Weather” 
has much seriousness underlying its 
levity. Some of us can shrug it off with 
the thought that this is a long range 
development which won’t likely affect 
us. But those with*large business re- 
sponsibilities that go farther than 
meeting this year’s shortages or next 
year’s demands, will find many of the 
problems it poses more than just in- 
teresting reading. The book has been 
greatly enhanced by cartoons done by 
Virgil Partch. They with their cap- 
tions pack a real punch, and contribute 
substantially to the pleasure of read- 
ing this volume. 

Directly after the New Year we 
picked up our copy of the Old Farm- 
er’s Almanac for 1954 (162nd con- 
secutive year). We thought to do a 
little weather research on our own, On 
page 8, paragraph 3 the forecast for 
the 1953-54 winter follows: ““Turbu- 
lent, erratic, many storms of rain, 
snow, and sleet. N. B. The considered 
opinion of many authorities that win- 
ters are growing milder will not be ex- 
emplified in next winter’s weather.” 
How about that, Mr. Baxter? Feel like 
tangling with Abe Weatherwise who 
has pretty consistently scored a bull’s 
eye on his predictions? 
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Rough sketches of the advertising 
planned by the Twin Ports Oil Men’s 
Club in Duluth, Minn. Used on bill- 
boards, the finished artwork will carry 
the slogan, “Better heat with OIL 
heat” in the black circles. 
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Duluth starts Program of preventive Promotion 


KF TWENTY to thirty years in most 
areas, the oil heating industry has 
traveled down the highway of growth 
and prosperity practically unchal- 
lenged by any competitive fuel. In a 
territory of some twenty states, com- 
petition was pretty much among the 
fueloil and oilheating dealers them- 
selves. Coal was almost totally non- 
competitive because of its lack of clean- 
liness and convenience and gas, as a 
manufactured product, was non-com- 
petitive because of its cost. In the field 
of equipment, the stoker made only a 
feeble effort to capture customer in- 
terest. There was no question what 
equipment the homeowner would buy 
or what he would use for fuel; the 
only question was which oilheating 
dealer he would do business with. As 
time went on each dealer became wise 
to the sales techniques employed by 
his competitors, and everything bal- 
anced out for a relatively stable busi- 
ness. 

Then, as natural gas began hitting 
market after market with a competi- 
tive or better price a new and disturb- 
ing element had arrived to annoy and 
irritate the oilheating dealer. For the 
most part he*did not want to believe 


this was a permanent competitor, but 
simply was a bad dream that would 
pass away. 

Oilheat industry groups did very 
little if anything to protect their posi 
tion or establish a balance of power in 
public acceptance that would assure 
co-existence, 

In recent months however, there has 
developed strong evidence to indicate 
that the oilheating industry in many 
localities are rising to the challenge of 
this new adversary. Philadelphia has 
formed its committees, raised its funds 
and is now in the process of carrying 
on an educational advertising cam 
paign to appraise the public of the de 
sirability of oilheat. Milwaukee has 
been carrying on a most aggressive 
campaign for some time now that 
seems to be producing favorable results 
both in terms of public appreciation 
and in dealer spirit and enthusiasm 
Minneapolis, where the impact of nat 
ural gas has been felt most severely be 
cause of one of the lowest gas prices 
in the nation, is fighting back hard 
with great emphasis on commercial and 
industrial sales—a great and broad 
field where gas competition has prov" 
to be vulnerable. 
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We had to journey however, all the 
yay to Duluth, Minnesota to find and 
industry group who have decided to 
atten down the hatches before the 
orm strikes, Duluth as yet does not 
have natural gas and does not expect 
itsintrusion for two or three years but 
under the dynamic leadership of John 
Rero, Duluth is starting now to con- 
jition the public mind for the big day 
when they might otherwise become 
confused. 

Bero is not unfamiliar with the cru- 
ade as such, for as former Chairman 
of the National Oil Jobbers Council 
ad as president of the Northwest 
Petroleum Association during 1949 
and 1950 he has sponsored, promoted, 
ad personally fought for a better 
break for the oil jobbers of America 
on several fronts. As a matter of fact 
te is still fighting that battle in which, 
of course, there can be no final victory 
for he does not seek a cure for any- 
thing but rather a continuing improve- 
ment in the methods, practices, mar- 
gins and general security of the oil 
jobbers business. It is not surprising 
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or, but fF then that John Bero should be found 
would § inthe vanguard of this new and im- 
portant movement. 
1 very 
r posi Washington State Survey 
—* Bero explains that much of his group 
assure @ inspiration to action came from corre- 
spondence with Robert C. Elmslie, Oil 
~ has HH Heat Institute of the state of Wash- 
dicate ington. It seems that in 1950 the 
many § OH. of Washington had the Pa- 
nge of Dic National Advertising agency con- 
ia has Be duct a consumers survey in Seattle 
funds which established that there was a 
myn? B 74.1% preference for oilheat. The 
4 Association launched an advertising 
he 4 ampaign to improve public apprecia- 
’ ” tion, and again in 1953 they repeated 
“a the Seattle survey and found that the 
ie, , acceptance figure had risen to 81.1%, 
result a full 7%. This seemed to Mr. Bero 
ao" Band his brother dealers to be ample 
Psi proof that advertising does pay and 
; ed that an intelligent educational program 
v E could be fully justified on the bases of 
oo Proven results, so the Duluth cam- 
1 j — was launched in November of 
broad ast year by their organization which 
pr operates under the name of the Twin 


Ports Oi Men’s Club. An Oil Heat 


Promotion Committee was charged 









John Bero 


with the responsibility of promoting 
a campaign for the glorification of vil- 
heat. This committee appointed a fi- 
nance committee from among their 
group to collect, protect and handle 
the disbursement of all funds. 

This committee proceeded at once 
to move forward in a highly business- 
like fashion. They drew up a most 
comprehensive contractual agreement, 
which when signed by a dealer or job- 
ber committed him legally to pay into 
the fund one twentieth of a cent per 
gallon on all fueloil handled by his 
firm. The committee is particularly 
fortunate from a policing standpoint 
because the State of Minnesota charges 
an inspection fee on every gallon of 
fueloil handled in the state. The figures 
are public property, and the North- 
west Petroleum Association publishes 
a year book with complete and official 
statistics on the industry. As a result 
there can be no question as to the 
amount of any dealer’s fees. At the 
time we were in Duluth in late De- 
cember the committee had nearly 
100% of all dealers or jobbers (as they 
are referred to in the northwest) un- 
der contract. 

However, the committee does not 
stop with the dealers or jobber when 
it comes to collecting fees, but has 
worked out an additional fee scale to 
apply to transport operators, oilburner 
manufacturers who sell in the terri- 
tory, oilburner wholesalers, oilburner 
installers, oil refiners and oil whole- 


salers and brokers. The promotional 


campaign started off with complete 
billboard coverage, using printed post- 
ers in colors, carrying a wide variety 
of messages and slogans with a com- 
plete change of copy every month. 

For the time being only, billboard 
advertising will be used, but when 
natural gas makes its entrance into the 
Duluth market, funds and programs 
will be ready. All stops will be pulled 
out: radio, newspapers, television and 
pamphlets will be fully utilized. Mr. 
Bero says, “If one customer goes to gas 
it will be our job to see that he does 
not do it out of ignorance.” 

An additional step is being taken 
at this time. Each member has received 
a list of slogans and informative state- 
ments to be used in present or future 
radio commercials with the suggestion 
that the dealer start or end his radio 
commercials with these plugs for oil- 
heat. As the committee explains in its 
bulletin it costs the dealer relatively 
nothing to add the few lines. Some of 
the slogans and statements follow. 


Oilheat Slogans 

1. Oilheat is safe heat. 

. Cil is a fuel you can store in your 
basement, in reserve, for the very 
cold days. 

3. Oil is sold by many suppliers, 
there is no monopoly of supply. 

4. The men who deliver you oil are 
men of your community. They 
deliver oil to your home often 
enough to know your heating 
problem. 

. Oilheat is a healthful heat. 

. Oilheat is economical, 

7. Oilheat is constant because of an 
unvarying supply. 

8. The modern oilburning furnace 
is as efficient as any other modern 
furnace burning any other fuel. 

9. When asked to make fuel cost 
comparisons, be sure to qualify 
these comparisons by basing them 
only on modern equipment, 

10. You can store oil in your base- 


i) 


Aw 


ment just as you store food, a re- 


serve always available. 

11. Heating with oil permits you to 
control your heat for weeks to 
come, because your requirements 
are stored in your basement, avail- 


able at will. 
(Continued on page 167) 
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Promoting the Farm Market 


Fort Wayne dealer gets results through newspapers and television 


_ ON THE assumption that 
farmers could be sold oilheat if 
they were made aware of the advan- 
tages, the H. B. Shank & Sons Co., 
Fort Wayne, Ind., went after the sur- 
rounding rural market with an intelli- 
gent campaign utilizing newspapers, 
mailings and television. 

They recognized that the number of 
experienced installers of automatic 
central heating equipment, particular- 
ly conversion oilburners, is smaller 
than the number of appliance dealers 
who serve any geographical area. For 
this reason less sales activity has been 
put into the farm market. 

A study of farm home central heat- 
ing systems was the first step suggested 
to the company and its advertising 
agency, Willis S, Martin Co., by B. 
G. Duer, vice president in charge of 
sales, Wayne Home Equipment Co., 
Inc., Fort Wayne manufacturer of the 
burner featured by Shank. 


90% of 
the farm homes have electricity avail- 
able. 2. Of the 2,884,000 homes where 
central heating is feasible, 34% have 
central heating. 3. Wood and coal are 
the principal fuels. 


Research pointed out: 1. 


It was a short step from these fig- 
ures to the conviction that solid-fuel 
furnaces now used for central heating 
could be easily converted to automatic 
firing at low cost. And that two fuels, 
oil and LP-gas, are readily available 
to farmers, The Shank Co. set about 
proving to farmers that oil would be 
the most economical and practical 
fuel, 

Because oil is as available as elec- 
tricity to farms, and because oil is 
generally sold to farmers for less than 
city users pay, salesmen had ready- 
made arguments to convince pros- 
pective customers, They could show 
the cost in man-hours, power equip- 
ment and depreciation involved in tak- 
ing wood from the land for a winter’s 
supply; and they could point out that 
the cost of the coal required for neces- 
sary heat was uneconomical as com- 
pared to fueloil. 

But the greatest of all arguments is 
the convenience—the farmer now hasa 
relatively secure and enviable position 
in our economy and during the past 
decade has become one of the greatest 
markets for durable goods. The farmer 
is ready to be comfortable. 





























The company based its thinking 
on plumbing and water service trends, 
The “running water” census figure is 
less than 50% of the “electrification” 
figure for farms. The indication seems 
to be electricity and then running 
water. Shank just projected the trend 
to heating. 

It uses the sales story that the com. 
fort and convenience of automatic ojl- 
heat, and the time saved for the farm. 
er makes the conversion to oil, or the 
installation of a complete oilheating 
system pay for itself. 

Part of Shank’s campaign is based 
on the FHA Approved Bank Plan 
which would extend payments over 
several months, up te three years, Pie 
tures from the television program were 
also used in the newspaper advertis- 
ing in the Fort Wayne papers. 

Television graphically showed the 
speed of installation and the lack of 
inconvenience suffered by a farm fam- 
ily during the actual installation, 

And now at 6:30 Central Standard 
Time—Television viewers in the Fort 
Wayne area are waiting for Amos and 
Andy. As the slide flashes on the screen 
the off-stage announcer says: 


H. B. Shank and Sons, Indiana's leading heat- 
ing and air conditioning engineers and in- 
stallers . . . and Ralph L. Shirmeyer, Incor- 
porated, realtors and builders, welcome you 
to another adventure with America's favor- 
ites, Amos and Andy! 


H. B. Shank and Sons invite you to visit their 
test-display home at 5800 Fairfield Avenue. 
Every modern type of automatic heating 
equipment is on display here, including . - - 
hot water baseboard . . . radiant floor and 
ceiling . . . warm air. . . heat pump, and 
year ‘round air conditioning. All are installed 
to permit you to see equipment in actua 
operation. Next time you're out driving, drop 
in to see this interesting test-display home. 


Want to see what one of your neighbors did? 
This is what happened at the farm home of 
Ed Hallfeldt, a well-known Marion Township 
farmer a few cold days ago. Ed is busy shovel- 
ing dirty ashes and clinkers out of his con 
furnace. You know what a dusty job that 's if 
you are still spending some of the best yea” 
of your life endlessly shoveling and cleaning 
in an attempt to heat your home. You'll want 


to do what Ed did. 
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He called H. B. Shank and Sons because they 
install more heating than anyone else in In- 
diana, and found out how easy it is to get 
fully automatic, clean oil heat installed at 
low cost. The next morning a Shank truck 
arrived and Ed was only a few hours away 
from the heating comfort he had always 
wanted. 


It was a cold, snowy day when Ed Hallfeldt 
converted to automatic Wayne oil heat. But, 
because the installation took only six hours, 
the house temperature dropped only 18 de- 
grees, causing little, if any, discomfort. No- 
fice the clock. It was eight in the morning 
when the Shank heating engineers began by 
removing the grates and vacuum cleaning 
the furnace. 


sry another Shank expert had moved 

yiesitoney and began the piping job. One 

‘od © of these oif tanks may be installed 
OoFs or outdoors as desired. 
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The Hallfeldts had talked to a Shank sales 
engineer and selected a new, 1954 Wayne 
Residential Oil Burner . . . the burner proved 
in testing laboratories to deliver maximum 
dollar heat value. Wayne oil burners are 
made in Fort Wayne, and offered in both high 
and low-pressure models. H. B. Shank and 
Sons will install only the finest Underwriters’ 
Laboratories Approved equipment and rec- 
ommend Wayne oil burners as the best avail- 


able. 
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Now the oil tanks were piped in and Ed 
Hallfeldt's dependable oil man arrived with 
500 gallons of low-cost fuel oil—more than 
half of the year's total supply. Meanwhile 
the Shank men were busy installing the Wayne 
oil burner and automatic controls—the ther- 
mostat, temperature limit control, primary 
control, wiring, switches, fuses—and a new 
smoke pipe and automatic draft regulator 
for the chimney. 


After time out for lunch, it was nearly two 
o'clock when the installation was done. In- 
strument tests for draft and combustion 
showed the system operated 28% more effi- 
ciently than accepted standards. This means 
that the Hallfeldts, with their new Wayne 
oil burner, installed by H. B. Shank and Sons 


experts, can expect record fuel savings. 











After thorough cleaning of the furnace jp. 
terior and flues, a pre-cast firebrick refrac. 
tory chamber was carefully fitted in and jp. 
sulation poured around it. This provides life. 
time protection for the furnace, and enables 
almost instant delivery of heat when the 
room thermostat calls for it. 














ln addition to the low original cost and the 
wry low fuel consumption—the days and 
tights of messy, back-breaking coal shovel- 
ing, and dirty, dusty ash removal and base- 


ment mess are over. 


The 1954 Minneapolis-Honeywell thermostat 
othe wall tends the furnace for Ed whether 


wis there or not. If you are still chained to 


a coal shovel—take it from Ed—you can well 
afford to call H. B. Shank and Sons and learn 
tomorrow how little it costs. After the show 
we'll tell you what oil heat will cost you. 


Fully automatic Wayne oil heat, installed by 
experienced H. B. Shank and Sons heating 
experts, costs less than you may think. The 
complete installation with factory guarantees 


on equipment and protected by H. B. Shank 
and Sons’ 24-hour service, costs only $369. 
H. B. Shank and Sons’ Wayne oil burner in- 
stallations are F.H.A. approved for F.H.A. 
bank payments, with no down payment and 
as little as $11.82 per month. Call H. B. 
Shank and Sons in the morning. Your neigh- 
bor enjoys automatic heating installed by 
Shank. You can, too. 











by 
Charles W. M. Coote 


1 ie HEART of every bulk plant sys- 
tem is the pump. Its intelligent 
selection governs the operation of the 
entire system and sets the tempo. 

Many fueloil men feel that the cal- 
culations are too much of a mystery for 
them to make the attempt of selection 
themselves. Really it is quite simple and 
only requires him to obtain data he 
should know about his plant anyway. 
A little study of friction losses in the 
proposed piping can give the operator 
considerable more capacity at less ex- 
pense. 

Let’s go through the procedure of 
pump selection with some explanation 
of the terms used and find out how 
easy it is. The fundamental informa- 
tion to start with should be: 1. The 
capacity (gallons per minute) required 
of the system. 2. The specific gravity of 
the product to be pumped. 3. The vis- 
cosity and temperature of the product 
to be pumped. 


Must determine pumping Pressure 


The next step is to determine the 
total pumping pressure necessary to at- 
tain the desired gallons per minute ca- 
pacity of the system. This pumping 
pressure is the sum of the suction and 
discharge pressures and is commonly 
called “the total dynamic head.” Most 
pump manufacturers use “feet head” 
to express pressure in relation to ca- 
pacity (gpm) when showing the per- 
formance of their pumps, The unit 
“foot head” is used because it remains 
constant for all types of liquids and 
can be converted into pounds pressure 
when the specific gravity of the liquid 
is known. Likewise pounds pressure 
can be converted to feet head in the 
following manner. 

Water has a specific gravity of 1.00 
equals 2.31 feet head at one pound per 
square inch pressure. The equivalent 
pressure of other liquids expressed in 
feet head would be governed by the 
following formula: 


PEET HEAD = 2.31 





Specific Gravity 


Know your bulk plant Pumps 


We therefore can set up “foot head” 
constants for various liquids as shown 
in table 1. 


Table 1 
FOOT HEAD EQUIVALENT PER POUND 
PRESSURE 
Product Sp. Gr. Ft. Head 
Water 1.00 2.30 
Gasoline RS 3.08 
Kero 82 2.82 
Fuel Oils 85 phe 8) 
Fuel Oils .90 fs 
Fuel Oils 95 2.43 


If a pressure gauge is installed on 
the discharge side of the pump, the 
discharge head can be calculated by 
multiplying the constant in Table 1 
by the pressure indicated, This takes 
care of the discharge line. Suction is 
generally expressed in “inches of mer- 
cury.” This can also be converted to 
‘foot head” as shown in table 2. 


Table 2 
FOOT HEAD EQUIVALENT PER INCH 
MERCURY 
Product Sp. Gr. Ft. Head 
Water 1.00 1,53 
Gasoline 15 1.51 
Kero 82 1.38 
Fuel Oils 85 1.33 
Fuel Oils .90 E25 
Fuel Oils 95 1.19 


If a vacuum gauge is installed on 
the suction side of pump, “inches of 
mercury” of vacuum can be deter- 
mined. If the “inches of Hg” are mul- 
tiplied by the constant in Table 2, we 
can arrive at the total “feet head” on 
the suction side. As explained before 
the total dynamic suction head is then 
added to the total dynamic discharge 
head which results in the total dynamic 
head for the system. This total dynamic 
head along with the type of product to 
be handled, the capacity, viscosity of 
the liquid, and the altitude of the in- 
stallation will give any reputable pump 
manufacturer sufficient data so that 
they can pin point the exact pump in 
their line which will fill your needs. 

The above method of obtaining the 
total dynamic head of a system for 
pump selection is, of course, only possi- 
ble when the system now exists. When 
a new system is to be installed or is on 
the drawing board a different method 
of approach is used. 

It is stilt necessary to know the char- 
acteristics of the liquid to be pumped 
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and the desired capacity. 1—Statj- 


suction lift. 2—Static discharge head. 
3—The sizes and length of pipe used 
in the system. 4—The number and 
type of fittings used in the system, 5— 
The various types of auxiliary equip. 
ment used: strainers, meters, etc, 

From facts regarding these points it 
is possible to compute the total dy. 
namic head of the installation which 
will be equal to the static suction head 
plus the static discharge head plus the 
head resulting from friction loss at the 
desired GPM through the pipe fit 
tings and auxiliary equipment. 

The static suction head is the num- 
ber of feet in vertical distance from 
the liquid level to the center line of 
the suction port of the pump. The 
static discharge head is the vertical dis- 
tance in feet between the centerline of 
the suction port of the pump to the 
highest level to which the liquid is to 
be pumped. Table 3 below will give us 
the friction loss per hundred linear 
feet of pipe at various gallonages. 


Table 3 
FRICTION LOSS PER 100 FEET OF CLEAN 
STD. PIPE FOR 40 SSU HEATING OIL 


Pipe Size 
Gpm 2A” are 4” 
100 9.3 3.3 0.8 
150 19.6 7.0 1.7 
200 33.2 11.6 2.9 
250 70.3 LTS 4.4 
300 24.6 6.1 
350 32.6 8.2 
400 41.8 10.4 
500 63.2 15.9 
600 22.1 


Table 4 will give us the friction | 
losses of various fittings expressed in | 


equivalent linear feet of pipe. 


Table 4 
FRICTION LOSS IN EQUIVALENT LINEAR 
FEET OF STRAIGHT PIPE : 
2Yy” ig 4 
Gate Valve (open) 1.86 2.46 3.44 
Globe Valve (open) 14.94 19.72 27.50 
Sto. Tee (Through 


Side) 9.93 13.11 18.28 
Sto. Tee (Straight : 

Side) 2.46 3.25 4.53 
90 Elbow 6.72 8.87 12.37 
45 Elbow 3.00 3.75 so 
Swing Check Valve 26.40 31.66 ied 
Angle Check Valve 19.00 23.00 30.0 
Line Strainer 13.00 16.00 22.00 


Meter Check Manufacturer's 

Air Eliminator Data 

- Twelve to fifteen psi (32 to 4l “tt 

hd.” with .85 sp. gr. heating oil) 
(Please turn to page 163) 
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Profits in Cooling 


Part I]. Understanding the Refrigeration Cycle is elementary 


by 
J. R. Lewis 


re MARKET FOR residential cool- 
ing equipment has grown a lot in 
nent years, It is just about to the 
wint of being big enough to be noticed 
nd seriously considered by a large 
ereentage of the home-owning public. 
The fueloil distributor and contractor 
iio has the proper organization for 
uking and servicing such installations 
sbeginning to take notice of the tre- 
sndous possibilities. 
A number of experienced aircondi- 
wning manufacturers already offer 
iferent sizes and types of systems for 
mall, average, and large homes, These 
recentral plant systems that will cir- 
ulate the conditioned air from equip- 
wnt that is located in the basement or 
tility room, The same ducts normally 
xd for forced warm air heating sys- 
ms are used to maintain uniform 
mfortable summer airconditioning. 
ot new construction and for some re- 
welling, the logical selection is a 
mpletely balanced combination of 
mace, burner, cooling unit (which 
0 dehumidifies) and fan-filter sec- 
on. The same, and other, manufac- 
wers offer cooling equipment which 
wy be added to the modern, recently 
walled, forced warm air heating sys- 
tm, 
Packaged Units 
All of these are factory assembled 
aitsin “packages” which normally re- 
tite very little piping or complicated 
tring. Nevertheless it is important to 
aderstand the functions which are 
“Ng accomplished by the parts of 
*e self-contained cooling units. 
"hat follows will tell why and also 
kin how the refrigeration cycle 
*rforms, 
The purpose of any refrigeration 
“thine is to reduce temperature be- 
Wthe surrounding temperature. To 
“omplish this it is necessary to re- 
“we heat. The substance which is 
“d to remove heat from the cooling 


coil and transfer this heat to a differ- 
ent part of the system is the refrig- 
erant. It could be used once and dis- 
carded, as when cool well water is 
available in ample quantity; but nor- 
mally it is necessary to conserve by 
re-circulating. The refrigerant could 
be a liquid or a gas or a combination. 
One of the important characteristics 
for any refrigerant is that a relatively 
small volume and weight can handle a 
relatively large heat load. This helps 
to keep the size and the power require- 
ments of the compressor as small as 
possible. 

The heat which is contained by any 
substance is measured as total by add- 
ing sensible heat and latent heat, The 
sensible heat is the amount absorbed 
or dissipated without any change in 
physical properties, Using water ag a 
typical example, the heat holding ca- 
pacity is 180 Btu per pound between 
32° and 212° at sea level and atmos- 
pheric pressure, At 32° it requires 
144 Btu per pound to change the water 
to ice. At 212° it requires 970 Btu 
per pound to change the water to 
steam. The 144 Btu figure is the latent 
heat of freezing; the 970 Btu figure is 
the latent heat of vaporization. A re- 
frigeration cycle is efficient because it 
is designed to take advantage of the 
latent heat of vaporization. 

At the time that mechanical refrig- 
eration was first put to use, almost 
every installation was for large cold 
storage warehouses or for ice-making. 
Ammonia was used for the refrigerant 
because it had excellent heat-absorbing 
capacity at reasonable pressures, and it 
could be contained in steel piping and 
pressure vessels without any harmful 
corrosive action. The biggest objection 
to ammonia was its toxic properties. 
Accordingly whenever refrigeration 
was required for confined spaces it was 
frequently provided with carbon di- 
oxide in spite of the extremely high 
pressures and heavy equipment which 
had to be employed. 

The first popular household refrig- 
erators used sulphur dioxide regard- 


less of its extreme toxic properties be- 
cause pressures could be contained with 
light weight tubing, and copper would 
not be chemically attacked so long as 
the refrigerant was dry. In the early 
1930's the refrigerant Freon-12 was 
introduced and quickly used on a large 
scale with reciprocating compressors, 
both for small refrigerators and for 
airconditioning units. Today this re- 
frigerant is used almost universally for 
temperatures above freezing, as needed 
for normal airconditioning. It is also 
the most widely used refrigerant for 
domestic refrigerators. Table 1 shows 
some of the characteristics of Freon-12. 
There are other Freon refrigerants 
gaining popularity for different tem- 
perature conditions, or for use with 
centrifugal type compressors. 

See the diagrammatic sketch of what 
takes place as the Freon-12 refrigerant 
recirculates through a normal refrig- 
eration cycle, Assume the compressor 
to be the starting point. The purpose 
of the compressor is to remove (by 
suction) the low pressure gas which 
accumulates in the evaporator, The 
compressor transfers high pressure gas 
to the condenser. The energy required 
for compression is provided by the 
motor. This energy is dissipated as heat 
to the refrigerant. 


Gas condenses to liquid 


Because the refrigerant gas in the 
condenser is at fairly high tempera- 
ture, either water, at temperatures as 
high as 90°, or air at even higher tem- 
peratures, can be used to remove the 
heat of compression gained at the com- 
pressor, and also the heat of evapora- 
tion which was gained by the refrig- 
erant as it passed through the evapora- 
tor. By having pressure maintained 
while temperature is reduced, the re- 
frigerant gas condenses to a liquid 
form. 

Note that (within reasonable limits) 
the lower the temperature of the water 
or the air which cools the condenser, 
the lower the resulting refrigerant dis- 
charge pressure from the compressor. 
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; 
The advantage to be gained by keep- tend 
Table | ing the discharge pressure as low as This 
“FREON—12™ possible is a saving in the power neces. of 1 
Properties of Saturated Vapor sary to operate the compressor. It also the : 
Pressure ——~ Density —— —Heat content from — 40°- ” should be noted that whereas a small be a' 
Temp. Gage Liquid Vapor Liquid _ Latent Vapor emp. : ° W 
oF, Ibjin. _—_Ib./ft. Ib./ft.  Btu./lb. Btu./lb. _ Btu./Ib. oF quantity of 70° water can hold rea- * 
0 9.17 90.52 0.6109 8.25 69.96 78.21 0 sonable condensing pressure, a larger 
2 10.19 90.31 6352 8.67 69.77 78.44 2 quantity of higher temperature water whic 
4 11.26 90.11 6606 9.10 69.57 78.67 4 it ile ie dh ; Whi 
st 11.81 90.00 .6735 9.32 69.47 78.79 st sai needed tor the same pressure. 
6 12.35 89.88 6864 9.53 69.37 78.90 6 The surface of the condenser pres: 
8 13.48 89.68 7129 9.96 69.17 79.13 8 heomals whack hear went feta orat 
10 14.65 89.45 0.7402 10.39 68.97 79.36 10 the refrigerant to the coolant will have — 44" 
14 17.10 89.03 7981 11.26 68.56 79.82 14 : ian) 
16 18.38 88.81 8288 11.70 68.35 80.05 16 refrigerant is allowed to accumulate fF % 
18 19.70 88.58 8598 12.12 68.15 80.27 18 and become a form of inedlation. Fie- heat 
20 21.05 88.37 0.8921 12.55 67.94 80.49 20 quently therefore, the cycle includes a J inh 
22 22.45 88.13 9251 13.00 67.72 80.72 22 “sump” on the condenser shell, or a 
24 23.88 87.91 9588 13.44 67.51 80.95 24 Pent ; _— to 
26 25.37 87.68 9930 13.88 67.29 81.17 26 Spee See, SF both. The liquid 
28 26.89 87.47 1.028 14.32 67.07 81.39 28 passes to this part of the cycle by grav- ture. 
ity. Under normal operating condi- the s 
30 28.46 87.24 1.065 14.76 66.85 81.61 30 gs a 
32 30.07 87.02 1.102 15.21 66.62 81.83 32 tions the receiver contains liquid re- 
34 31.72 86.78 1.140 15.65 66.40 82.05 34 frigerant at the temperature of the temp 
24 33.43 86.55 1.180 16.10 66.17 82.27 36 Salis ; dint 
38 35.18 86.33 1.221 16.55 65.94 82.49 38 surrounding air. Pressure is the same 
as the compressor discharge. is ha 
40 36.98 86.10 1.263 17.00 65.71 82.71 40 prece 
42 38.81 85.88 1.304 17.46 65.47 82.93 42 Basic Component in Cycle ies 
44 40.70 85.66 1.349 17.91 65.24 83.15 44 us 
46 42.65 85.43 1.393 18.36 65.00 83.36 46 The next basic component in the notic 
48 44.65 85.19 1.438 18.82 64.74 83.57 48 ; 
cycle is the Expansion Valve. This very uring 
50 46.69 84.94 1.485 19.27 64.51 83.78 50 important part of the system is an Th 
52 48.79 84.71 1.534 19.72 64.27 83.99 52 , ; liquic 
54 50.93 84.50 1.583 20.18 64.02 84.20 54 orifice through which high aie . 
56 53.14 84.28 1.633 20.64 63.77 84.41 56 liquid is fed to the evaporator, which — 
58 55.40 84.04 1.686 21.11 63.51 84.62 58 becomes the Cooling Qoil. ‘The tyne of frige 
60 97.71 83.78 1.740 21.57 63.25 84.82 60 expansion valve for air cooling sys > "?. 
64 62.50 83.34 1.851 22.49 62.73 85.22 64 saph ie 
66 64.97 83.10 1.909 22.95 62.47 85.42 66 as the thermal type. It has a diaphragm 
— ils 
70 70.12 82.60 2.028 23.90 61.92 85.82 70 frigerant pressure, The a iotaaiaad side - 
72 72.80 82.37 2.090 24.37 61.65 86.02 72 is exposed to pressure from a capillary on 
74 75.50 82.12 2.153 24.84 61.38 86.22 74 Ten note 
16 78.30 $81.87 2.218 25.32 61.10 86.42 16 tube and an element bulb which is at 117° 
78 81.15 81.62 2.284 25.80 60.81 86.61 78 tached to the refrigerant line as it 
leaves the evaporator. cure 
80 84.06 81.39 2.353 26.28 60.52 86.80 80 wher 
82 87.00 81.12 2.423 26.76 60.23 86.99 82 The element then tends to close the 
84 90.1 80.87 2.495 27.24 59.94 87.18 84 expansion valve if there is no super’ sure, 
86+ 93.2 80.63 2.569 27.72 59.65 87.37 86+ P : . 212° 
88 96.4 80.37 2.645 28.21 59.35 87.56 88 heat or too low a temperature where y | 
refrigerant leaves the evaporator en : - 
90 99.6 80.11 2.721 28.70 59.04 87.74 90 car refrig 
92 103.0 79.86 2.799 29.19 58.73 87.92 92 route to the compressor suction intake Pity 
94 106.3 79.60 2.880 29.68 58.42 88.10 94 While the valve tends to close, the 
96 109.8 79.32 2.963 30.18 58.10 88.28 96 ; cepte 
98 113.3 79.06 3.048 30.67 57.78 = 88.45 98 compromor's suction action: so@Wia Gi 
pressure in the evaporator, causing 
100 116.9 78.80 3.135 31.16 57.46 88.62 100 more rapid rate of evaporation and a smn 
102 120.6 78.54 3.224 31.65 57.14 88.79 102 ly thi 
104 124.3 78.27 3.316 32.15 56.80 88.95 104 lower temperature in the evaporator. eek 
<4 bog ieee reid 32.65 56.46 89.11 106 This means that greater quantity of the ank 
33.15 56.12 89. ee : ate ice c 
sad - liquid refrigerant will boil off to be- = ¢ 
110 136.0 77.46 3.610 33.65 55.78 89.43 110 come a vapor, and the heat which flows th 
112 140.1 77.18 3.714 34.15 55.43 89.58 112 ; = eine e Cl 
114 144.2 76.89 3.823 34.65 55.08 89.73 114 into the evaporator from air being the c 
116 148.4 76.60 3.934 35.15 54.72 89.87 116 cooled will tend to raise the amount 
118 152.7 76.32 4.049 35.65 54.36 90.01 118 of aapeiieat tate alan ate - 
- ‘i ° stand. 
+Standard ton temperature. element location. The increase in tem: wi 
perature acts on the element bulb and ‘an 
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tends to re-open the expansion valve. 
This has the effect of keeping the flow 
of refrigerant in a proper relation to 
the rate at which the evaporator should 
be absorbing heat. 

Within the evaporator there is a 
volatile boiling liquid and the gas 
which is being constantly generated. 
While the compressor operates, the 
pressure of the refrigerant in the evap- 
orator is lower than the pressure re- 
quired to keep the liquid at the pre- 
vailing temperature. The boiling which 
is taking place requires that (latent) 
heat must be added to the refrigerant, 
in the same way that it is necessary to 
add latent heat to get water at 212° 
to become steam at the same tempera- 
ture. It is this transfer of heat from 
the surrounding air into the evapora- 
tor which results in a lowering of the 
temperature of the air. It is an impor- 
tant fact that a “flow” of heat, which 
is hard to detect or to measure, must 
precede any change in temperature al- 
though it is the temperature which we 
notice and have no difficulty in meas- 
uring. 

The temperature at which any given 
liquid refrigerant will boil is directly 
related to its pressure, and in the re- 
frigeration cycle now under considera- 
tion, the boiling pressure is maintained 
by the suction action of the compres- 
sor. As the suction pressure is reduced, 
the temperature at which the liquid 
boils is also reduced. For the most com- 
mon example of this physical property, 
note that the boiling point for water is 
212° at normal (atmospheric) pres- 
sure at sea level, At higher altitudes 
where there is less (atmospheric) pres- 
sure, the boiling point is less than 
212°. 

Years ago when ammonia was the 
refrigerant being widely used for ice 
making plants, it was generally ac- 
cepted practice to design the refrig- 
eration cycle so as to have approx, 5° 
ammonia in the evaporator. Incidental- 
ly this was submerged pipe in a brine 
tank maintained at about 15°, and the 
ice cakes were frozen’ in cans sub- 
merged in the tank. For 3° ammonia, 
the corresponding suction pressure for 
the compressor is 19.6 pounds gage 
Pressure. This was accepted as the 
standard suction condition for rating 
ammonia compressor refrigerating ca- 


operate the water cooled type con- 
denser so as to obtain about 86° liquid 
ammonia from the condenser, which 
corresponds to 154.3 Ibs, gage pres- 
sure, this became the other standard 
rating condition. 

To show how much useful work a 
given make or type of ammonia com- 
pressor was capable of handling, the 
accepted code was to use 20 lbs. and 
155 Ibs. “standard” conditions. A 
compressor, or more correctly a system 
which was capable of absorbing 288,- 
000 Btu in 24 hours was able to pro- 


pacity. Since it also was normal to 


40°. When using condensers cooled 
by water the accepted standard rating 
condition for the compressor discharge 
is 95°. When using condensers which 
are air cooled, the rating condition is 
usually 110°. Refer to the Freon-12 
characteristics shown in Table 1 for 
gage pressure readings which corre- 
spond to these gas temperatures. At 
these operating ranges it is normal to 
require a little more than one horse- 
power per ton on the compressor. 
However if the equipment has to op- 
erate at widely different conditions the 
amount of power and the refrigerating 
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This is a schematic Flow Diagram of the normal Freon-12 refrigeration cycle. 

It has been furnished through the courtesy of Worthington Corp, Compressor 

indicated is vertical reciprocating type. Condenser shown is of the shell and coil 

type. At lower right there is a color key reference table. Keyed colors may be 

inserted on the diagram as the reader follows the text. This will be helpful for 
future reference, 


duce a ton of ice in the same period. 
(From water at a starting temperature 
of about 70°.) This cooling rate is 
equal to 12,000 Btu in one hour, and 
it became the “yardstick” used to 
measure the cooling capacity of the 
equipment. The unit of measure was 
logically called ““Tons.” For the oper- 
ating conditions that were common 
practice at that time, it was normal to 
have about two horsepower on the 
compressor for each ton of cooling 
capacity. 

Today a great many refrigeration 
systems are designed to operate solely 
under the higher temperature condi- 
tions suitable for making air more com- 
fortable. The generally accepted stand- 
ard temperature on the suction side is 


capacity will vary a good deal. In gen- 
eral, these rules apply: 

(1) As the condensing temperature 
increases, the cooling capacity 
will decrease. The power re- 
quirements will increase. 

(2) As the condensing temperature 
decreases, the cooling capacity 
will increase. Power needed 
will decrease. 

(3) As the suction temperature in- 
creases, the compressor cooling 
capacity will increase, while the 
effective cooling of the evapo- 
rator will decrease. In other 
words, high suction temp. re- 
quires large evaporator surface 
to accomplish what could be 
(Continued on page 132) 
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This is anew monthly feature. From 
time to time dealers have suggested 
that we provide a clearing house where 
they could swap fresh ideas. So we 
wrote most of you announcing the 
new project and you sent a good crop 
of suggestions, Keep them coming. 

In addition to the recognition that 
you get through getting your ideas 
into print we also send a modest check 
ranging from five dollars up. If your 
idea is not here watch future issues. 

No effort has been made to com- 
pare the relative value of the different 
ideas from readers. No effort has been 
made to have the items appear here 
in order of value or importance. You 
are to find out as you go along which 
items are helpful to you. 


Customer Relations 


The accompanying drawing of a gay 
serviceman was on the cover of a hand- 
some folder that came in promptly 
after FO&OH readers were asked for 
ideas, Open the folder and read: 

Thank you—Thank you very much 
—for the confidence you have placed 
in us by allowing us to serve you. 

Please call us anytime we may be of 
assistance. 

Sincerely, 
Operators Heat. 

An accom- 
panying note 
from J. Hollis Al- 
bert, Operators 
Heat, Inc., Balti- 
more 11, Mad., 

says simply: 

Here is a gim- 

mick in reply to 


your letter asking for my helpful idea. 
My brother with Dixon Fuel sold a 
lot of them to dealers locally. 


Vent box plug 


The following is from Dan Argen- 
tieri, Philadelphia 45, Pa., of Argen- 
tieri Fuels which sells fueloil and oil- 
burners: 

My helpful idea is a standard 11/7” 
plug to be placed 
in a combination 
full and vent box. 
It is to be placed 
in the fill line to 
prevent dust and 
dirt from getting 
into the line. The 
plug must be a 
narrow one about ee ge 
one-half inch Argentieri 
thick so as not to prevent the plate 
from getting back on the box and re- 
maining flush with the wall. 

It is very helpful during the long 
summer layover when bugs, and all 
such insects like to find a nice spot. 

I hope you receive hundreds of use- 
ful ideas, for I enjoy them and learn 
a thing or two, 


Rubber Gaskets 


Bernard W. Newman, Kenmore 23, 

N. Y., has The Newman Service Com. 
pany at the top of his letterhead, also 
has “Thermal En- ™ / 
gineering’ and 
“More Heat — 
Less Fuel” close 
by. He wastes few 
words in making 
his down-to-earth 
point: 

Ina pinch, rub- 
ber gaskets from a Newman 
Scully Ventalarm Model LC make 
perfect replacement for rubber gaskets 
used with B&G booster pump. 


Charge Expansion Tanks 


Next comes a letter from Boyd J. 
McWhorter, Moorefield, W. Va.: 


One of the best ideas I ever worked 
out is for hot-water heating plants. 
You know several manufacturers have 
put out specialty devices for draining 
a waterlogged expansion tank, And 
that is all they do, drain the tank. 
Every good heating man knows that 
an expansion tank not only needs to 
be drained when 
it becomes water: 





logged but also 
needs to be 
charged with air. 

The specialty 
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devices on the 
market drain the 
tank but then it 
has only air in it 
at atmospheric 
pressure and 
when the system 
is turned back on 
the consequence 
is that you have 
practically no air 
cushion in the 
tank and you are 
not much better 
off than before. 
We tried several 
of these specialty 
devices with poor 
results. It finally 
occurred to me to 
charge the tank 
with air and for 
get about the 




















THESE MEN 


These are Perfection’s field representatives whose sole job is to 
make your job of selling furnaces easier. They'll tell you how you 
can “checkmate” competition with... 


1. Regulaire*. .. the only real exclusive in the heating business. 
2. “On-the-spot” sales assistance by experienced Perfection men. 
3. Protection from cut-rate or factory competition in your territory. 


Companion air conditioning unit helps you sell a complete 
“comfort” package. 


Write us. Perfection Stove Co., 7535-B Platt Ave., Cleveland 4, Ohio. 


*Pat. Pending 
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. . « « Helpful Ideas 







pansion tank instead of a specialty re 
device. LD 

We then fixed up an outfit which 
consists of a piece of hose about 10 ft. 
long, such as is used with paint spray- 
ers. On one end we put a V2” tee and 
al," nipple, then a garden hose adapt- 
er. On the side outlet of the tee we 
put a 50 |b. pressure gage. Back at 
the other end of the hose we put an 
air valve from an old inner tube. We 
carry this outfit accompanied by a good 
automobile tire pump. 
















PR 
G 


es 


a 
2 


ul boler din ack m cy 


Y 


eS Re £ 
44, cE 
j : 


4 
Y 


Yy 







































FOR QUICK-OPENING, TIGHT-CLOSING, 


no matter 
who 

builds your 
tank trucks 





Standard 
Manhole 

Size 12” x 16” with 
6%", 8”, or 10” fill 
opening. A slight turn 
of locking ring opens 
and closes cover. 





Self-Closing 
Manhole 

Size 12” x 16” with 
10” fill opening. Self- 
closing, with positive 
locking device. 
Opened by raising 
lever on either side. 





14” Diameter 
Self-Closing 
Manhole 


For heavy _ fuel-oil 
tanks. Self-closing, 
with positive locking 
device. To open, lift 
either lock arm and 
raise cap. 
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POSITIVE-LOCKING MANHOLES 


“aul by Philadelphia Ve 


Write the words ‘“‘Manholes by 
Philadelphia Valve’? into your 
order. These quick-opening man- 
holes are absolutely tight. They 
surpass every fire underwriter’s 
standard. They open and close 
easily and quickly. They are built 
to outlast the tank. 

Each type of manhole is simple; 
strong, and foolproof. Covers are 
leakproof. Covers and plugs are of 
malleable iron or heat-treated alu- 
minum. No cast iron is used, 
“5-in-1”? vents automatically close 
if truck upsets, and will release 
under 6 lbs. pressure to prevent 
explosion in case of fire. Gaskets 
are easy to keep tight. 

Philadelphia Valve manholes are 
standard with many major oil com- 
panies from coast to coast. Make 
them standard on your tank 
trucks, too! 

Send for catalog 170 for descrip- 
tions and engineering drawings of 
all Philadelphia Valve Company 
products. 


PHILADELPHIA VALVE COMPANY 


3413 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distrikutors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California, 
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] Boyd J. McWhorter does the unusual 


in pressure-charging with air every 
closed expansion tank he finds with 
considerable water in it. Using this set- 
up that he always has with him, he 
can pressure-charge in a few minutes. 
It’s a safe bet that others who fit them- 
selves up with a similar set-up will also 
turn to pressure-charging many of the 
customers’ tanks—especially tanks al- 
ways on the verge of giving trouble 
because they're on the small side. 


We can air-charge an expansion 
tank then by connecting the V2” nip- 
ple or the hose adapter to the tank, 
connect the tire 
pump and a few 
strokes of the 
pump takes care 
of the job usually 
for a year. The air 
goes to the high 
point, which is the 
top of the tank. 
When a tank is Ss 3 
pretty well water- McWhorter 
logged, we usually 
pump about 10 lbs. of air in the tank. 
That naturally boosts the boiler pres 
sure and sometimes causes the pop or 
relief valve to drain water from the sys 
tem, so we drain a little water out of 
the boiler drain cock until the pressure 
is about normal on the boiler gage. 

Many hot water systems have no 
way to drain the tank without drain 
ing the entire heating system. This 
takes lots of time with servicemen get 
ting high wages and usually lots of 
jobs waiting it will take half a day. 
With our little outfit we can charge 
a tank in 15 minutes. Of course, good 
judgment has to be used. Depending on 
the piping arrangement, you have to 
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JO YEARS AGO AUTOCAR SWITCHED 
OVER TO NUT & BOLT CONSTRUCTION 





During a transcontinental test run way back in 1920, a spring 
bracket broke and had to be removed, brazed and remounted. Due 
to its location, it took a whole day to chisel through the rivets that 
held the bracket. Right then and there Autocar switched over to 
nuts and bolts. It was plain that rivets were not right for a quality 
product like Autocar. And besides, bolts permit the use of higher 
strength material than rivets. They’re heat treated and fit the holes 
exactly. They’re installed with heat-treated tension lock wash- 
ers under both bolt head and nut for a permanent, tight fit. They 
make maintenance quick and easy because any part, even the 
frame rail, can be removed and replaced without special tools. 
When you buy an Autocar, you get a sturdy, quality-built truck or 
tractor that stays in tip-top operating condition for years and years 
of dependable service. Fill in the coupon for more information. 


AUTOCAR TRUCKS 


Autocar Division of The White Motor Company 
Ardmore, Pa. 


Export: Drexel Building, Philadelphia 6, Pa., U.S.A. 


Factory Branches and Distributors from Coast to Coast 
in the United States and Canada 
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AUTOCAR DIVISION OF 


1 THE WHITE MOTOR COMPANY 
Ardmore, Pa. 
How can Autocars improve 


my hauling operation? 





Firm Name. 








Address 





Type of operation. 


No. of trucks 
in fleet 
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be careful not to pump in too much 
air and block the main. Even if you 
do this, you simply let a little air escape 
from the tank. 

This idea has saved us a lot of time 
when we could hardly get around to 
the service jobs, and it has saved our 
customers a lot of money. With every 
annual check-up we check the expan- 
sion tank, because when the tank of a 
hot-water system gets completely 
waterlogged, water constantly dribbles 
on the floor from the relief valve. I 


have realized there can be no patent 
on this although it is worth many times 
all the specialty devices on the market 
for draining expansion tanks. 

Louis Bucknot, Jr., Euclid 17, Ohio, 
is a burner mechanic for Standard Oil 
and explains his idea: 

I made this tool and find it very 
helpful upon installing new starting 
switches in motors of Toridheet rotary 
burners that have the internal starting 
switch, I pull out the motor and set 
it into block. Remove top and the rings. 














HAS 137 STANDARD 


DESIGNS AND sizes oF LITE - CAST 


INSULATING REFRACTORY COMBUSTION 
CHAMBERS FOR... 


ALL somers & FURNACE 


TONGUE & GROOVE 
JOINTS 


“ON [URRY “SN 


CES LIZ 


NOTE TO MANUFACTURERS—Our Engineer- 
ing Department will appreciate the privilege 
of working with you on special designs. 


STANDARD 


Ss 











4 SHAPES 


e 
HIGHER & 


SIDE WALLS 


e 
DOUBLE SEAL 

BETWEEN & 
FLOOR AND WALLS 


e 
PRE-CAST 
FLOOR 


AIR 
BENEATH FLOOR 


25 SIZES 


75 to 12 G.P.H. 


e 
SPACE 


CLOSE TO ONE HALF MILLION INSTALLATIONS 





COMPLETE PACKAGE INCLUDES: Combustion 
Chamber, Back Fill, Steel Bands and Finishing 
Cement. 








FOR 20 YEARS 
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Louis Bucknot, Jr., 
has plenty oj 
ideas, uses this 
tool to simplify 
the work of in- 
stalling starting 
switches in mo- 
tors of Toridheet 
wall flame rotary 
burners. 








Install new switch and test the motor 
without spilling the sump oil and with- 
out having motor pulling down during 
repairs. 

I made this out of a piece of four 
by-four. My drawing gives the dimen- 
sions. I drilled out the necessary holes 
using an expansion bit. 

One good Fuel 

A, A. Manke, Norfolk, Nebraska, 
proved his loyalty to oilheating by sub- 
mitting for publication: 

Whoever heard of an explosion 
caused by a silent 
seepage of fuel 
when burning oil? 

Whoever heard 
of 15,000 
suddenly 
running out of 
fuel in one city? 

Not when 
burning oil! 

Caution: 


BURN OIL! 


resi- 
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WITH 


SILENT | 
GLOW 













IE BEAUTY 
EMA BURNER WITH@ ACY EFFICIENCY 


WEU/ SALES APPEAL 


es Here is a burner that fits right into the streamlined design of today’s modern home . . . and, more than 


iY? 


that, fits the demands of today’s homeowner for quiet, efficient, trouble-free operation and real fue] economy. 
These are the things that make sales. 


b. Find out how Coronation’s “dynamic silencing” blends vibration out and assures really quiet operation. 
Get the details of Coronation’s efficient firing, and its flexibility for custom-fitting to any installation. Ask 
about its ease of servicing. Get these facts and you will have a strong sales story for 1954. 


NOW AVAILABLE FOR IMMEDIATE DELIVERY 
SSSR SRE REPRE RRR 


ws 
: TO THE SILENT GLOW OIL BURNER CORP. 
t full information, send today: 850 Windsor Street, Hartford 1, Conn. 





Please send me complete information on the new CORONATION BURNER. 


Name: 
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r ve 


Street & No.: 








City: State: 
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by 
J. W. Schulz 


OU LIKE TO TAKE tests of this 

kind, if you are a typical reader 
of FugELow & Om Heat. Two other 
tests proved that, one on domestic oil- 
burners, the other big burners. Both 
brought in piles of letters from the 
men who took them and from dealers 
and manufacturers who asked their 
servicemen to take them. 

A dealer can remove the correct 
answers from the page before his men 
see them. They are on p. 169. 

This examination for commercial 
and industrial oilburner service experts 
follows the pattern of the two other 
examinations which appeared in FUEL- 
om & Om Heat. The questions and 
answers are similar in form to those 
prepared by members of the FUELOIL 
& Oi Heat technical staff for schools 
in which oilheating is taught, and for 
cities which started issuing licenses 
to (1) domestic oilburner servicemen, 
and (2) commercial-industrial oilburn- 
er servicemen. That is, the selection 
method of answering questions is used 
entirely in this examination. All a man 
has to do is select the most suitable 
answer to each of the 25 questions. 
Thus the final mark reflects only on 
the man’s knowledge of commercial- 
industrial oilburner installations and 


Commercial-Industrial . 
=u (ilburner Examination 


Second C-I Test for Experts who want to prove their Ability 


his ability to provide commonsense 
answers to questions that often arise 
concerning such installations, 

Use of the selection method for an- 
swering all questions eliminates the 
need for a man to have an extensive 
vocabulary to pass this test. It elimi- 
nates need for knowledge of the pre- 
cise meaning of words, It avoids a poor 
mark as the result of a man’s being 
unable to prepare neat, well-written 
answers. 

Licensing and similar examinations 


O86 6 S'S + 2 OO OOO 6 OE SEHO 8S ORS OD © ORO D 


The appearance of examina- 
tions of this type in FUELOIL & 
Oi Heat has caused hundreds 
of dealers and servicemen to write 
saying they are strenuously in 
favor of licensing dealers and serv- 
icemen. No letters have been re- 
ceived from men opposed to such 
licensing. 
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should not pass on servicemen’s ability 
to do excellent technical writing, but 
should determine only if the men have 
the knowledge needed for safe and 
reasonably good service work. 

On the other hand, you must under- 
stand English fairly well to pass this 
examination, If you fail to pass, don’t 
let yourself off with the excuse that 
you could not understand the ques- 
tions and possible answers. That is not 








a valid excuse! First, the men who pass 
this exam prove its questions can be 
understood. Second, if you can’t un- 
derstand simple English, you should 
not be servicing burners in an English- 
speaking country, for you are unable 
to understand the instructions that 
come with complicated oilburner 
equipment. Proper installation, serv- 
icing, and adjustment of the equip- 
ment depends on understanding these 
instructions, 

At some levels of commercial-in- 
dustrial oilburning, this examination 
will be considered easy to pass, while 
at other levels it will be considered 
exceedingly tough and difficult. That 
is known beforehand, for the exam 
has been road-tested—all the questions 
have been tried out beforehand in the 
field. At the main offices of a manu 
facturer of big burners, all the men 
worthy of the title “Field Engineer” 
should pass the exam with flying col- 
ors; none should answer more than 
two or three questions incorrectly. 
That holds true also for the men who 
plan installations for a dealer who spe- 
cializes in commercial or industrial 
burners and installs more than 50 of 
these a year. This exam can be passed 
easily by any man having the ability 
to plan all the details of big jobs— 
involving automatic operation and fir- 
ing rates above 30 gph—without help 
from manufacturers of the equipment 
being installed. 

This examination can be put to its 
best use in the organizations of burner 
dealers who have been handling do- 
mestic equipment for years, and who 
have advanced to commercial and in- 
dustrial burners only in recent years. 
This is a good test for the man known 
to be excellent for years at domestic 
equipment servicing—and who may 
or may not have gained sufficient addi- 
tional knowledge in recent years to 
make him fit for servicing the largest 
burners in his city. It’s a good test for 
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any domestic oilburner serviceman 
who wonders how well he could do 
answering the questions often asked 
by owners of big factories, apartment 
houses, greenhouses, etc. in connection 
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We do not expect to receive 
letters stating that this exam is too 
easy. If you think it’s easy, put 
these questions and possible an- 
swers to your wife or secretary or 
to a man who knows little about 
oilburners and heating. When this 
was done as a check-up on the 
exam before it was published, 
marks ranging from 20% to 50% 
were the result. 


with proper and improper operation 
of big oilburners and the equipment 
they must work with. 

A knowledge of the technicalities 
that can be learned in high school— 
in physics and chemistry courses, for 
example—admittedly helps obtain the 
correct answers to some of these ques- 
tions. That’s another way of saying 
that a high school education is help- 
ful to a man supposed to be an expert 
in the field of commercial-industrial 
oilburners, High school graduates who 
did well at technical subjects have an 
easier time in this field than others. 
A knowledge of heating similarly helps 
answer certain other questions, for ad- 
mittedly you are better at servicing 
big burners if you rate as a “heating 
expert” or “heating engineer.” 

Here’s how to take this exam: 

1. Read each question in turn and 
study every possible answer listed be- 
low it. Note your answers on a sepa’ 
tate sheet of paper in this fashion: 
“Question #1, A; Question #2, B; 
Question #3, C” and so on. Or if you 
want to mark the magazine, simply 
encircle the letter before what you 
think is the best possible answer. 

2. You may not find an answer 
which is precisely correct to your way 
of thinking. In that case, mark as cor- 
tect the listed possible answer that you 
find most nearly correct. 

3. Don’t mark more than one pos- 
sible answer as correct, Marking two 
Or more answers to a question as cor- 
tect gives you zero for that question. 

4. Change answers if you like, but 
make things clear by labelling your 
fnal choice as “Final Answer.” 


5. Answer every question, taking 
up to one hour’s time, Questions un- 
answered in one hour count zero. 

6. Each correct answer scores 4%. 
A total lower than 76% fails, 


Commercial-Industrial 
Oilburner Examination 


Question 1—Under most favorable 
conditions, you can expect this much 
maximum smoke breeching draft from 
a chimney 100 ft. high: 

A. Maximum .10” to .15” water 

B. Negative pressure 10 to 15 
ounces per-square-inch 

C. From .40” to .60” water negative 
draft or about half an inch water draft 

D. Enough static plus pressure in 
breeching for .10” to .20” overfire 
negative draft with chimney fully 
heated 

Question 2 — Industrial fireboxes 
often are designed 
on a basis of heat re- 
lease per hour per 
cubic foot of com- 
bustion space. For a 
200 hp boiler fired 
continuously by No. 
6 fueloil, this might 
be a good basis for 
sizing the combus- 
tion space: 

A. From 30,000 to 
50,000 Btu per hr. 
per sq. ft. of space 

B. From 2,000 to 
3,500 Btu per hr. 
per sq. ft. of space 

C. From 100,000 
to 140,000 Btu per 
hr. per sq. ft. of 
space 

D. From 80 to 100 
sq. in. of firebox floor 
per sq. ft. of com- 
bustion space 

Question 3—One boiler horsepower 
is roughly equal to: 

A, 300 sq. ft. standing steam radia- 
tion, net basis without P&P allowance 

B. 3,413 Btu per hour 

C. About 33,000 Btu per hour 

D. 550 ft.-lb. per second 


Question 4—Horizontal rotary cup 
oilburner men are discussing the Dutch 
oven an oilburner owner asked them 
to design. By “Dutch oven” they 
mean: 


Fhueloil & 


oilhear, 





A. A bakery oven old-fashioned in 
design, but well suited to oilfiring 

B. A firebox arrangement suitable 
for certain dry-backed Scotch-type 
boilers, and located in the backs of 
these boilers 


C. A front-end firebox arrange- 
ment often used to lengthen the flame 


and firebox 


D. A particular type of oilfired boil- 
er, especially suitable for big jobs 

Question 5—Use of electricity at 
the rate of one kilowatt per hour in 
an electric fueloil heater produces a 
heating effect equal to: 

A. 33,475 Btu per hour 

B. 33,000ft.-lb, per hour 

C. 220 volts and 50 amperes 

D. A 14 sq. ft. steam radiator 

Question 6—The main reason for 
using an anti-siphon valve relates to: 





A. Air-binding a suction-line pump 
because of suction-line air leaks 


B. Avoiding excessive back pressure 
in a return line 


C. Avoiding interference between 
two suction lines and two pumps, all 
operating simultaneously on one oil 
tank 

D. Eliminating danger of flooding 
with oil a boiler room lower than an 
oil tank, when an oil line breaks in 
the boiler room 
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Question 7—A job using No. 6 fuel- 
oil operates nicely with oil at this tem- 
perature coming to the suction-line 
pump from the outside, buried oil stor- 
age tank: 

A. Between 90° F. and 120° F. 

B. Between 200° F. and 250° F. 

C. Between 350° F. and 450° F. 

D. Same temperature at which fuel- 
oil is delivered, which is about 60° F. 
to 70° F. 





No, we don't toss in an extra boiler with every 12 you buy! 
But in every boiler fabricated at the Crotty plant there is an 
extra that goes into the finished product... 
causes heating men—those who sell, install or service boilers— 


to specify CROTTY C S M Steel Heating Boilers! 


Question 8—Pump-equipped hori- 
zontal rotary cup burners firing 300 
hp boilers use especially viscous No. 6 
oil and operate efficiently with fueloil 
flowing to their atomizing cups at this 
temperature: 


A. About 80° F. 

B. About 100° F, 

C. About 145° F. to 180° F. 

D. Above 280° F.; the hotter, the 
better for highly efficient operation 


Question 9—Those who recommend 
the use of electronic safety controls for 
big automatic horizontal rotary cup 


BOILER MAKER'S DOZEN! 


an extra that 



















There is a reason for their preference—in fact there are at 
least 13 good reasons why Crotty has enjoyed the most rapid 
acceptance in this particular field of all leading boiler manu- 
facturers in the past decade. The CROTTY C S M STEEL 
HEATING BOILER from 1,000 to 30,000 sq. ft. of steam radia- 
tion is the MODERN BOILER specifically designed and manu- 
factured for use with the MODERN FUEL—oil. 

Your modern automatic oil-fired equipment can pay REAL 
DIVIDENDS when put to work in a modern CROTTY C S M 
BOILER. 

It will pay you to investigate the CROTTY C SM Boiler... 
another great product built by the Company that designed, 
engineered and fabricates the famous patented Water Wall 
Extension Furnace and Boiler Amplifier! 

Write for your free copy of "A Cost Saving Method for Boiler 
Replacement" and spec sheet today. Send your request to 


our Engineering Dept. or call Flushing 


8-1414. 


Dealer inquiries invited 





CROTTY 
MANUFACTURING CORP. 


133-15 THIRTY-FIFTH AVENUE, FLUSHING, NEW YORK 





oilburners have these advantages main- 
ly in mind: 

A. Easy start-ups after burners are 
idle long enough for oil lines to chill 

B. Electronic monitoring of gas 
pilots of gas-electric ignition systems, 
and almost instant shutdowns follow- 
ing flame failure 

C. More rapid response to decreas- 
ing stack temperatures than non-elec- 
tronic controls can provide (applies, 
of course, to stack-mounted electronic 
safety devices) 

D. Use of electronic safety controls 
provides more positive operation of a 
big burner’s ignition system—makes a 
single-ignition system work as de- 


If you studied the examina- 
tions that appeared earlier in 
FUELOIL & O1t HEAT, you should 
do better at this examination than 
you would do otherwise. Studying 
this examination will lead to ‘your 
getting higher marks when you 
take future examinations. 
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pendably as a double-ignition system 
not helped by electronic controls 

Question 10—On a basis of 70° F. 
and sea-level atmospheric pressure, this 
amount of air is needed to burn 100 
gallons of heavy fueloil: 

A. About 150,000 to 200,000 cu. 
ft. 

B. About 50,000 to 75,000 cu. ft. 

C. About 10,000 to 15,000 cu. ft. 

D. About 1,500 to 2,000 cu. ft. 

Question 11—You are planning the 
size of the secondary air ports of the 
firebox for a horizontal rotary cup 
burner. The 75 hp boiler heats a 40- 
family apartment house, is connected 
to a chimney 60 ft. high. How much 
secondary-air area will you provide for 
each gph you will fire? 

A. About one-half square inch 

B. One to two square inches 

C. Four to six square inches 

D. 80 to 100 square inches 

Question 12—Using 8,000 tons of 
coal a year for heating, the chief engi 
neer of this factory asks you how 
many gallons he will use for heating 
per week in January, if he switches to 
fueloil. Which of these amounts will 
you give as your answer? 
A. 2,000 to 3,000 gallons 
B. 7,500 to 10,000 gallons 
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... + Oilburner Examination 


Warning: Consider carefully 
‘very possible answer listed for 
the question, before you make up 
your mind. Granted, the word- 
ing may be tricky. Some of these 
questions are worded as laymen 
unfamiliar with oilburners would 
word them, That’s to make the 
examination more difficult. 


C. 20,000 to 30,000 gallons 

D. 50,000 to 60,000 gallons 

Question 13—TIncrease in load is 
causing you to install a 90 hp high- 
pressure boiler in a factory to replace 
a 25 hp boiler. You find that installing 
a draft inducer at the new boiler per- 
mits you to use the old 50 ft. stack, 
sized for the 25 hp boiler. Which of 
these pressure conditions might you 
find in the 40 ft. run of smokepipe 
from the draft inducer to the old stack? 
(Burner and inducer running!) 

A. Maximum negative draft up to 
.25” or even up to .35” 

B. Negative draft of .05” to .10” 

C. Plus pressure, perhaps .10” to 
30” water 

D. Plus pressure of two to five lbs. 

Question 14—In planning a job 
having an auxiliary pump to draw No. 
6 fueloil from an outside tank below 
the boiler room, which of these pres- 
sure or vacuum conditions will you 
aim to have in the strainer at the input 
side of the auxiliary pump? 

A. Same pressure as at output side 
of the auxiliary pump 

B. Vacuum of 5” to up to 15” 

C. Vacuum of 27” up to 30” 

D. Maximum pressure of 10” 

Question 15—A local factory own- 
er phones you saying he is installing 
burners that need No. 6 oil heated to 
230°F., and wants to know which fuel- 


True, some of these questions 
are not ordinarily asked of com- 
mercial-industrial oilburner serv- 
icemen, But the owner or chief 
engineer of a factory could ask 
them. Such unusual questions ap- 
pear here to make the examination 
difficult. This exam is intended to 
be tough! In the April, 1952 issue 
of FuELomw & Om HEAT was an 
easier exam on domestic oilheat- 
ing. In the December, 1952 issue 
was an easier exam on big instal- 
lations. Sorry, no copies of these 


exams are now available. 





Paul C. Reilly, Architect 


Sears & Kopf, Consult, Engrs. 





Frank A. McBride Co., Heating Contractors 


Rewark’s Cathedral of the Sacred *eart 


One of the World's Great Cathedrals 
is equipped with 


WING DRAFT INDUCERS 


Now moving to completion after 
fifty years of building, this magnif- 
icent edifice combines the architectural 
splendor of the past with today’s util- 
itarian advancements. An example is 
the up-to-the-minute equipment that 
comfortably heats the spacious interior. 


Handling a total load of 70,000 sq. 
ft. EDR are three H. B. Smith gas 
fired boilers. Even though a chimney 
was provided, consulting engineers 
decided that proper draft and removal 
of waste gases required a WING 
Draft Inducer for each boiler. Baro- 
metric dampers with relief gates were 
mounted integrally on each Draft 
Inducer. 










Factories at Linden, N. J. and Montreal, Canada 


The positive, dependable draft, in 
just the right volume, created by 
WING Draft Inducers assures efh- 
cient combustion at all times despite 
weather conditions, and -without the 
need for tall stacks. Write for a copy 
of Bulletin I-52. 





L.J. Wing MQ&.Co. 


66 Vreeland Mills Road 
Linden, New Jersey 
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SINCE 1926—in the application, design and 
manufacture of pumps—separators—hydraulic 
accessories. 


PUMPS and 
SEPARATORS 


for industrial 

oil burner service 
. 4 
| direct 


burner 
t 


SRSA 


_ service 
8 
i 


| Class 60 PUMPS 


. service © Of the internal gear type, 
the "60" is machined to 
close tolerances—for max- 
on imum vacuum character- 
istics with heavy and cold 
oil. The outstanding de- 


_ booster 


pump sign advantage is the ball 
be bearing, V-belt reduc- 
i tion drive—connected to 
type pump by means of loose 
i coupling, which  elimi- 
burners nates side deflection from 


pump shaft. Suction and 


§ 


| discharge sizes from !/." 
i to 2". Capacities, 75 to 
J 2100 GPH; pressures to 
s . 100 psi. 
oe Write for Bulletin A-1193 


SEPARATORS 


Adequate strainers for 
both suction and dis- 
charge service are essen- 
tial on every heavy oil in- 
stallation. Available with 
Underwriters Labels from 
VY," to 4"; larger sizes up 
to 6". 

Advantages of our design 
are: ease of cleaning; in- 
terchangeability of sepa- 
rator baskets — from 
coarse straining to fine 
pressure filtration; elimination of 
| replacement filter costs— 
cleaning of removable 
separator baskets restores 

. Original efficiency. 
Ask for Bulletin A-1430 


Lee 
Ine 

295 Williams Ave. 
Hackensack, N. J. 
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oil preheating equipment to buy for 
his 600 gph oil flow rate, You would 
tell him the usual equipment used for 
such preheating is: 

A. A small oilheating boiler fired by 
light fueloil and hooked to an oil 
heater of the indirect type 

B. An oil heating set-up using steam 
provided by high-pressure boilers 

C. Under-the-waterline oil heaters 
connected to high-pressure boilers 

D. Steam-type or under-the-water- 
line oil heaters hooked to low-pressure 
steam boiler plus high-capacity electric 
oil heaters as boosters 

Question 16—To find out if the 
quality of combustion on a rotary-cup 
job is improved by raising the tem- 
perature of the No, 6 oil fed to the 
cups from 150°F. to 175°F., use these 
instruments: 

A. Observe the oil temperature ther- 
mometers and oil pressure gages in the 
boiler room, for they tell the whole 
story 

B. Use a COz analyzer together with 
a smoke checking instrument 

C. An over-fire draft gage together 
with a last-pass draft gage ; 

D. A stack thermometer together 


| with a suction-line vacuum gage 


Question 17-— What’s the proper 
gph firing rate for a 600 hp high-pres- 
sure boiler carrying a 900 hp load? 

A. Fire about 300 gph 

B. Fire about 30 gph 

C. Fire about 600 gph 

D. Fire about 95 gph 

Question 18—The need to clean 
the flues of this hrt boiler too often 
(once a week), together with exces- 
sive chimney smoke and oversize oil 
bills, can be caused by: 

A. Insufficient pressure from the 
pump of a rotary cup burner, which 
causes poor atomization 

B! Oversizg oil lines cause excessive 
oil to fiw. to, burner’s cup line 

C. Heavy oil used on job is heated 
excessively by 5°F. or 10°F. 

D. Firebox poor design and deterio- 
ration cause low flame temperatures 

Question 19 — Cast-iron heating 


boiler carried its load easily when 
hand-fired by anthracite, but fired at 
12 gph by a gun burner fails to raise 
steam pressure and leaves many radia- 
tors stone cold. Burner installer says 
fire is big enough; burner is rated at 
10 gph, he points out. Your combus- 
tion tests show #3 smoke on Shell- 
Bacharach scale, 13% CO5s, 410°F. 
stack temperature reading, draft minus 
.07” overfire and draft minus .09” at 
boiler’s smoke outlet. You say the 
trouble is: 

A. Boiler is undersize for load 

B. Firebox needs improvement or 
replacement to improve low efficiency 
at which the oil is being burned 

C. Even if air damper of burner is 
wide open, try a 15 gph or 18 gph noz- 
zle 

D. Burner is too small for boiler 


ore ee eee eee eee eee eee eee eee ee sing 


Point 2 of the instructions for 
taking this examination is highly 
important. Here it is again: You 
may not find an answer that is 

100% correct to your way of 
thinking. In that case, mark as 
correct the listed possible answer 
that you find most nearly correct. 


oeoeeereerer eee eee eee eee eee eee eeeinge 


Question 20—No, 6 fueloil usually 
is used for largest industrial boilers 
because: 

A. The Btu’s obtained in buying it 
cost much less than the Btu’s obtained 
in buying light, househeating fueloils 

B. No. 6 fueloil contains much more 
heat per-gallon than No. 2 oil or kero- 
sene, for example. No, 6 fueloil con- 
tains about 70% more heat per gallon 
than these lighter oils 

C. No. 6 oil is suitable for indus 
trial-type oilburners built for power 
boilers and equipped with super-safe 
electronic controls, whereas fueloils 
that are lighter are unfit for these in 
dustrial-type oilburners 

D. No. 6 fueloil can be used in 
power plants at much higher efficien- 
cies than lighter fueloils can be used 

Question 21—A Btu or British ther- 
mal unit is a measure of heat and 
equals the amount of heat: 

A. Needed to raise the temperature 
of one gallon of oil by one degree F. 

B. Needed to raise the temperature 
of one pound of oil by one degree F. 

C. Needed to raise temperature 
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of one gallon of water by one degree F. 

1). Needed to raise the temperature 
of one pound of water by one degree F. 

Question 22—Pump pressure shown 
on the gage of this ultra-modern pump- 
equipped rotary-cup burner is very 
high, the owner complains, when he 
starts the automatic burner after a 
weekend shutdown. Often at such 
times the pressure gage shows 175 lbs. 
After the burner runs a few hours, 
the same gage shows only 35 to 45 
Ibs. pressure. Owner tells you to fix 
the burner so that its gage never will 
read above 50 lbs. Which of these 
things would you tell him? 

You find that the answers listed 

as correct are incorrect? Write 

]. W. Schulz a short note. Make 

it good, it may be published. 

A. He’s right in drawing the exces- 
sive pressure to your attention, for the 
high pressure ultimately will break 
the pump; you'll get instructions from 
burner manufacturer on how to end 
the high-pump-pressure trouble 

B. Everything is all right, for many 
modern burners act this way using No. 
6 oil. When burning relatively cold oil 
on cold startups, their gages shown 
surprisingly high pressures—caused by 
high viscosity of the cold oil 

C. Seems like oil line trouble and 
failure of cold oil to flow properly; 
insuficient size return line often causes 
this trouble, for example 

D. He should take steps himself to 
avoid the excessive pump pressure on 
cold start-ups. He might, for example, 
start up the burner using lighter fuel- 
oil than No. 6 

Question 23 — Apartment house 
owner says each five-room apartment 
in this house has an ordinary size liv- 
ing room that barely takes a 9 x 12 
tug. Dining room is similarly small. 
Bedrooms are perhaps 10 ft. by 10 ft. 
Kitchens are tiny, House has 35 apart- 
ments, is located in Brooklyn, Which 
of these amounts of standing one-pipe 
steam radiation would you guess was 
insuch a 35-family house, if you were 
forced to guess? 

A. From 800 to 1,000 sq. ft. 

B. From 1,300 to 1,700 sq. ft. 

C. From 3,800 to 5,200 sq. ft. 

D. From 8,000 to 10,500 sq, ft. 
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ANOTHER GOOD REASON FOR SELLING 


PREFERRED 


_. Rotary 


WOIL BURNERS 







| \e SB” ame 1. DUAL PUMP RESERVOIR 
| + bag: ig) We 2. VoLuvatve FUEL REGULATION 


~ CS PRECISION AIR-OWL CONTROL» 


4. HIGH SPEED BELT DRIVE 


5. SURE FIRE IGNITION 
6. EXTRA LONG NOZZLE 


Means Perfect Combustion 
at All Firing Rates 


@ Preferred’s patented Throttle Control—long famous as an 
important reason for combustion at highest efficiency —com- 
bines the means for supplying precisely controlled primary air 
for atomizing residual fuel oils with the proportional straight 
line oil delivery of the Voluvalve. 

Thus, metered air and oil are accurately proportioned to pro- 
duce an efficient combustible mixture from high through the 
middle range to low operation. Both the scientifically designed 
air shutter-fan mechanism and the Voluvalve are exclusive in 
Preferred Burners. _ 

These and other built-in features (listed above) make Pre- 
ferred Horizontal Rotary Heavy Oil Burners truly the best of 
their class for automatic operation and efficient, uniform com- 
bustion over the entire range of burner control. 

To instal] Preferred Burners is to be certain of performance 
that leads to assured customer satisfaction and more business. 

Preferred Oil Burners are made in sizes from 12 to 175 G.P.H. 

and 45 to 525 B.H.P. They are also made as combination oil-gas 

Sou burners, with quick changeover from one fuel to. the other. 
\ 43) Write for the Bulletin 175G. 


Approved by Underwriters’ Laboratories, Inc. 
PREFERRED UTILITIES MFG. CORP. 


| 
me =61860 BROADWAY DEPT. OH-2 NEW YORK 23,N. Y. 
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Question 24-—Factory owner tells C. A boiler rated 60 to 70 hp is to run continuously providing steam 
you his maximum load takes 3,450 Ibs. D. A boiler rated 300 to 350 hp for an indirect water heater that meets 7 
of steam per hour, 212°F, steam basis. Question 25—The flow rate of the — the above requirements. The factory ( 
What size boiler will, fired to produce hot water for this process work never owner asks you how many gallons of 
150% rated output, carry this load? varies, and amounts to 600 gallons-per- oil will be used per hour by the boiler, Y 
A. A boiler rated three to five hp hour of water, 100°F. rise basis. You You answer: 
B. A boiler rated 10 to 12 hp are to install an oilfired boiler which A. Five; B. Ten; C. 25; D. 50 M, 
4 
& 
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Commercial-Industrial Committee of tric, Carl E. Swanson, Minneapolis- — Engineering Company. fuel 
OHI and guests at a January meeting Honeywell, D. A. Campbell, Eclipse Right table, near side, Tom Reed, ai 
in Chicago. Fuel & Engineering, Richard S. Bohn, Minneapolis-Honeywell, J. V. Resek, 
At the head table in far end of photo Preferred Utilities, and William C. Cleaver-Brooks, Gene Skerkoske, 
are, from the left, Frank A, Sinning, Walter, Westinghouse. Eclipse Fuel & Engr., James H. Lahey A 
Allied Oil, Russ Westover, Jr., Ray Left table, right side, starting with and P. G. Crewe, Webster Electric. fron 
Oil Burner, and chairman, D. H. Bot- man nearest camera J]. W. Cowan, Ace Right table, far side, H. E. Groble, 000 
trill, of OHI and committee secretary. Engineering, Bert Dunphy, FueLoil SS. T. Johnson Co., H. Dale Cook, hes 
At the left table, left side, the near- & Om Heat, Harry Holquist, “Fuel Perfex, H. Christiansen and Larry b 
est man is W. H. Bohn, Preferred Oil News,” R. C. Wright and S. H. — Sibley, Combustion Control, C, T. ly by 
Utilities, C. T. Harnett, Jefferson Elec- Beach, Iron Fireman, R. Lisson, Davis Burg, Iron Fireman. 
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SAFETY SWITCH | Meet every code me 
THAT SHUTS OFF FUEL & | oa 
IF BLOWER FAILS Pp - 
Protection R E F E A R E D A. 
for Apri 
Oil Burners INDUSTRIAL -. 
* 
aa (in t 
Industrial | AN Tl SYPHON recto 
Ovens | : 
mak 
VALVES al 
: o Power | 5 The : 
CC SCG as Burners factu. 
of thi 
WHAT IT DOES | Non-Adjustable 4 
‘ ; | : may 
The Dewey Safety Air-flow Switch protects against 
opening of fuel valve until fan is up to speed. Angle Type A COMPLETE LINE indusi 
aig co gate pe ranger before fuel valve opens. TYPE A—1%" to 3”. Maxi- com p. 
oses fuel valve if fan slows up or stops. Flashes ; PH. | 
danger signal if fan or fuel stops. Safeguards against Heavy Bronze ee — Th 
0 ed from gas fuel failure when used in connection k TYPE B—34”" and 1”. Maxi- Long 
with ‘safety shut-off valve. ; Constr uction mum capacity to 100 G.P.H., Comb 
Thousands sold. Factory Mutual and Underwriters for #1 to #5 oil 
Laboratories Approved. Standard equipment on m | cae.e cont re : lever 
leading products. Write for prices and literature. : mum capacity to 30 G.P.H. of F neer ( 
DEWEY GAS FURNACE Co. mrsy Approved by Underwriters : 1 and #3 oil. PENNY. 
100 E. Baltimore Detroit 2, Mich. CIRC ULAR| Laboratories, Inc. Ine,, ] 
a Phia 3 
Co, 4 
SAFETY AIRFLOW SWITCH #f PREFERRED UTILITIES MFG. CORP. fice 
1860 BROADWAY Dept. OH-1 NEW YORK 23, N. ¥ Ave 
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Readers’ Problems 


Q. Poor firing of 14,000 Btu coal 
in small institution has been studied 
carefully and judged to produce 50% 
boiler overall efficiency. If #2 or #4 
fueloil is used at conservatively esti- 
mated efficiency of 70%, with benefit 
of fully automatic heat control saving 
fuel, how many gallons of oil equal 
one ton of coal? 

T.O.C., Meadville, Pa. 

A. Upping the overall efficiency 
from 50% to 70% and figuring 140,- 
000 Btu per gallon of oil, 143 gallons 
of oil will do the work done previous- 
ly by one ton of coal. 


Q. I was interested in the illustra- 
tion on the cover of the December is- 
sue of FuELom & Om Heat. Could 
you give me any details about indus- 
trial types of burners? 

M. V.C., Droitwich, England 

A. We hope you have on hand your 
April, 1953 issue of FUELom & OI 
Heat, for if so on p. 26D you will find 
(in the Buyer’s Guide & Industry Di- 
rectory) a list of 30 companies that 
make steam or air atomizing oilburners. 
The street addresses of all the manu- 
facturers listed in the directory section 
of this issue start on p. 39D. 

We judge from your letter that you 
may be interested particularly in the 
industrial oilburners made by these 
companies: 

The Anthony Co., 47-33 Fifth St., 
long Island City 1, N. Y.; W.N. Best 
Combustion Equip. Co., Inc., 411-15 
Eleventh St., Carlstadt, N. J.; Engi- 
neer Co., 75 West St., New York 6, 
N. Y.; National Airoil Burner Co., 
Inc., 1284 E, Sedgley Ave., Philadel- 
phia 34, Pa.; North American Mfg. 
Co, 4455 E. 7lst St., Cleveland 5, 
Ohio; Peabody Eng. Corp., 580 Fifth 
Ave, New York 36, N. Y.: Simplex 











performance 
for the user 











fe ~COCéprofit 
fm, for the 
: dealer 


- il 


f 


= 4) . ; 

- 3 li 
i ] 

3 2 = = ” 






* 
Te 





7 UPERIOR 


ROTARY BURNERS 


Customer satisfaction is one of the best 
sales builders a dealer can have; and 
Superior Rotary Burners build customer 


satisfaction. 
@ Time-tested horizontal-rotary 
design. 
e V-Belt Drive for the high cup 
speed essential to efficient 
atomization. 


Designed to provide the most complete 
combustion burning the heavier, higher-heat- 
content grades of oil, Superior Rotary 
Burners combine the time-tested features of 
horizontal rotary atomization with depend- 
able, automatic firing, precise control of 
firing rates, more accurate control of flame 
contour, and minimum upkeep. 


Four-Hole Hinge circulates oil 
through oil heater so that hot 
oil is on the pressure side of 
the pump, allowing you to burn 
oil at higher temperatures. 

e@ Adjustable Air Nozzle pro- 
vides accurate control of flame 
contour. 


e@ Dual Pumps and Reservoir 
combined with Constant Oil 
Rate Control provide con- 
trolled firing regardless of 
viscosity variation. 

Burn any grade of oil. Also 
available with combined gas 
burner for any type of gas. 
Fully automatic in sizes to 
500 bhp with dual ignition, 
and hi-low or fully modulat- 
ing control. 


A few valuable unassigned territories are 
still available for the sale of these burners. 
If you are interested in bringing outstanding 
burner performance to your customers, and 
profit to yourself... and if you have the 
facilities and background necessary to both 
sell and install these burners, write today 
for complete details. 


e 











for performance you can BANK on Bb ; 
WS EL it /icl 

LSU! f 
SUPERIOR COMBUSTION INDUSTRIES INC. ROTARY BURNERS 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 
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CHROMALOX 
Electric HEAT 
EXCHANGERS 


With Chromalox Electric Heaters it’s an easy 
matter to preheat inexpensive grades of fuel 
oil for easier pumping and better atomiza- 
tion. These packaged units—with built-in 
heating elements, and thermostat, heating 
chamber and insulation—are easy to install 
and simple to operate ... and save many 
times their cost. Chromalox has a model for 
any need, and provides engineering service 
to help you put heat to work. 
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Write for Bulletin 701 which 


ives 
details on preheating fuel oil 
with Chromalox Circulation Heaters. 





EDWIN L. WIEGAND CO., Industrial Division 
7510 THOMAS BLVD., PITTSBURGH 8, PA, 


Please send me free copy of BULLETIN 701 


Name 
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ELECTRIC HEAT 
FOR MODERN INDUSTRY 
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Oil Htg. Corp., 7901 Oxford Ave., 
Philadelphia 11, Pa.; Combustion 
Equip. Div. of Todd Shipyards Corp., 
81-16 45th Ave., Elmhurst, N. Y. 
We gather you know about horizon- 
tal rotary burners of the commercial- 


} 
} 


| 
| 


industrial type, but have other types of | 


industrial burners in mind for the par- 


ticular industrial boilers. Your writing | 


to the manufacturers listed above 
should obtain for you the information 


you desire. 


Q. Laying up his hot water heat- 
ing boiler for a few months in sum- 
mer this factory owner drained it, 


removed handhole covers, heated it 
gently and dried it thoroughly with | 


a small wood fire burning for hours 
in the oilburner firebox, put 50 Ibs. 
of unslaked lime on wood trays in fire- 
box to absorb moisture, and _ finally 
closed off boiler by turning supply and 
return valves and replacing handhole 
covers. 

The boiler given all that thorough 
care was ruined last fall, Somebody 
turned on the oilburner and let it run 
with no water in the boiler. 

Owner now is considering wet stor- 


| age of boiler in summer as less hazard- 


ous. He would lower level of water in 
boiler to level in a steam boiler, boil 
water well to rid it of dissolved, en- 
trapped gases and make it flat, and 
put caustic soda into boiler for posi- 
tive alkalinity. 

Safety is the big point, for owner’s 
main point is to avoid ruining another 
boiler firing it dry. Please therefore 
comment on which layup method 
guards most against damage. He pre- 
fers dry storage along lines I first de- 
scribed. Is wet or dry storage better 
for this hot water boiler? 

J. A.S., Terre Haute, Ind. 

A. The care the owner gave the 
boiler, when he laid it up dry, cer- 
tainly was thorough—as you say—but 
certainly was not modern. His ideas 
for wet storage of the boiler in sum- 


| mer similarly are not modern. 


To inject some modern ideas into 
this picture, first don’t fail to install 
a low-water control over the boiler. 
Wire it to keep the oilburner idle 
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ARTCRAFT 


Direct Fired 


SPACE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 


SERIES "A" Fo, 


© INDUSTRIAL 
BUILDINGS 


© BARRACKS 
Z © REPAIR SHOP; 
© HANGARS 
© WAREHOUSES 
© SCHOOLS 


e2 ° RECREATION 
HALLS, 
CHURCHES, 
ETc. 


FIRED WITH GAS 
OR OlL 
Capacities: 200,000-2,000,000 B.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 

















TAKE THE GUESSWORK 
OUT OF DRAFT! 


GIVE YOUR OIL BURNER INSTALLATION 
A BREAK, with UNIFORM draft under 
all conditions 
THe WHITTY ID Series of Induced 

Draft Fans have been scientifically | 
yet simply designed to suit any steel or | 
cast-iron boiler application. ! 
No guess work—no complicated engt 
neering. Just select the fan correspone 
ing to the boiler being fired. Fao} 
performance and design have been inte 
grated in advance with the charactef 
istics of the boiler, oil-burner, and loa 
Ordering a WHITTY INDUCED 
DRAFT FAN is easy. For open tettr 
tories, prices, phone or write [of 
Bulletin 8406. 


The WHITTY CO., Inc. 


86 Western Ave. Boston, Mass. 
St 2-4711 
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when there’s no water a foot or so 
above the boiler, in its supply main. 
Make certain that on the boiler itself 
is 2 hot water high-limit control. Set 
this no higher than 200° F, An immer- 
sion type control is best; some experts 
install two controls (one may be wired 
low-voltage and may be used usually, 
the other must be line-voltage) to play 
safe. Check all controls at intervals 
sufficiently short to insure dependable 
operation. 

Keep the system and boiler full of 
water in summer, for with the water 
given proper chemical treatment 
there’s no sense in bothering to drain 
the system and boiler every summer. 
And proper chemical treatment is nec- 
essary to gain modern protection. 
Have local boiler water treatment 
specialists analyze the boiler water and 
prescribe proper chemical treatment 
for it. There’s no substitute for this. 

Have the burner turned on for 
about 15 minutes every two weeks 
during the boiler’s summer period. 
That’s to keep dry the burner motor, 
controls, firebox, etc., as well as to 
drive dampness from the boiler. 


Q. Can you supply us with names 
of manufacturers of gun-type burners 
UL approved for use of No. 5 fueloil? 
We know two makes viz. Cleaver- 
Brooks Hev-E-Oil, and Rayfield. 

This type burner seems to be gain- 
ing in popularity and we would be in- 
terested in approaching manufacturers 
other than the above with a view to 
handling in our area. 

B. W. W., Outremont, 
Montreal, P. Q. 


A. As you know and as other read- 
ers of this department may want to 
know, gun-type burners for No. 5 
fueloil are made by Cleaver-Brooks 
Company, 326 E. Keefe Ave., Mil- 
waukee 12, Wis.—and by C, L. Ray- 
field Co., 2010-18 S. Halstead St., 
Chicago 8, Ill. 

We regret that we must inform you 
that we know of no other makes of 
gun-type burners which use No. 5 
fueloil. If we receive the names and 
addresses of additional manufacturers 
of such burners, we will publish them 
in this department. 

Horizontal rotary cup burners are 
used widely, of course, for No, 5 fuel- 








oil as well as for No. 6 fueloil, and 
are made by a considerable number of 
important manufacturers. 


Q. Recently I was called in to serv- 
ice a Scotch marine boiler in a laundry, 
fired by a pressure burner at 10 gph. 
Dual nozzles, 45°. I plugged excess air 
openings in front wall and installed a 
peephole to observe the flame, Under 
blast tube was an air intake of about 
45 sq. in. Inside for a combustion 
chamber was a lining plastered in all 
over the lower half of chamber and 













extending back with no back wall to 
turn the gases upward. The tubes of 
the boiler were heavily sooted, which 
the owner complained was a regular 
occurrence after a few days operation. 
The steam boiler is rated at about 25 
to 30 hp and operates at 90 lbs. pres- 
sure. 

Having cleaned the tubes and sealed 
superfluous air openings, I started 
burner with boiler cold. In 15 min- 
utes the gage showed 20 lbs. pressure 
and climbed steadily. I closed the 
auxiliary air damper completely, no 





Here’s how to make 
3 to 4° times as much profit 





...and at the same time 
help big fuel users 
cut heating costs as much 
as 20% to 30% with 
Cleaver-Brooks 


HEV-E-O1L BURNERS” 


HEV-E-OIL Burners using modern heavy oils (No. 4 or 
No. 5), give you up to four times as much profit as you 
now make on light oil burner installations. And that’s not 
all, the HEV-E-OIL Burner cuts your customer’s fuel bills 
up to 30% in two thrifty ways: (1) No. 5 commercial oil 
usually costs 20% to 30% less than standard light oils, and 
(2) No. 5 oil contains 8% more heat per gallon. 


Many big fuel users pay for their HEV-E-OIL Burners 


with one year’s fuel savings. 


BIG PROFIT WITHOUT ADDED OVERHEAD 
Why limit your selling effort to the crowded, highly competitive light 


oil burner markets. Get “king-sized” profits... 


more volume... 


new customers ... by selling HEV-E-OIL Burners. Available in oil, 
gas, or combination gas/oil units. Write today for all the facts. 


% Conservative . . 


. in a typical locality, actual figures indicate that for 


every $100 profit you make on a light oil installation, you can make 
from $400 to $500 on a HEV-E-O/L Burner installation. 





See The New 
No. 4— 
National 
Oil Heat 
Exposition 
Booth 851 





Planned Promotional Material 
for you — includes displays, de- 
newspaper advertisements, 
folders, mailing pieces and sell- 
ing manual. Send for your copy. 


cals, 


BURNER DIVISION 


CLEAVER-BROOKS COMPANY 


Dept. C-378 E. Keefe Ave., Milwaukee 12, Wisconsin 
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ALL Yuel Oils Burm Clean and Complete 


When You USE 


Service Headaches Are Lessened—Good-Will Increased THe Homocenizine Fuet Ou Treatment. 


SABANOL is safe for stores and storage with a high Flash Point. Its homogenizing action assures maximum burn- 
ability. Contains an exclusive soot retardant and rust inhibitor—a clean system from tank to burner to stack. Its 
water pick-up facility retards corrosion. SABANOL is non-toxic and harmless to personnel and equipment. 


American Sano-Banum Co: 


Why don't you write us today for full details 
on an exclusive Sabanol Franchise? 


> SABANOL 


Dpstant Ading 








COMMERCIAL & . 


INDUSTRIAL 
oilburning 





trace of smoke came from the stack, 
and I believed my mission accom- 
plished. 

On calling back today, however, the 
burner needed auxiliary air, definitely 
was producing smoke, First adjust- 
ments had been made on a clear day. 
Today the atmosphere was rainy and 
heavy. 

It is my contention that a better fire- 
box would help conditions, as I believe 
the combustion is incomplete and the 
gases are being chilled too rapidly. 
The burner’s electronic eye gives 
trouble with sooting. 

I completed an oilburner servicing 
course at the N. Y. Tech. school in 
May, 1952 and have been dealing suc- 
cessfully with domestic burners in my 
town. However this job obviously 
needs a somewhat different approach. 








Any information or help with this 
problem will be very gratefully re- 
ceived, 

O. B. L. G., Corinth, N. Y. 

A, If the plastered refractory ma- 
terial does not become red-hot when 
the burner has been running ten min- 
utes following a normal start-up with 
the boiler hot, a new or improved 
combustion chamber certainly is 
needed. However, if the now-used re- 
fractory material is fairly effective, the 
back wall you mention will help some- 
what—reducing the loss of radiant 
heat from the flame, it will make the 
flame hotter and cleaner. 

You haven’t given us much to work 
on with respect to combustion and efh- 
ciencies, for you did not give us COn, 
draft, smoke, and stack temperature 
data obtained from instruments. If any 
job ever needed the help of instru- 
ments, this job does! We wonder, for 
instance, if the COs. was 5% or 12% 
when you arrived at the clean-burn- 
ing flame. 

Poor draft at times of unfavorable 
atmospheric conditions may be re- 


sponsible for the smoking and sooting 
trouble, as you indicate. You need 
draft gage readings to find out about 
that. They would tell you if the over- 
fire draft is excellent at times and un- 
satisfactorily low at other times. 

Using secondary air that’s entirely 
dependent on proper, controlled 
smokepipe draft, a job of this type 
needs an excellent, full-size smokepipe 
draft regulator. Without proper regu- 
lation of draft, you must expect smoke 
on cold starts after you tune up prop- 
erly with the stack hot. In addition 
to the draft regulator, the job needs 
sufficient draft from an adequate 
chimney, or else needs help from a 
draft inducer. Proper use of a draft 
gage will give you information on 
these important points. 

Make sketches of the firebox and 
send them to the manufacturer of the 
burner and the manufacturer of the 
boiler used on this job. Ask each manu- 
facturer for comments and _ instruc- 
tions, and also ask for data about chim- 
ney dimensions and draft gage read- 
ings. 
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No. 5 OIL BURNERS — 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self- 
contained, all electric. Self-lu- 
bricating. Many new exclusive 
Write for full details. 


GOOD TERRITORIES OPEN | 


C. L. RAYFIELD CO. 


Chicago 8, Ill. 


43-22 Tenth St. 





PETROMETER 


Remote Reading 
LIQUID DEPTH GAUGES 


e Accurate, dependable readings — operates on 
principle of hydrostatic pressure. 


e Easy to install—on tanks above or below the 
ground and up to 14 of a mile away. 
e For tanks 20” to 50 ft. deep. 
SEND TODAY FOR BULLETIN PF. 
LIQUIDEPTH INDICATORS, INC. 





Long Island City 1, N. Y. 
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9. A fueloil customer who bought a 
package boiler-burner unit for No. 6 
fueloil asked me this. Are suction line 
leaks inside the boiler room sealed per- 
manently by enameling them? At first 
the suction line had bad air leaks. 
Vacuum in it is always high. Tank is 
‘way below boiler. Installer made line 
100% tight by enameling it heavily 
with high vacuum on it, and now 
owner worries about this being a per- 
manent cure for leaks. 
S.I. U., Hartford, Conn. 
A. According to the commercial- 
industrial burner specialists we dis- 
cussed this with, the owner has nothing 
to worry about. Lines made tight in 
this way have stayed tight for years. 


Q. Tama subscriber to FUELOIL & 
Om Heat, like the publication, and 
am interested in all heating and service 
problems. Right now I have one and 
hope you can help me. 

The trouble we have run into is 
burning electrode wires in the blast 


.... Readers’ Problems 


tube, This started 





ney without lining. 





last October and 
since then four or 


I 


NO LINING 
10R 2‘ 





five sets of wires 
have burned, in sev- 










We covered the 
chimney top and 
lit a few papers in- 
side the chimney 


eral instances blow- FORMERLY CRACKED ney and_ smoke 
ing down the 4 CEMENT MAY WAVE came out of the 
smokepipe. The SEALED IT wall. 

smokepipe was This is an 80 lb. 








SWANN HOH 


blown down about 
a year ago — that 
was when I ac- 


IO" FLUE 


high-pressure steam 
boiler burning 4.0 














quired this account. 
I attribute the 
burning of the 


STREET LEVELY, 


wires and blowing 
down of the smoke- 
pipes to backdraft 
blowing the flame 
out of the combus- 
tion chamber into the blast tube. 

Chimney is about 35 ft. high, a little 
higher than the average two-family 
house. Flue is 10” x 10”. Manufac- 
turers call for a 12” x 20” flue. Smoke- 
pipe connecting boiler to chimney is 
10”; within 10 ft. has three elbows. 
The two top flue liners are held up 
by spikes, and there is a foot of chim- 


BASEMENT FLOOR 







or 4.5 gph. 
I measured the 
draft with the 


chimney cold and 
got plus .02” draft. 
With chimney hot, 
there’s minus .02” 
over fire and minus 
04” at breeching 
with draft regulator tight closed. 

I hope you can give me some con- 
structive advice with this problem. 
Also are there any draft recorders on 
the market that give permanent rec- 
ords similar to those given by Bacha- 








BOILER 


rach recorders? 
A. H. I., Cliffside Park, N. J. 


A. Yes, you have been having 











degrees. 


control built into unit. 


*% Available 


header. 





Teg THERMALINK 


INU relileliion ai-\aiaie 


OIL PRE-HEATING 
UNITS 


* Integral adjustable thermostat elim- 
inates wiring problems. 
* Adjustable temperature dial marked in 


*® Available with both thermostat and motor 


%& No relays or auxiliary controls needed. 
with pipe-thread 


* Wattages from 1000 through 7500. 


* Conservative watt-densities prolong 
life, minimize carbonization. 


WRITE DEPT. FO FOR DATA SHEETS 
PRS-152 & FRS-152 


ELECTRO-THERM INC. « SILVER SPRING, MD. 


eloil 















































100% Staticaily Bal- 
anced. Readily and 
Easily Installed — 


1.0n top of breeching 
2.0n side of breeching 
3. Under breeching 

4. At base of chimney 


or flange 






1860 BROADWAY 





PREFERRED UTILITIES MFG. CORP. 


with a 


PREFERRED 
Barometric 


DRAFT-A-JUSTOR 


It pays for itself in a few months 
and gives years of clear profit 
thereafter. 

@ Saves 10-30% in Fuel 

e@ Insures Uniform Draft 

e Increases CO. Percentage 

@ Reduces Boiler Maintenance 
Ventilates Boiler Room 
Available in All Sizes. 


Approved by 
Underwriters’ Laboratories, Inc. 






Dept. OH-1 NEW YORK 23, N. Y 






















trouble, but through no fault of your 
own. Needed badly for this job is com- 
monsense talk to the owner along the 
following lines. Where boilers operate 
properly (not as this one does) proper 
draft is provided for them either by 
good chimneys or draft inducers, Own- 
ers who have put good money into 
good chimneys were not silly or stupid 
in doing this. If they had tried to use 
chimneys half the proper size, they 
would now be having the same trouble 
that your customer has, There is no 


substitute for proper draft on this 
trouble job. 

You know this boiler should have 
the 240 sq. in. area of a 12” x 20” 
chimney flue. Instead, it has the 100 
sq. in. area of a 10” x 10” flue. The 
9” x 19” smoke outlet of the boiler 
has an area of 171 sq. in., and the boil- 
er should have a smokepipe no smaller 
than 14” diameter, area 154 sq. in. 
But the boiler is using a 10” smoke- 
pipe having an area of 79 sq. in, 

You should be able to obtain a maxi- 








A GOOD TIP 





“24” & “48” Nozzle Boxes 


Don’t jumble your nozzles 
loosely in your tool box 
like ‘‘nuts and bolts’ if 
you expect them to be 
usable. Carry them se- 
curely in these sturdy, 
compact steel boxes. 


FLAME MIRRORS 


Until you can see the 
flame you can’t tell 
whether or not a 
burner is firing 
properly! With a 
Monarch Flame 
Mirror you can 
see to check that 
the flame is bal- 
anced, the elec- 
trodes  prop- 
erly located, 
and that 
there is no 

flame im- 
pingement 

on the 


4 q a or 
\ aircone. 
bi 1» ‘ge 















|. Every Tip individually tested for Spray Angle 
and Capacity—your guarantee of uniformity. 


2. Self-Centering internal assembly always pro- 
duces a balanced spray—No lopsided fires. 


3. Micro-Finish of Tip and Disc seats plus ex- 

tremely close manufacturing tolerances insure 

accurate capacity control. 

4. Will handle any domestic oils currently being 
supplied in the United States or Canada. 


5. Tip, Disc and Locknut are made of a High 
Chrome Stainless Steel for maximum heat and 
wear resistance. 


6. Five different series available for producing 
various spray characteristics — all developed 
through hundreds of fire tests in both Laboratory 
and Field work. 


WRITE FOR CATALOG ''O"' 


DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd., 
2679 Danforth Ave., Toronto 13, Canada 
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mum smokepipe draft (swinging disc 
draft regulator held shut, and burner 
running with chimney hot) of at least 
.15” on a job of this size, Efficient op- 
eration is the result of a chimney’s be- 
ing able to provide excessive draft, 
and of using a good draft regulator to 
control the smokepipe draft—which it 
can do only by reducing the draft. 

You already have diagnosed the 
trouble properly. Now inform the 
owner verbally and by letter that his 
violent trouble is the result of his 
failure to provide proper draft for the 
boiler. Tell him the trouble will con- 
tinue until he provides the boiler with 
the draft it needs. A good, gas-tight 
chimney having a 12” x 20” flue, and 
a 14” smokepipe will do the trick. 
Also needed is a 14” draft regulator. 

Check on the possibilities of ending 
the trouble by installing a draft in 
ducer, but don’t lose sight of the fact 
that the 10” x 10” flue is leaky—prod- 
ucts of combustion may leak out of it 
into the building if a draft inducer 
puts positive pressure on it. Check 
into this thoroughly with manufactur- 
ers of draft inducers. Thus a new 
chimney definitely will end the trouble, 
and a draft inducer might end it. 

Obtain information on draft in 
ducers from: Arvins-Viscolator Corp., 
123 DeKalb Ave., Brooklyn 17, N. Y.; 
Quickdraft Company, 809-C Tenth 
St., N.E., Canton 4, Ohio; L. J. Wing 
Mfg. Co., 66 Vreeland Mills Rd., Lin- 
den, N. J., and Whitty Co., Inc., 86 
Western Ave., Boston, Mass. 

We know of no portable, inexpen- 
sive draft recorder of the type you 
have in mind. Because you already 
have diagnosed properly the trouble 
on this job, there’s no sense in your 
going to the great expense of buying 
a power plant type draft recorder and 
arranging to use it on this job. 

Your experiences on this trouble 
job brings to mind Sparky’s favorite 
saying: “It’s the people in the houses 
that gives us 90% of our trouble— 
it’s not the oilburners.” 

In your case, the owner caused the 
trouble by his failure to provide prop- 
er draft for the boiler. 


Q. Using combustion instruments 
for years to check domestic burners of 
all types, recently I was asked by an 
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SUNDSTRAND’S Air-0O 





il Fuel Unit 


has built-in adjustability... 


& Now you can have Sundstrand’s revolutionary 
new Air-Oil Fuel Unit with adjustable oil metering .. . 
for the entire .4 to 1.5 gph firing range. Completely 
contained in the end cap, this new metering device 
permits simple adjustment while the unit is operating 
... the firing rate you need within one-tenth of a gal- 
lon. The exclusive calibrated cover plate takes the guess- 
work out of making adjustments, too. It’s divided 
into tenths, so there’s no mistake about the gallons 
delivered. The metering adjustment is simple in de- 
sign, consisting of a slotted shaft integral with the 
metering cam. Turning the shaft rotates the cam to 
shorten or lengthen the intake stroke of the metering 
pump pistons. An “O”’ ring is used for sealing the 
shaft against leakage. Because of its design simplicity, 
servicing is no problem. If the metering device be- 
comes inoperative, it can quickly be taken care of by 
replacing the end cap. For those who prefer a fixed 
metering arrangement, Sundstrand’s Air-Oil Unit can 
be furnished with stationary metering cams. With these, 
the volume of metered oil is changed by using cams 
of various sizes. For further information on Sund- 
strand’s Air-Oil Fuel Unit, write for Bulletin 1107-1. 


Note: Burners must be designed specifically to use 
this Air-Oil Fuel Unit. Except on manufacturer's rec- 
ommendations, the unit should not be installed in the 
feld for conversion of high-pressure to low-pressure 
ype systems. 


Sundstrand Machine Tool Company, Hydraulic Division, Rockford, Ill. 
High-pressure units made in Canada by John Inglis, 14 Strachan Avenue, Toronto 
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SUNDSTRAND 


remember in FUEL UNITS 
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....« Readers’ Problems 


oil company to check an hrt boiler. 
Neighbors say too much soot from 
chimney of this boiler falls on their 
property, and city officials are taking 
their complaints as justified. 
Combustion is fine as proved by 
12% COs, 505°F. stack temperature, 
and up to .18” overfire draft. Fueloil 
given the rotary cup burner is No. 6, 
well heated to 175°F. Tubes of boiler 
were dirty during testing, and are 
cleaned only every two weeks. Please 
give me ideas, as I never did commer- 
cial-industrial work before, Can need 


Inside 
and Out 
FULFLO 
Filters 
are Best 


Stock the brand that 
is proven by demand 





to clean boiler tubes of soot more fre- 
quently be causing excessive soot? 
M. W. E., Yonkers, N. Y. 
A. Your conclusion that the com- 
bustion was fine during your tests does 
not jibe with the fact that probably 
chimney smoke and soot were exces- 
sive. A smoke-checking instrument 
would help you. If little or no smoke 
came from the stack while you made 
your tests, then at other times the 
burner may be adjusted improperly 
for COs higher than 12%, If exces- 
sive smoke and soot came from the 







The FULFLO Filter is streamline 
designed and ruggedly constructed 


throughout for lifetime service. 


The Honeycomb Filter Element with 
its true depth filtration assures pos- 
itive protection of the Burner for 


the whole heating season. 


COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, MELROSE 76, MASSACHUSETTS 
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stack during your tests, perhaps cleaner 
combustion would result from adjust. 
ing for lower CO.—8% or 9% CO,. 
The excessive soot from the chimney 
is not caused by failure to clean the 
boiler tubes more frequently. Start out 
by (1) sending a sketch of the com. 
bustion chamber to the manufacturer 
of the burner and asking if improve. 
ments to the chamber will lead to 
cleaner combustion, and (2) doing 
everything possible to improve the 
atomization—a new atomizing cup 
may be needed because the one now 
used is not in excellent condition, and 
the primary air passages of the burner 
may need cleaning. 


Q. We understand the basis of the 
trouble on this job, for we've read in 
your magazine that firing 1.0 gph pro- 
vides only Btu's enough to heat water 
at the rate of 2.0 gallons-per-minute, 
100° F. rise basis. But this job has a 
tankless heater rated at 3.0 gpm, 100° 
F. rise, in a boiler we can’t fire harder 
than 1.0 gph. The complaint that 
should be ended is insufficient hot 
water, of course. 

Now the water is usually 58° F. to 
60° F. entering the house. We meas. 
ured it. Temperature over the boiler, 
in the small closed-in boiler room, runs 
above 90° F., always according to ther: 
mometer we put there. We plan to 
install a 68-gallon horizontal temper: 
ing tank above boiler. Incoming cold 
water will flow down standpipe in 
side tank, spread over tank bottom. 
From top of tank a line goes to input 
connection of tankless heater. Instead 
of getting cold water at 60° F., tank- 
less will get preheated water at a mini 
mum of 85° F. Is this a contraption 
of an idea, or is it worth a trial? 

A. This is a matter of opinion, 
but to us it definitely seems worth a 
try. There’s little else you can try 
easily to improve the hot water. You 
definitely will gain something using 
the 68-gallon preheat tank. If the gain 
is insufficient, you can easily remove 
the tank, Similar rigs have been i 
stalled and have helped, but we cant 
say to what degree. Of course, you 
can insure success by switching to the 
use of a tank-type indirect water heat 
er—perhaps a large one of the external 
type—for heating the 68-gallon tank. 
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the furnace 


The average person doesn’t buy a 
hating system often. So, when the 
ned does arise, he is naturally in- 
dined toward the product with a 
nme he knows—and knows he can 
trust. You will find that most people 
know the Chrysler Airtemp name, 
associate it with engineering leader- 
ship, have complete confidence in 
the quality of the products which 
ary it. As a Chrysler Airtemp 
Dealer, you don’t have to sell the 
tame as well as the furnace . . . the 
tame helps you sell the furnace! 
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HEATING e 


‘irtemp Division, Chrysler Corporation, Dayton 1, Ohio 





When you sell CHRYSLER AIRTEMP 
you’ve got something extra to sell with . 


New Lo-Boy Furnace— 
in gas and oil-fired models 


CHRYSLER 
AIRTEMP 


AIR CONDITIONING 


for homes, business, industry 


ae 























THE NAME helps you sell 


...when it’s 


CHRYSLER AIRTEMP! 


But name recognition and prestige 
make up only one of many impor- 
tant extras you have working for 
you when you sell Chrysler Airtemp 
Heating. The seven additional extras 
listed below will give you a more 
complete picture of the many sell- 
ing helps which Chrysler Airtemp 
provides. To receive all the facts 
and figures on the most profitable 
opportunity for dealers which the 
heating industry can offer you today, 
just fill out and mail the convenient 
coupon reproduced at lower right. 


New Hi-Boy Furnace— 
in gas and oil-fired models 


LOOK! 7 additional extras 


you sell with...as a 
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Chrysler Airtemp Dealer 


Double Profit Opportunity —Chrysier Airtemp Air 
Conditioners so easy to install with Chrysler Airtemp 
Furnaces, give you the chance to sell Year ‘Round 
Air Conditioning when you install the furnace or later 
—for a double profit. 


Product Leadership—All-new Chrysler Airtemp 
Furnaces give you exclusive features that you can 
demonstrate to your prospects in terms of more 
efficient, more economical automatic heating. 


Faster, Easier Installation—-Amazing compactness 
of design, complete factory assembly and front 
location of flue outlet combine to permit faster and 
easier installation. You save valuable man-hours. 


8-Year Warranty—on new, super-efficient, corru- 
gated-design heat exchanger gives your customers 


r----------------- 


Airtemp Division, Chrysler Corporation 


important additional confidence in their choice of 
Chrysler Airtemp Furnaces. 


Smarter Modern Styling ~~ All Chrysler Airtemp 
models feature new, smarter modern styling—with 
plenty of eye appeal for homeowners. 


More National Advertising—to consumers and 
builders in leading publications is steadily pre-selling 
prospects on Chrysler aiene Heating -and Air 
Conditioning, including many of the best prospects 
in your own trading area. 


More Local Selling Helps—Chrysler Airtemp gives 
you a broad choice of tested and proved selling helps 
designed to work for you in your own market over 
your own name. New 20-minute full-color movie 
makes a terrific impression on every viewer! 
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New York Comparison of Service Activities 





Some operating Data for 
New York Market Mid- 













































—wNew York—— Atlantic U. S. 
WHEN THE FIGURES are accumulated City Suburbs Average Average 
each year for the statistical presenta- Service Customers per Dealer 2161 1032 1335 1128 
tion in the January issue of FUELOIL & Gross Billing per Customer $ 24 $ 24 $19 $17 
Oi HEAT these, naturally, are through Percent of Customers 
. or ee. ; on Contracts with Parts 58% 30% 28% 13% 
cooperation of individual dealers in ssa: Panne ee ee > : 7 
many towns and cities about the coun- Total on Contracts 60 39 35 20 
my ny! Percent getting annual overhaul 

In summarizing the results for pub- but not on Contracts 13 28 21 26 

ication it hz > om re- 
lication it has been ee oo te Percent on Call Service Only 24 33 44 54 
port them by regions of the country, 

-h as New England. Mid-Atlantic Contract Price—With Parts $ 23 $ 26 $ 21 $ 23 
ee nist r dy id 4 Without Parts 17 19 19 18 
and similar large groupings of states. Annual Overhaul, Price 13 12 13 12 
The reason for this is obvious, for Minimum charge, call customers $ 4.27 $ 3.60 $ 3.64 $ 3.89 
while we do get several hundred very 
complete operating reports, this repre- New York Fueloil Operating Costs 
sents relatively few from individual ais 
states or cities. No. 2 Oil —— New York —— Atlantic U. S. 

Thus by dividing the whole nation Cents per Gallon City Suburbs Average Average 
into only six segments we have enough Bulkplant Costs : 34 25 27 

y 8 ine 6 Retail Delivery Costs 1.38 1.13 1.11 1.09 
reports in each group to be reasonably Selling Costs 34 ‘44 35 34 
representative. Overhead Costs HA .64 .68 74 
We are often asked for smaller Margin with Bulkplant as 3.53 3.20 3.24 
breakdowns, particularly into cities Costs with Bulkplant . 2.55 2.39 2.47 
: : Profit ee .98 81 Pe 
and counties, but we steer clear of 
these on the large annual analysis. Margin without Bulkplant 3.44 3.18 3.08 3.18 
; ; Costs without Bulkplant 2.33 y BT 2.14 2.20 
There is, however, one exception .. . Broke 1 


11 97 94 .98 





OUTSTAN you IN '54 


s MORE SALES FOR 


MEAN 





~ alee 5 EI site _ Expansion of plant facilities enables us to add a 
THOROUGHLY INCREASES PRIME STEEL JACKET LINER DESIGNED FOR limited number of jobbers and dealers to our lists. 
naar satu este Leconianas sent ete Wondaire, without a doubt, is the world’s finest hori- 
zontal-type oil or gas fired furnace. Sizes from the 
smallest to the largest are available including : 80,000; 
95,000; 115,000; 150,000; 225,000; 300,000 and 400,- 
000 BTU. Shipped completely assembled—all parts 
standard and nationally known. | 











9 itn Ages FAN SUPPORTED 
% s tow IN COLD AIR 
SPECIALLY STACK CHAMBER FOR 









“ 2800" ARGE HEAT DESIGNED TEMPERATURE TOP PERFORMANCE 
DESIGNED FOR —- REFRACTORY XCHANGER FOR RADIATOR 
Quit INSTALLED COMBUSTION 


OPERATION AT FACTORY EXPANSION 








EASY-TO-SELL TROUBLE-FREE, OIL FIRED HEAT MODEL R 


115,000 to 212,000 








MODEL H 


Cash in on the tremendous demand for horizontal-type furnaces 





7 : BTU 

—write for attractive dealer or jobber sales plans. Increased produc- 80,000 to 150,000 

tion brings better delivery—and you can meet or beat all competition BTU 

for practical, well-made, efficient furnaces. Domestic furnaces have MODEL CFO 


80,000 to 156,000 
BTU 


same outstanding features, high quality construction and efficient 
performance as the horizontal-type units. 


MAIL THIS COUPON NOW! 
SEND ME COMPLETE INFORMATION ON— 





‘ {] Horizontal C] Model R 
COX MANUFACTURING COMPANY | © Medel H [] Model CFO 
RIDGEVILLE, INDIANA aa 
EXCLUSIVE MANUFACTURERS OF WONDAIRE DESIGNED FURNACES Spey: Alea a ahh aaah i, 
' INE S55 a0 1505's ko iecece: ace ele & 9 8 Oa oie pe Mia bles. 6 0o eeueee 
WORLD'S FINEST OIL OR GAS FURNACES ee rene er en rt 
92 March 
1954 
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00.01 0's: SQUA 


RE FEET... 


DEVOTED TO THE PRODUCTION OF PREFABRICATED 
FURNACE FITTINGS, GRILLES, HUMIDIFIERS, RAIN GOODS 


YOUR ASSURANCE OF QUALITY AND SERVICE 


We're proud that under one roof, we can devote 300,000 square feet 
of floor area to providing better service for our customers. To you it can 
mean truckload discounts without large inventories, savings in time and 
money when figuring costs, savings in space, and, above all, a complete 
line of well-engineered registers, fittings, humidifiers and rain goods. 


YOUR CHOICE OF GALVANIZED OR ALUMINUM 


Char-Gale fittings are currently being produced in both galvanized and 
aluminum, in quantities to suit your needs. 


YOUR PROOF OF CHAR-GALE FORESIGHT 


First in the production of forced air prefabricated ducts. 
First in the use of aluminum for ducts and fittings. 

First in the packaging and cartoning of fittings. 

First in the development of project packs (job for job). 
First in the development of the 4-inch pipe system. 

First to design the increased capacity 41/2-inch system. 





YOUR BEST SOURCE OF 
¥ Aluminum Fittings 


¥& Aluminum Pipe and Elbows 
¥& Aluminum Sheets 

*% Galvanized Fittings 

* Galvanized Pipe and Elbows 
¥ Galvanized Sheets 


* Complete Small Pipe Systems; beth Aluminum 
and Galvanized 


* Humidifiers 
¥* Rain Goods 


* Registers— Complete Line, both Perimeter and 
Conventional including Floor Diffusers 


For Information and Catalogs, Contact Your Jobber or Write Direct to 


CHAR-GALE ™Nurscturine co 
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the New York metropolitan area. New 
York and its suburbs have 18% of all 
the country’s oilburners, which is ac- 
tually more than in the six New Eng- 
land states. Perhaps in later years we 
may decide to break the country into 
seven segments, with Metropolitan 
New York as one of them, But for 
this year in response to requests we 
have gone back over some of the work 
sheets and pulled out data for the two 
tables on page 92, one having to do 
with fueloil distribution costs and the 
other with oilburner service activities. 


API presents its Education, 
Youth Program to Oilmen 


ON FEBRUARY 11, before a gathering 
of more than 350 New York City edu- 
cators and oilmen, the American Pe- 
troleum Institute presented its new 
Education and Youth Program. 


Principal speaker at the presentation 
was Dr. William Jansen, Superin- 
tendent of Schools for New York City. 
Dr. Jansen pointed out the necessity 
of industry and education working to- 
gether to provide “up to date” social, 





| Carboned Nozzles Can't 
Be Cleaned Profitably 


SAVE MONEY © 
BY INSTALLING © 


Flew 
DELAVAN 


NOZZLES 





@Try as you may, you can’t 


clean a carboned nozzle with- 
out losing money. It takes a 
service man’s valuable time to 
attempt the job. Then, usually 
loose carbon will work into the 
nozzle slot after the burner is 
started again. That means a 
“call back” very soon after the 
cleaning job. 


Service men have learned that 
it pays to replace a carboned 
nozzle with a new DELAVAN 
NOZZLE. You save on costly 
labor. You eliminate expensive 
“call backs”. 


Write for Catalog 148A 


DELAVAN 


GRAND AVENUE & FOURTH ST... 


94 
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NOZZLE 





INSTALL 
DELAVAN NOZZLES 
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scientific, and vocational education, 
and he also expressed his gratitude to 
the Institute for initiating its nation 
wide program. Other speakers at the 
presentation included: J. E. Gately, 
Jr., New York State OIIC, Dr. E. V. 
Murphree, Standard Oil Development 
Company, and Harold C. Thompson, 
E. I. DuPont de Nemours Co, 


4, 
“~~ 


Record high Dollar-volume 
set in Construction Contracts 


CONSTRUCTION contract awards 
reached all time dollar-volume highs 
during 1953 with a total of $17,443, 
463 in the 37 states east of the Rockies, 
This is 4% higher than the previous 
year according to F. W. Dodge Corp,, 
construction news and marketing spe- 
cialists. 

The large volume of contracts let in 
the second half of last year indicates 
that the amounts of current construc. 
tion activity will continue during the 
coming months, Heavy engineering 
(public and private works and utili 
ties) was up 17%. Nonresidential 
awards were up 4%; and residential 
down 3%. 

Individual December totals: 

Nonresidential, $540,338,000, down 
12% from November and 24% below 
December °*52; residential, $433,500, 
000, down 10% from November and 
down 1% from December 1952; 
Heavy engineering $325,926,000, up 
9% over November and 2% above De: 
cember 1952. 

Se 

M. Nielsen, vice president of the 
Babcock & Wilcox Co., New York, 
has been elected a member of the board 
of directors and placed in charge of the 
company’s Boiler Division. The ap 
pointment fills a vacancy created by 
the death of J. H. King. Nielsen joined 
Babcock & Wilcox in 1924 and was in 
charge of supplying the boilers used by 
the U. S. Navy and Merchant Marine 
during World War II. In 1947 Niel: 
sen became superintendent of produc’ 
tion at the Barberton, O. plant. He was 
elected an assistant vice president in 
52, and vice president of the Boiler 
Division’s manufacturing department 
in 1953, 


March 
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Add NEW Dispersant FO 


(FURNACE OIL INHIBITOR) 


YOU'LL GET MORE to your heating oil! 
BUSINESS WITH AN Sesscuirsucni. terse 
| INHIBITED FURNACE OIL Inhibits rust in storage tanks and lines 


Eliminates many costly home service calls 


Easy to add at any temperature—in 
storage or truck tank 


Economical—1 pint/1000 gallons 


= es of olf stock 


Here’s a way to beat the competition in your selling area. With new 
liquid Dispersant FO in your home heating stock, consumers will 
prefer your product, and your service calls will be greatly reduced- 
Oronite’s new Furnace Oil Additive will keep home heating systems 
clean and trouble free by checking the formation of screen-clogging 
gums and by inhibiting rust and corrosion in tanks and pipes. 


Dispersant FO is easily added to your storage tank or when filling 
your truck tank. It is also economical to use—just 1 pint to every 


1000 gallons of burner stock. 


Write or phone the Oronite office nearest you 


for complete information 


ORONITE CHEMICAL COMPANY 
A 


38 SANSOME STREET, SAN 
30 ROCKEFELLER 
STANDARD Ol] 

600 S. MICHI 
MERCANTILE 






















the New York metropolitan area. New 
York and its suburbs have 18% of all 
the country’s oilburners, which is ac- 
tually more than in the six New Eng- 
land states. Perhaps in later years we 
may decide to break the country into 
seven segments, with Metropolitan 
New York as one of them, But for 
this year in response to requests we 
have gone back over some of the work 
sheets and pulled out data for the two 
tables on page 92, one having to do 
with fueloil distribution costs and the 
other with oilburner service activities. 





API presents its Education, 
Youth Program to Oilmen 


ON FEBRUARY 11, before a gathering 
of more than 350 New York City edu- 
cators and oilmen, the American Pe- 
troleum Institute presented its new 
Education and Youth Program. 


Principal speaker at the presentation 
was Dr. William Jansen, Superin- 
tendent of Schools for New York City. 
Dr. Jansen pointed out the necessity 
of industry and education working to- 
gether to provide “up to date” social, 





| Carboned Nozzles Can't 
Be Cleaned Profitably 
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@Try as you may, you can’t 
clean a carboned nozzle with- 
out losing money. It takes a 
service man’s valuable time to 
attempt the job. Then, usually 
loose carbon will work into the 
nozzle slot after the burner is 
started again. That means a 
“call back” very soon after the 
cleaning job. 


Service men have learned that 
it pays to replace a carboned 
nozzle with a new DELAVAN 
NOZZLE. You save on costly 
labor. You eliminate expensive 
“call backs”. 


Write for Catalog 148A 


DELAVAN 
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scientific, and vocational education, 
and he also expressed his gratitude to 
the Institute for initiating its nation. 
wide program. Other speakers at the 
presentation included: J. E. Gately, 
Jr., New York State OIIC, Dr. E. V. 
Murphree, Standard Oil Development 
Company, and Harold C. Thompson, 
E. I. DuPont de Nemours Co. 


o, 
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Record high Dollar-volume 


set in Construction Contracts 


CONSTRUCTION contract awards 
reached all time dollar-volume highs 
during 1953 with a total of $17,443, 
463 in the 37 states east of the Rockies, 
This is 4% higher than the previous 
year according to F, W. Dodge Corp, 
construction news and marketing spe- 
cialists. 

The large volume of contracts let in 
the second half of last year indicates 
that the amounts of current construc. 
tion activity will continue during the 
coming months, Heavy engineering 
(public and private works and utili 
ties) was up 17%. Nonresidential 
awards were up 4%; and residential 
down 3%. 

Individual December totals: 

Nonresidential, $540,338,000, down 
12% from November and 24% below 
December °52; residential, $433,500, 
000, down 10% from November and 
down 1% from December 195); 
Heavy engineering $325,926,000, up 
9% over November and 2% above De: 
cember 1952. 


o, 
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M. Nielsen, vice president of the 
Babcock & Wilcox Co., New York, 
has been elected a member of the board 
of directors and placed in charge of the 
company’s Boiler Division. The ap 
pointment fills a vacancy created by 
the death of J. H. King. Nielsen joined 
Babcock & Wilcox in 1924 and was in 
charge of supplying the boilers used by 
the U. S. Navy and Merchant Marine 
during World War II. In 1947 Niel 
sen became superintendent of produc’ 
tion at the Barberton, O. plant. He was 
elected an assistant vice president in 
52, and vice president of the Boiler 
Division’s manufacturing department 
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Add NEW Dispersant FO 


(FURNACE OIL INHIBITOR) 


YOU'LL GET MORE to your heating oil! 


BUSINESS WITH AN Scieczsrsaentsterscom 
’ INHIBITED FURNACE Cll Inhibits rust in storage tanks and lines 


. Eliminates many costly home service calls 


Easy to add at any temperature—in 
storage or truck tank 


Economical —1 pint/1000 gallons 


a of oil stock 





Here’s a way to beat the competition in your selling area. With new 
liquid Dispersant FO in your home heating stock, consumers will 
prefer your product, and your service calls will be greatly reduced- 
Oronite’s new Furnace Oil Additive will keep home heating systems 
clean and trouble free by checking the formation of screen-clogging 
gums and by inhibiting rust and corrosion in tanks and pipes. 


Dispersant FO is easily added to your storage tank or when filling 
your truck tank. It is also economical to use —just ] pint to every 


1000 gallons of burner stock. 


Write or phone the Oronite office nearest you 


for complete information 
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Industey Groups 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 18th. 


Fuel Dealers from 3 Jersey 

Counties have joint Meeting 
MEMBERS OF THE Morris, Union and 
Essex County Fuel Dealers’ Associa- 
tions had a joint meeting in Moun- 
tainside, N. J., on February 18. Tom 
Carson, Sherwood Brothers, Balti- 
more, Md., was the speaker. 

Some of the topics that Carson dis- 
cussed were: The importance of serv- 
ice, how to rate servicemen, annual 
overhauls — their value and impor- 
tance, how to keep burners in good 
condition to prevent conversion to gas, 
and the value of one shot service. 


Warm Air Association plans 
four College short Courses 

THE WARM AIR Association has an- 

nounced the spring schedule for col- 


lege short courses. 
Heating dealers 
will study heat 
loss and heat gain, 
equipment selec- 
tion for residen- 


tial and com- 
mercial installa- 
tions business 


management and 
cost control, and 
efhcient layout of 
air distribution 
systems during the 
four day school. 

Applica- 
tion problems will 
be worked out in 
the classroom un- 
der the direction 
of members of the 
warm air heating 
industry and per- 
sonnel from the 
college faculties. 
sched- 
ules and sources of information for the 
individual schools are listed below: 

Michigan State College (March 20, 


Course 





STANDARD 
MODEL 
















. [ 
@ Clogged fuel lines eliminated. 
on easy to install. 
protection filter design. 





GENERAL FILTERS 
INCORPORATED 


OUTLET AND INLET 
AT TOP OF UNIT 


ALL-WOOL FELT 
FILTER TRAPS 
>. FINEST PARTICLES 


: Are Underwriters’ laboratories Approved 


GENERAL 


Veteran oil burner servicemen call General Fuel 
Oil Filters ‘‘the best money can buy.” Two-fold, 
positive filtering removes the finest particles, im- 
proves operation of oil-fired furnaces, water heaters, 
space heaters. Service ‘‘call-backs” are eliminated, 
too, since the General 1A-25 and 2A-700 allow only 
clean oils to pass—greatly reducing possibilities of 
clogged burner nozzles. 























FUEL FILTERS 


es INNER MESH SCREEN 
} CORE PROVIDES 
SECONDARY FILTER 





30, 31 and April 1), Prof. C. H. Pes. 
terfield, Mechanical Engineering 








Dept., East Lansing, Mich. 
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Remember —riwssee 


fives cost heating dollars! 
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Filters, 


43800 GRAND RIVER AVE. 


NO 


RIGHT Soot Remover 
a 2" layer of 


ind thoroughly. 
for General a 


Inc. 










VI, MICHIGAN 


Canadian Factory Branch: Canadian General Filters, Ltd., 2679 Danforth Avenue, Toronto 13, Ontario 

























































































Model 1C-B 
1.5 to 3.5 g.p.h. 






Model 1C-A-E 
0.5 to 1.35 g.p.h. 


CHOOSE SUN-RAY [Gace 
Way ahead utth extra values Pm» 









_ Flanged Models 
for all require 
ments. 










*Model 1C-6 
3 to 6.5 g.p.h. 




















*Model S-1, with special 
aerodynamically designed 
housing for famous fuel 

saving “Shell” Combus- 
tion Head; 2 to 3 g.p.h. 

| Modei S-2, 3 to 6 g.p.h. 












OIL BURNERS 


FAMOUS THE WORLD OVER 
FOR QUALITY AND ECONOMY 

















*Model VS (Vertical 
Flame), with special aero- 
dynamically designed 
housing for famous fuel 
saving “Shell” Combus- 
tion Head; 0.7 to 2 g.p.h. 
Model VS-1, 2 to 3 g.p.h. 






**todel J 
6 to 12 g.p.h. 








10 to 25 g.p.h. 





"Delayed action oil valve 
Mounted and wired. Avail- 


“able on other models as an Inquiries invited from boiler and furnace manufacturers 


_ Stra. Built-in electronic controls optional on all models. peel 





139-22 Queens Boulevard, Jamaica 
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.... Industry Groups 


Penn State University (April 14, 
15, 16 and 17), T. A. Wright, Room 
103, Mechanical Engineering Dept., 
Penn State University, State College, 
Pa. 

Syracuse University (April 19, 20 
and 21 — three day concentrated 
course; includes evening classes), Prof. 
J. A. King, Mechanical Engineering 
Dept., Syracuse University, Syracuse, 
yy, XY. 

Iowa State College (April 21, 22, 
23 and 24), Prof. Marvin Gould, En- 


State College, Station A, Ames, Ia. 

Certificates of completion will be 
awarded at a ceremonial luncheon on 
the last day of the course. 


Architectural League of New 
York to sponsor May Show 


CONTRACTORS, sub-contractors and 
home builders in the Greater New 
York area have been invited to the 
“Building Your Home, 1954, Show” 


May 27-28 at the 71st Regiment Ar- 





gineering Extension Service, Iowa mory in New York City. 





Especially 
Designed For 
Oil Burner 
Service Men 


This new Super furnace cleaner Model 
AF features a patented inside Supertex 
Filter which assures complete protec- 
tion against damage and dirt resulting 
from filter bag blow-outs. 


Super Model AF also gives you low price, 
light weight, small size, wet and dry pick-up, 
same rugged durability, powerful suction and 
wide range of utility as the bigger Supers. It 
goes everywhere, cleans everything. This new 
Super Model AF is the one commercial suc- 
tion cleaner that squarely meets all the special 
needs of the oil burner service industry. You 
can carry it anywhere—use it in the most re- 
stricted places. 





Super Model AF 


The only commercial suction cleaner 
which provides in a small, light- 
weight, low-priced unit the wide 
range of utility and powerful pick-up 
of the big heavy duty Supers. 


The same specially built electric motor and 
the same highest quality materials as in the 
larger Supers are used in Model AF. All the 
special labor-saving Super tools for high and 
low, wet and dry suction cleaning can be 
used with it. Ask your supply dealer. Write 
for complete specification data. 


Super Red Streak 

Super Red Streak Model SH pro- 
vides the big capacity for extreme 
heavy duty wet and dry, hot and 
cold furnace and heating plant 
cleaning. Can be equipped with 
non-clog Supertex Filter Bag— 
standard compact size, not oversize, 
at small extra cost. 


NATIONAL SUPER SERVICE CO., INC. 
1951 N. 12th St., Toledo 2, Ohio 


In Canada: Plant Maintenance Equip. Co. 
Toronto, Montreal, Vancouver 


“Once Over Does It” 


SUPER SUCTION 


SINCE 1911 ® 


“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 
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The exhibition will be sponsored by 
the Architectural League, and manu- 
facturers of heating equipment and 
airconditioning are scheduled to dis. 
play their products. 

According to Daniel Schwartzman, 
president of the sponsoring group, the 
aim of the show is to bring together 
all participants in the home building 
industry—the manufacturer, builder, 
contractor and consumer—in mutual 
recognition of the industry’s progress. 


Iowa Oil Jobbers meet 
at Des Moines Convention 


BETWEEN 500 and 600 members of the 
Iowa Independent Oil Jobbers’ Asso- 
ciation met in Des Moines, February 
17 and 18, for the annual convention 
meeting. About 250 Iowa towns and 
cities were represented. 

Discussions at the convention cen- 
tered around the problem of bringing 
better petroleum products to consum- 
ers at lower cost. Among the speakers 
were, Norman H, Ott, Pate Oil Co., 
Milwaukee; Frank Fehsenfeld, Michi. 
gan Crystal Flash Petroleum Corp.; 
John A. Ainlay, executive secretary of 
the Central Division of the American 
Petroleum Industries Committee; H. 
A. Innes Brown, Gasoline Retailer; 
and Robert L. Aden, president of the 
South Dakota Oil Jobbers. 


Burroughs speaks at Maryland 
OHI Meeting in Baltimore 


FRED BURROUGHS, national secretary 
of the OHI, spoke at the February 16th 
meeting of the Oil Heat Association 
of Maryland, Inc., in Baltimore. 

He was able to give members a first 
hand account of the May Convention 
and Show. He also discussed with 
members the many plans of his organ 
ization. 


API Marketing Division to have 
mid-year meeting in Denver 


THE DATES of May 17-18-19 have been 
set for this year’s Mid-Year meeting 
in Denver, Colo. of the API Market’ 
ing Division. This is the Division’s first 
three day meeting, and headquarters 
will be at the Cosmopolitan Hotel. 
All hotel reservations should bk 
made through the Denver Convention 
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TODAY... Thatcher offers you more 
than at any time in its 104 year history! 


« 


A sincere statement of fact on a subject that 





i 
should be of interest and profit to you . . . == 


. Tl 
| 


















atcher 


In all of Thatcher experience, never have we offered 
such all-year, all-construction, all-fuel profit potentialities as 





ny 
FURNACE es ag ery 1850 today. No company has a monopoly on all the factors that 
Specialists 1m make it worth while for distributors and dealers to handle a 
WW particular line. However, few, if any, can give you alll these 
N important benefits. 

Close Personal Relationship. Thatcher has always been 
geared to consider your sales problems individually . . . to 
ie ‘ i i work with you on the basis of the special needs of your 

te new onstruction and, ceplacement market with a policy to protect your interests. 
on ts oa over 20 Ahos sig more Complete Line for Maximum Sales. With Thatcher, you can 
than 75 different sizes. offer warm air and wet heat units (gas, oil, or coal) .. . 
summer cooling (store and home) . . . conventional, hori- 
zontal and counterflow designs . . . This means you can 
handle just about every job that comes your way... all 

year round. 


Smart Styling, Quality and Engineering Know-How. Your 
customers demand modern styling, and the smart exteriors 
of Thatcher units give you what’s needed to help sell build- 
ers and home owners. Further, Thatcher has always been 
ahead of the field for efficiency and quality . . . ever since 
the days of the company’s pioneer work with the first 
modern type heating system. As a result, your customers 
benefit because they have an attractive unit that provides 
economical trouble-free performance. You benefit because 
your reputation for good equipment means future business, 
and because Thatcher units protect your profit margin by 
saving your installation time, and costly service call-backs. 





Tested Consumer Acceptance. Four generations of families 


If you want greater sales possibilities have grown up with Thatcher. They know the name as a 
from a product that consumers know familiar friend. This confidence is a valuable profit factor 
and trust . . . that lets you sell all Mie : . 

the market . . . if you value a repu- for Thatcher dealers. And it’s backed up with a productive 
tation based on a quality . . . write program of advertising and sales promotion that helps you 


today for complete information. : 
convert more prospects into customers. 











THATCHER FURNACE COMPANY e GARWOOD, N. J. 
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.-.. Industry Groups 






and Visitors Bureau, 225 West Col- 
fax Ave., Denver, Colo. 


Pennsylvania Association 

will have May Convention 
PENNSYLVANIA Petroleum Association 
is planning its Spring Convention at 
Bedford Springs Hotel, Bedford, Pa., 
on May 9, 10 and 11. 

This is the first of two conventions 
which are held each year by the Asso- 
ciation whose officers are Martin H. 
Heine, president, C. G. Mercatoris, 





Ist vice-president, H. V. Spitzer, 2nd 
vice-president, David Sherer, secretary 
and treasurer, and James E. Stevens, 
executive secretary. 


Officers elected by Indiana 
Warm Air Heating Contractors 


AT THE RECENT Annual Convention 
of Sheet Metal and Warm Air Heat- 
ing Contractors’ Association of In- 
diana the following officers for 1954 
were elected: President—R. A, Har- 
ris, Bloomington; Ist vice-president- 
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WARM AIR 


Limit Controls ¢ Fan Controls 
Combination Fan & Limit 


HOT WATER 


Operating Controls Limit Controls 
Combination Circulator & Limit Control 
Hot Water Supply 


STEAM 


Limit Controls 
Operating Controls 
Combination Pressure & Low Water 





SEALED MERCURY CONTACTS 
USIVE FEATURE OF ALL 


MERCOID' CONTROLS 


VISIBILITY OF CONTACT ELEMENTS 


It can be instantly noted whether circuit 
is “‘open” or “‘closed”’. 


NO CONTACT CLEANING 


The sealed mercury contact is immune 
to dust, dirt or corrosion. 


YEARS OF TROUBLE-FREE PERFORMANCE 


A Mercoid mercury switch can provide 
a million makes” and “breaks” with- 





THERE IS A MERCOID MERCURY SWITCH 
EQUIPPED CONTROL FOR EVERY PHASE 
OF AUTOMATIC HEATING 





MERCOID 
SENSATHERM 

Single and Dual Types 

also Two-Stage Types 









a =6OSAFETY 
CONTROLS 

For Constant or 

Intermittent Ignition 
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Don McCloskey, Indianapolis; 2nd 
vice-president—V. Hazelton, Muncie; 


treasurer—J. R, Walker, South Bend, 
and secretary—Frank E. Anderson, 












































Terre Haute. 

Elected as Directors were Burns J. 
Currie, Greencastle, Wm. E. Garber, 
Jr., Indianapolis, Maxwell Goff, South 
Bend, H. W. Meggs, New Castle, H. . 
M. Daily, Hammond, J. W. Ridgway, 
Frankfort, T. B. Speaker, LaFayette, 
and L. W, Widney, Auburn. 





New England Oilmen will have 

Boston Convention in June 
THE INDEPENDENT Oil Men’s Asso- 
ciation of New England plans to hold 
its annual convention on - Thursday, 
June 3, 1954 at the Hotel Statler, Bos- 
ton, Mass. 

The officers this year for the I.0. 
M.A. are, W. Downing, president; 
Robert W. Carney, vice-president; 
John L. Matthewman, treasurer; and 


Mahlon W. Walker, secretary. ‘ 





Yakima, Wash., OHI plans 


Statewide April Convention 


ARRANGEMENTS for the coming Wash- 
ington State Oil Heat Institute con- 
vention were discussed recently at a i 
meeting of the Upper and Lower Val: 
ley fueloil dealers, William L, Burns 
presided, and a local convention com. 
mittee was appointed. The State Con- 
vention will be held at Yakima on 
April 9th and 10th. 


se 





Northwest Petroleum Group 
elects Officers at Convention 


RECENTLY re-elected to office at the 
Northwest Petroleum Association's 
convention were president: Myles 
Hall, Como Oil Co., Duluth; treas 
urer: N. R. Distel, Distel Oil Co. . 
LeSueur; and secretary: H, F. Horn 
ing, Minneapolis. Newly elected as 
vice president is T. H. Gemlo, Petro’ 
leum Service Co., Minneapolis. 
Elected to the board of directors for 
three-year terms: T. E. Goulding, 
Goulding and Son, Devil’s Lake, 
N. D.; Ray Narlock, Minto Oil Co. 
Minto, N. D.; Sheldon Smith, Smith 
Oil Co., Stillwater; and Homer Massie. 
Cobblestone Service, Grand Marais. 
Re-elected to three year terms were: 
John Decker, Becwar-Cedarstom, 
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New! Type 224-906 Companion Units — For all-season air conditioning. 
The type 224 heating unit is oil-fired (convertible to gas) — with 80,000, 100,000, 
125,000, and 150,000 Btu input. The Type 906 cooling unit is available in 2-hp and 
3-hp sizes — and can be installed with any winter air conditioner. Has own blower. 
Each size of the heating unit may be interchanged with either of the cooling models, 
for real flexibility. 





Type 900 Condensing Unit and Coi) 
—A compact unit of semi-hermetic design that 
can be installed in the duct system of any 
forced-air heating plant having sufficient 
blower capacity. 2, 3, 5, and 71/2 hp. 


Cooling Line 


New Products make Mueller Climatrol the most complete line — 
broaden your market — provide you with more sales opportunities. 
New Styling by world-famous industrial designer, Brooks Stevens, 
adds eye-appeal that gives your prospects another reason to buy. 
New, Smooth Finish in a new, handsome color — Mountain Spring 
Green. More pleasing appearance, easier to sell. 


Now, Mueller Climatrol, the Big Name in Heating and Cooling 
gives you everything you need to keep out in front — for increased 
volume and profits. 


® A complete line to meet most any requirement— residential and 
commercial. 


® Quality products built by specialists in home comfort! 
® A well-known name with 97 years of leadership behind it! 
® A consistent program of powerful national advertising! 
® Hard-hitting dealer helps! 
Write to see how you can put all this to work making money for you. 


Mueller Climatrol 


2050X W. Oklahoma Ave. ® Milwoukee 15, Wis. 











Type 916 Summer Air Conditioner 
— For use with Types 116 and 216 winter 
air conditioners. By-pass damper arrang t 
provides utmost efficiency in any climate. 2 
and 3 hp. Also available is the Type 901 
Summer Air Conditioner for use with Type 
105, gas-fired, and Type 202, oil-fired, win- 
ter air conditioners. 3, 5, and 71/2 hp. 




















Type 903 
Self-Contained Cooling Unit — 
Can be installed with any new winter air- 
conditioning system — or added to existing 
systems. Contains complete enclosed refriger- 
ation system in one compact package, 2, 3, 
and 5 hp. 





Type 904 Self-Con- 
tained Cooling Unit 


— For installation in 
stores, restaurants, etc. 
— or with duct systems 
in homes with radiator 
or radiant heat. Complete 
refrigeration system with 
blower and filters. Can 
be installed with steam 
coil for heating. Avail- 
able with discharge 
grille, or can be used 
with duct-work. 2, 3, 5, 
ond 71/2 hp, 











Type 115-905 Counterflow 


Summer and Winter Air Conditioner 
— Heating and cooling for perimeter systems, 
with horizontal or attic furnaces, and other 
small-spce applications. Furnace has adequate 
blower for both heating and cooling. Cooling 
unit contains complete enclosed refrigeration 
system, 2 and 3 hp. 








Type 910 
Recessed Summer Conditioner —. 
For cooling new and old homes, motels, apart- 
ments, office buildings, and homes with ra- 
diator heat. Instalis under window between 
two standard studs. Air-cooled, requires no 
plumbing connections, 3/,-hp and 1-hp sizes. 














































.... Industry Groups 
Minot, N. D.; Harm Smook, Good 
Service Oil, Luverne; and Irv Talle, 
Community Oil Co., Albert Lea. 





Jersey Associations cooperate 
with truck poster Campaign 





ESSEX AND UNION County, N. J., Oil 
Heat Associations have been able to 
promote the oil heating industry with 
an effective use of truck posters. Mem- 
bers have found that this tie-in cam- 
paign identifies the individual com- 
pany with the industry and yet does 


When Replacing Burned Out Transformers — — 


PUT THE SAME TRANSFORMER BACK— 
with a SID HARVEY REBUILT 


EXACT REPLACEMENT 
—it will be BETTER and COST YOU LESS 


No wiring changes ... No mounting changes 
. . » No wasted time. 


It doesn’t look patched up after you've finished 
because it’s an exact replacement and improved 
with the latest techniques. 

Sid Harvey’s has exact replacement transform- 
ers for over 1,000 oil burner models. All re- 
built to the equivalent of new or better.* 


SAVES UP TO 40% 


Try one and see for yourself 















































Guaranteed of course. 
See Sid Harvey Catalog for prices and listing 


on all replacement parts. If you haven’t one— 
write for it. 


*Records show Sid Harvey sup- 
plied 78% of all the REBUILT 
TRANSFORMER REPLACEMENTS 
in 1953. 


mam 


WK «\ ‘ 


WOH 


not detract from independent, com- 
petitive slogans. 

The posters are printed in two 
strong, fade-resistant colors on a water- 
proof outdoor cardboard protected by 
a coat of varnish. The size of the 
poster is 28” by 44”, and users have 
discovered that the poster placed over 
the rear wheels on either side of the 
truck proves to be highly visible and 
less likely road splashed. 

Because the posters are changed 
monthly and are identical in slogan the 
Jersey Associations have found the 
unit price reasonable. Groups inter’ 
ested in such a campaign might con: 
tact the following companies. 

The posters are made by Color Re: 
productions, 122 North 11th St., New. 
ark 7, N. J., who also supply a diagram 
showing how to make the frames for 
the posters. The Jersey Organizations 
have been using a frame made by the 
Herbert Kuehn Sheet Metal Co., 214 
South Ave., E., Cranford, N. J. 


Massachusetts OHA has Panel 
on Future of Storage Tanks 


A PANEL DISCUSSION on the future of 
fueloil storage tanks featured the Feb- 
ruary 9 meeting of the Massachusetts 
Oil Heating Association, Inc., in Bos 
ton. 

Walt Tyler, Division sales manager 
of Shell Oil; Hugh McKie, president 
of the National Association of Service 
Managers and service manager for 
Massachusetts Wharf Coal, and Fred 
Beckwith, Oil Heat Institute of New 
England were on the panel. 

Service and installation men were 
especially invited to the meeting. Tank 
manufacturers were also invited t0 
participate. 








































two 
vater- 
od by 
f the 
have 
Over 
f the 
> and 


inged 
'n the 
1 the 
inter’ 


con 


r Re 
New. 


gram 





>s for 
itions 
YY the 
, 214 


inel 
anks 


ire of 
; Feb. 
usetts 


1 Bos’ 


nager 
ident 
>rvice 
r for 
Fred 
New 


were 
Tank 
>d to 











Proven fuel economy, the result of ® Fyel Savings up to 40% 
TORIDHEET’S 30 years of research and 
development of Wall Flame Combustion, 
makes TORIDHEET a profitable line for ® Trouble-free—only 1 moving 
you to sell—a profitable line for your cus- part 

tomers to buy. ® Completely self-lubricating 


Whitin pm 
Uy 


® Quiet, clean, fully automatic 


TORIDHEET Model J 
Gun Type Conversion Burner 






























TORIDHEET Model ORA TORIDHEET Model F Burner TORIDHEET Model ORD TORIDHEET Model ORU TORIDHEET Model GFA 
Wall Flame Furnace in Warm Air Furnace Wall Flame Counterflow Wall Flame Boiler Gas Fired Furnace 





For Conversion Jobs and in Complete Heating Plants — Oil or Gas 


Rotary Wall Flame Burners ® Gun Burners ® Rotary Fired Boilers and Furnaces 
Gun Fired Boilers and Furnaces ® Gas Conversion Burners and Gas Fired Furnaces 
Low Boys ® Hi-Boys ® Counterflows 





THE FINEST RESIDENTIAL HEATING LINE IN AMERICA TORIDHEET Model G-3 
Gas Conversion Burner 
CLEVELAND. 


TORIDHEET DIVISION 


Tor id pp | CLEVELAND STEEL PRODUCTS CORPORATION 


AUTOMATIC HEATING 












.. +. Industry Groups 


Se iia iw Gh 9 
Gulfstream OHI has Annual 
Dinner in Ft. Lauderdale, Fla. 
FORTY-FIVE members and guests at- 
tended the 4th Annual Dinner of the 
Gulfstream Chapter of the Oil Heat 
Industry, at the Bahia Mar Yacht 
Club, Fort Lauderdale, Fla., Feb. 23. 
A message of greeting was read from 
President Stan (and Florence) Czar- 
necki, of Eddington, Pa., who were un- 
able to attend due to other commit- 
ments, and Art Winkler, secretary, 
conducted the meeting in his absence. 
John Hancock, chairman, reported that 
the Nominating Committee wished to 


THE RIGHT PUMP FOR THE JOB 


TUTHILL TYPE SU 
for Industrial Heating 








nominate Jim Owens, Chicago, to suc- 
ceed Mr. Czarnecki as President. Mr. 
Owens was elected unanimously, A 


spirited discussion then followed with 
Jack Searles and Bob Conkey acting 
as Moderators. The debates: ““Wheth- 
er, Due to the Rigors of Their Indus- 
try, Oilheating Men Would Find 
Golf, Deep Sea Fishing or Sun Bath- 
ing on the Beach While Watching 
Beach Beauties, the Best Winter Re- 
laxation.” The final vote was incon- 
clusive, and a Committee was ap- 
pointed under the Chairmanship of 
Russ Eisentrager, to investigate further 


and report to the Chapter at next 
years meeting. For the 2nd straight 
year, Herb and Mrs. Carragher, of 
Lowell, Mass., won the OHI Presi- 
dent’s award of a bottle of champagne, 
for coming the farthest distance to the 
party. A short talk on “Success as a 
Model” was given by Mrs. Al Nathan 
who won the title of “Miss Wheel- 
barrow of 1953” at the Waldorf- 
Astoria in New York recently. Jim 
Owens issued a call for all industry 
members vacationing in Florida to at- 
tend the party next year, and those 
interested should contact him at 4200 





TUTHILL 30A5G FUELSTAT 
for Domestic Burners { \ 








Designed to han- 
dle heavy fuel 
oils, the Tuthill 
Type SU multiple 
V-belt unit pro- 
vides flexibility 
never before 
available. Typical 
advancements in- 
clude one-point belt-tension 
adjustment; motors up to 5 h.p. mounted for 
easy adjustment or replacement without drill- 
ing or tapping; jack shaft supported by ball- 
bearing pillow blocks, carries weight of pulley 
and absorbs belt tension. For the complete 
story, write for Catalog No. 107. 

















TwTHIL 


/PumPs 
tr THE 


\\PURPOSE 
WS 





Canadian Affiliate: 


104 























TUTHILL PUMP COMPANY 
Dependable Pumps since 1927 
939 East 95th Street, Chicago 19, Illinais 


Ingersoll Machine & Tool Co., Ltd. 
Ingersoll, Ontario, Canada 








For original equipment or replacement, Model 
30A5SG FUELSTAT offers many important 
advantages beyond traditional Tuthill quiet 
operation, leakfree performance and low 
power consumption. It is reversible in the 
field. It has a one-position vertical valve chat 
can be piped from either side and serviced 
easily. Its mechanical seal is replaceable in the 
field. It is universally interchangeable with 
standard commercial models. It reduces pump 
inventory because the same pump can be used 
for both rotations and both valve positions. 
Write for Model 30A5G bulletin. 
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GET ANY JOB 
...ANY SIZE 


:. with Gilbarco’s complete oil burner line 

























ight | 
es Gilbarco oil burners handle them all... exclusive ECONOMY CLUTCH helps save | 
one, large, average or small homes...com- on heating bills for your customers... | 
) the mercial or industrial jobs. AndGilbarco’s _ helps you make sales faster. | 
aS a 

than | 
ed SELL THE LARGE 
So SELL THE HOME MARKET — 
at VOLUME sian naaay Gtr 

ie MARKET — pele Ta 


ments. 





Get orders for aver- 
age-sizehomeswith 
Gilbarco’s easy-to- 
sell GCS oil burner 
A rugged model 
with the patented 
Economy Clutch, 
greatest sales- 
building feature in 
the industry! 








SELL THE 
BUILDER'S 
MARKET — 


Your answer to small home 
heating is Gilbarco’s Model GBS. 
A famous name burner for the 
low price new home market. 









wees SELL THE 

——— COMMERCIAL AND 
INDUSTRIAL 
MARKET — 


Gilbarco’s commercial 
oil burners with the 
patented Economy 
Clutch are available in 
3 different sizes (2 
shown here). Handle 
jobs with capacities up 
to 10,000 sq. ft. of steam 
and 16,000 sq. ft. of hot 
water. 








Gilbert & Barker Mfg. Co. 
West Springfield, Mass. 
Toronto, Canada 






Sel units, too — Gilbarco offers a complete line of 
Warm air conditioners, suspended furnaces and 


boiler-burner units. 
Frieloil 











Belmont Ave., Chicago, Ill. The party 
ended with community singing di- 
rected by Ernest Camerino, who also 





entertained on the piano. 

Among those attending: Mr. & Mrs. 
M. R. Fulci, New York City; Mr. & 
Mrs. Ernest Camerino, New York 
City; Mr. & Mrs. Al Nathan, Trenton, 
N. J.; Jack Searles, Buffalo; Fondy 
Fondersmith, St. Petersburg, Fla.; Ted 
Hauck, Trenton, N. J.; Frank Baker, 
Philadelphia; Mr. & Mrs. Fay Kinne, 
Boston; Mr, & Mrs. E. K. Stevens, 
New York City; Mr. & Mrs. Larry 
Knapp and Larry, Jr., Newark, N. J.; 


Mr. & Mrs. Clarence Dieter, Fort 
Lauderdale; Mr. & Mrs. Art Winkler, 
Fort Lauderdale; Mr. & Mrs. Cas 
Czarnecki, Eddington Pa.; Henry 
Wurfel, Trenton, N. J.; Mr. & Mrs. 
Russ Eisentrager, Philadelphia; Mr. & 
Mrs. Palmer Paist, Philadelphia; Mr. 
&@ Mrs. John Hancock, Marietta, Pa.; 
Mr. & Mrs, Carragher, Lowell, Mass.; 
Mr. & Mrs. Steven Cresse, Fort Laud- 
erdale; Mr. & Mrs. M. J. Donahue, 
Baltimore, Md.; Miss Helen Cmarik, 
Chicago; Mr. & Mrs. Bob Conkey, 
Mendota, IIl.; and Miss Lola Krausse, 
Mendota, IIl. 





MAN’S QUEST FOR 


Primitive Man cherished 
fire as it provided him with heat 
and comfort. But despite his care, 


It's no wonder then, that the man 


was hailed as a hero and often 
made chief of the tribe. 

Man has come a long way since those 
early times in insuring his comfort. 
Yet, even today, dependability of 
heating equipment is vital. 


YOU GET DEPENDABLE HEAT 


TRI 


THE 
WORLD'S FINEST 
OIL BURNER 


Insist on a heating plant 


Write for full details. 


THE 


ROCK ISLAND, 


The adopted standard on 


106 


accidents sometimes extinguished the flame. 
Being unable to produce fire, he might 
be without it for months or even years. 


who found and brought back fire produced 
by lightning, or some other natural means, 


DEPENDABLE HEAT 




















with an oil burner made by Nu-Way. 


Mur Wary CORPORATION 
ILLINOIS 
Sold through jobbers and distributors 


leading furnaces and boilers 


Automatic Oil Heat Exclusively Since 1921" 


March 





Old Timer’s Club to have 


Meeting during Convention 











































FINAL ARRANGEMENTS have been made 
for the Annual Meeting and Dinner 
Party of the Old Timer’s Club of the 
Oil Burner Industry on the evening 
of May 18 ‘at the Philadelphia Rifle 
Club, 7th and Tabor Road, Philadel- 
phia, Pa. 

The meeting has been timed to co 





incide with the National Indoor Com- 
fort Exposition and further informa- 
tion may be obtained from either Stan- 
ley Czarnecki, Eddington Metal Spe- 
cialty Co., Eddington, Pa., or H. A. 
Maccubbin, 120 W. Madison St., Villa 
Park, Il. 


New England OHI to sponsor 


service, installation school 


FOR THE NINTH consecutive year, the 
Oil Heat Institute of New England is 
offering a series of oil heat service and 
installation lectures. The new series of 
Schools will start on March 29 in Wor. 
cester, Mass.; March 30, in Spring: 
field, Mass.; March 31, in Hartford, 
Conn.; April 1, in New Haven, Conn.; 
April 2, in Bridgeport, Conn.; and 
| will continue until June 18. 





Among the many courses being of- 
fered are: Thermostats—Limit Con- 
| trols and Accessory Relays, Oil Burn- 
er Primary Controls, Oil Burner Con- 
trol Systems, Service Problems with 
Fuel Pumps (Sundstrand), and Prob 
lems with Steam and Hot Water Sys 
tems. 








| ASHVE elects Hunter, 
| James to be °54 Officers 


| LOUIS N, HUNTER has been elected 
president of the American Society of 
Heating, Ventilating Engineers for 
1954. Hunter, vice president of the 
National Radiator Co., was elected at 
the annual meeting in Houston, Janu 
ary 25 to 27. John W. James, vice 
president in charge of research, Mc 
| Donnell and Miller, Inc., Chicago, was 
elected second vice president. 


>, 
“~ 


Roland Karste succeeds the late Fred 
W. Ehlert as Detroit district sales 
manager for the Heil Co., Milwaukee, 
Wisc. ; 
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SOLVE YOUR 
_ IGNITION 
PROBLEMS 


INTERNAL — 
JUNCTION BOX 


EXTERNAL 
JUNCTION BOX 


CUSTOM BRACKETING 


JEFFERSON 
TRANSFORMERS 


@ 5,000 to 15,000 Volt Ratings 
a @ Normal and Heavy Duty Types 

@ Continuous Ignition Service 

@ Dual Ignition Types 

@ Grounded and Insulated Types 


@ For more than 35 years Jefferson’s engineering staff has successfully 
designed transformers to cope with every problem encountered by the manu- 
facturer. Today Jefferson Transformers spark millions of oil burners through- 
out the world. This is your guarantee of dependable oil burner ignition. 

All Jefferson Transformers are precision made from the finest materials. 
You get maximum moisture resistance, lowest operating temperatures for max- 
imum transformer life, and the finest patented Radio Interference Barrier. 

It will pay you to investigate the many types now available. Jeffersons 


cost no more than the ordinary transformer. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 
In Canada: Canadian Jefferson Electric Co., Ltd., 384.Pape Ave., Toronto, Ont.. 





UNDERWRITERS’ LABORATORIES APPROVED 

















oe veryday Snags 


More on oilfiring 


Boilers built for Gas 


AN ITEM on converting gas boilers to 
oil appeared on p. 76 of the Febru- 
ary issue of FuELom & Om HEAT. 
Here are additional details, If you aim 
to soup up a gas boiler so that it burns 
fueloil at higher efficiency than it 
burned gas, study these points while 
you look at the drawings in the earlier 
item. 

In building an oilburning firebox 


under a gas-designed boiler, use only 
insulating firebrick rated for tempera- 
tures higher than 2200° or 2300°. 
The firebox extends up to the water- 
legs of the boiler, as the drawing in 
the February issue shows. Provide a 
flame inspection door, not in the draw- 
ing. Locate it as low as possible—bot- 
tom of door frame is at level of base- 
ment floor—in the side of the boiler. 
Use a cast-iron flue door and frame 
made for a coal boiler, which provides 
an opening about 8” high and 14” wide. 
Indicative of the extremely high efh- 
ciencies of these installations, you 





GET BETTER PERFORMANCE 
IN YOUR BURNERS 
WITH EDDINGTON NOZZLES. 
THEY'RE FACTORY-TESTED— 
YOU KNOW THEY'LL BE RIGHT FOR 
SPRAY ANGLE, ATOMIZATION, 


AND RATED CAPACITY! 


@Large capacity Monel strainers 
keeps orifice and slots from 


plugging. 


@Servicemen’'s _ kits 


containing 


replacement tips and strainers 


are available. 


@Price sheets and detailed in- 
formation on request. 















should use a block of insulating re. 
fractory materail inside the door to 
prevent the door’s becoming cherry 
red-hot. Make the block 4/7” thick, of 
insulating firebrick which you bolt 
together. 

Both the firebox and the oilburner 
are enclosed finally in concrete 4” to 
6” thick. Pour this around the firebox 
and around a form placed in what will 
be the oilburner compartment. No 
outer form is needed below the level 
of the basement floor. 

On some jobs of this type, air-inlet 
pipes having 90° elbows are used to 
give the oilburner the air it needs. The 
elbows reduce the amount of sound 
that escapes from the burner compart- 
ment. A new idea that has great value 
is to admit air to the burner compart: 
ment through a suitably large air filter 
of the type used in forced-air furnaces, 
to keep dust and dirt from reaching 
the compartment and the blower and 
air-handling parts of the burner. 













Install Heavy Lid 


Over the burner compartment, you 
install a heavy lid, both fireproof and 
sound-proof. Remove. this to service 
the burner. Naturally, you planned 
the pit to be large enough for easy, 
convenient servicing of the burner. 

As without this you do not know if 
your installation performs at peak ef. 
ciency, you should use all the help you 
can get from instrumentation. Check 
the combustion using a COg instru 
ment, a stack thermometer, a draft 
gage, and a smoke instrument, Make 
certain during coldest weather to use | 
an on-off recorder to tell you about 
the burner’s “on” and “off” periods, 
and a self-starting electric clock wired 
in parallel with the burner motor to 
tell you how many hours the burner 
runs a day. 

You will be helping oilheating cal 
culatedly by giving your installation 
the benefits of instrumentation not 
given the job when it was gas-fired. 
Do everything you can to help oilheat: 
ing and help yourself! TH 

Here are the reasons the boiler will L BU 
be more efficient when oilfired: 

1. Oilfired, the boiler receives new BO 
benefits of tremendous amounts of ] 4 
fierce, radiant heat from the oilburner 


firebox. TH! 
Ow 














Z 
OIL BURNER | 


APPROVED ‘ Z MODEL EL 


APACITY 0.4 TO 1.5 
. GH PER HOUR 
aN 


?) 


CALIBRATED FOR FAST, 
ACCURATE RATE SETTING 





WAYNE HOME EQUIPMENT CO., INC 
THIS REVOLUTIONARY 801 GLASGOW AVE. FORT WAYNE 4, INE 


| 
NLS RO RR TERE UM EUS MLE ee ET A MO POR AEA FRO GRATE ENN CANO RS PEE OS GEE GE “ANG En exes BO I 
| 


Please Rush Data On: Date 
iz ([] DIAL-O-METER Low-Pressure OIL BURNER 
$ 


Indoor Comfert WwW [] OIL-FIRED FURNACES (] Hi-Pressure BURNER 


; EXPOSITION 44 Name 
—t° HEATING COOLING:; Mie 
B MAY 16 THRU 20,1954 — 


saa ; Address $$$ — 


NATIONAL 


Company. 








.... Everyday Snags 


2. Oilfired, when idle the heating 
surfaces of the boiler are boxed-in by 
the new firebox, not open to air cur- 
rents from the basement as they were 
with gas firing. 

3. Oilfired, the boiler operates un- 
der closely-controlled forced-draft; 
natural draft was used with gas-firing 

it provided relatively poor control 
over the flow of air to the gas flame. 

4. Oilfired, the boiler is fired at a 
lower rate. 

5. You gained benefits of instru- 
mentaticn, when you converted the gas 


boiler to oil. You tuned the job taking 
special pains—and that pays off in fuel 
savings! 

Of course, you remove the draft 
breaker from the smokepipe and install 
a regular oilburner draft regulator- 
the best you can buy—when you con- 
vert a gas boiler to oil. 

Burners above Tanks 
need return Lines 

The statement that forms the above 
title naturally refers to pressure burn- 
ers. Serviceman B, L. T., Ridley Park, 


Pa., wrote us saying his company has 


THE PORTMAR ENGINEERED STEEL 


BOILER LINE 7 


Now You Can Get Wet Heat in Any 
Capacity ... from One Source! 





Because of the many years of dependable performance, 
proved in thousands of installations, Portmar can now 
offer you a complete line of Oil or Gas Fired Heating 
Boilers for Steam or Hot Water Systems plus a complete 
line of Tankless Twin Coil Volume Water Heaters for 
instantaneous, sanitary hot water. 


knows that they can get a correctly specified boiler or water heater to meet 


Yes, Portmar’s A.S.M.E. APPROVED line is going places because the trade f 
all their heating needs. x4 ‘) 


‘ 


HERE’S AN ENGINEERED 
QUALITY STEEL BOILER, 
ATTRACTIVELY PRICED! 


The WINDSOR 
“Horizontal Tube Series” 


For heating small buildings, medium and large 
residences, with eye-appealing extended jacket. 
Submerged, tankless copper coil supplies year 
round abundant, clean hot water. 


12 Sizes — 77,000 to 720,000 BTU per hour 
320 to 3,000 sq. ft. steam radiation 
510 to 4,800 sq. ft. water radiation 


A.S.M.E. 
APPROVED 


PORTMAR 
193 Seventh Stree 


Gentlemen: 
Please sen 


. ‘al Boiler for co : di 
Oo Residential © a ymmercial and 1 ae 
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Type “"C"’ Commerc’ iame Boiler for the Rotary ‘al, industrial volume hot 
oon serahes Hentass for residential, commercia", 
us ate 
o Instantaneo 


water 
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RESULTS 
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installed highboy furnaces fired by 
pressure burners mounted three feet 
above floor level. So, he says, on one 
of these jobs the 4%” copper tube oil 
line starts at the valve at the bottom 
of the tank, runs up to the ceiling, 
goes across the ceiling, winding up at 
the oil filter (not in drawing) located 
close to the single-stage fuel unit on 
the burner. Having the oil filter at the 
burner, he points out, makes it protect 
the burner against dirt or scale in the 
copper tubing. 

His problem has been loss of prime, 
he goes on. On a few of these jobs he 
tried a stunt that testifies to his in- 
genuity. 

He says, “I ran a bypass line from 
the return port of the fuel unit, with 
the unit’s bypass plug in of course, to 
the spare suction line connection of 
the fuel unit, using %” O.D. copper. 

“Should this work. If so why? If 
not, why not? I have my boss scratch- 
ing his head. Is it apt to damage the 
pump?” 

The accompanying drawing covers 
the problem, Exact distances are not 
important. The big points are: 1. Burn- 
er is high on furnace; at times the level 
of oil in the tank is below the burner; 
2. Feed line runs overhead as shown. 

A job of this type must have two 
things: 1; A return line to the tank; 
2. A tight-closing check valve in its 
suction line. 

An article, “Tight Check Valves” 
in the September, 1953 issue of FUEL- 
ort & Cit Heat covered this problem. 
It said that having a burner high on 
a furnace turns a 275-gallon tank job 
into a “lift job” that must have a re- 
turn line. 

How to do it 

Your stunt consists simply of setting 
up a fuel unit for two-line operation, 
and running an external bypass from 
its return connection into its spare suc’ 
tion line connection. That’s similar to 
what we did before we had fuel units 
on pressure burners. We ran an ex’ 
ternal bypass line from the output 
connection of a pressure regulator 
valve into a tee in the burner’s oil feed 
line, or into a spare connection of the 
burner’s feed line strainer. So, we told 
serviceman B. L. T., you simply are 
using an old-fashioned method to re’ 
turn oil to the fuel unit’s strainer. 
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THE DOLE VALVE COMPANY 
1933 Carroll Ave., Chicago 12, Ill. 
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That won't end air-binding, we are 
sorry to say, because: 1, It gives pre- 
cisely the same oil-flow action as is 
given by an internal bypass with the 
fuel unit set up for one-line operation; 
2. It does not permit the fuel unit to 
send air back to the tank, as does a 
two-line arrangement; 3. As stated 
earlier, a job of this type needs a re- 
turn line and a good suction-line check 
valve. 

Dealers sometimes are warned not to 
run oil lines across ceilings, on pres- 
sure burner installations. That’s be- 


cause on some jobs this has caused 
complaints about hum from the lines 
being amplified and heard upstairs. 


How to cope with worst 
Cases of blowing Fuses 
‘Just as there has to be the world’s 
best serviceman and Sparky may be 
he,” a burner dealer writes us, “there 
has to be the world’s champion at 
blowing fuses, and he seems to be 
working for me.” 
Whether or not the dealer intended 
to make the pretty little poem is not 







known. This world’s best fuse-blower, 
the dealer says, uses a system. Arriy. 
ing on a job and finding a fuse blown, 
he screws in a new fuse. Usually it 
blows also, for the same reason the first 
fuse blew. Now the serviceman puts his 
system to work, He does something— 
almost anything from spinning a motor 
shaft to pressing the re-set gadget of 
a safety control panel—then screws in 
another fuse. Naturally it blows, He 
does something else equally unsuitable, 
tries another fuse and blows it. That 
goes on and on until up to 30 fuses 
have blown, Finally and reluctantly, 
the serviceman buckles down to un 
doing wires here and there, punctuat- 
ing this also by blowing a fuse after he 
undoes each wire, Undoing enough 
wires winds up with a fuse failing to 
blow after he screws it into the fuse 
block, and his fuse-blowing spree is 
ended. Disconnecting enough wires 
certainly eliminates the short or ground 
that was the cause of fuse blowing. 
But he has to try out a fuse after he 
disconnects each wire, the serviceman 
tells his boss, for otherwise he would 
not know exactly when he came to the 



















112 


with 
MIRROR 
FINISH 


TIP 





for Quiet — Uniform - 
Efficient Combustion 


@ Mirror Finish Tip causes heat deflection 
and minimizes gumming and coking. 


@ All nozzles individually flow-tested. 


@ Steinen Nozzles assure better all around 
burner performance. 


@ Sizes from .50 GPH to 35 GPH—both hollow 
cone and solid cone spray patterns. 


Contact your jobber or write us for additional information 


MANUFACTURERS OF ACCESSORIES FOR Oil HEATING ANDO AIR CONDITIONING 
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say Harold, Jerome and Morris Stein, 
of The Torrington Supply Co., Waterbury, Conn. 


“Boilers are our business so you can be sure we knew 
what to look for when it came to install them in our own 
homes. We all agreed on Fitzgibbons (and we had our 
pick of the field) because we knew from our trade’s 
experience it was tops in performance. As homeowners, 
we wanted quick boiler pick-up, low fuel consumption, 
and plenty of tankless hot water. We got all of these 
Dn essentials with Fitzgibbons ‘400’ Series.” 

It makes sense —and in the long run dollars—to sell 

the boiler you would want for your own home. More and 
tion more contractors and dealers recommend Fitzgibbons — 
1g. it will pay you to do the same. 
The new “400” Series Catalog is just off the press. Send 
for your copy now. Address Dept. FO-3, Fitzgibbons 
Boiler Company, Inc., 101 Park Ave., New York 17, N.Y. 
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trouble—he’s got to know which wire 
had to be disconnected to eliminate the 
blowing of fuses. 

“This lad 


time, that’s for sure!” his boss says 


ends trouble every 
proudly. “And you can’t say he hasn’t 
a system, for he has one. But please 
explain briefly some other system he 
could use so that he'll save a little time 
—and a few fuses.” 

Arriving on a job and finding the 
fuse of the oilheating circuit blown, a 
serviceman can use this system which 
does not blow too many fuses: 


1. Considering one fuse expendable, 
replace the burned-out fuse with a 
new fuse of proper capacity (usually 
15-amperes), for in many cases of 
burned-out fuses this starts the equip- 
ment. If the fuse holds and the equip- 
ment runs properly, you've got to take 
many items into consideration as you 
decide whether to leave well enough 
alone and leave the job or whether you 
will dig in and try to find the reason 
a fuse blew. If the blown fuse was in 
use five years and a 15-minute ex- 
amination shows everything electrical 





[A WHOLE NEW MARKET FOR YOU! 







































typical 
installation 





Ail KLEER-KLEEN Pressure Burners are listed and labeled by Underwriters’ Laboratories, 
Inc.—an added measure of safety and protection! 


Now dealers can take advantage of a 
new style heating for the American 
Home—the KLEER-KLEEN Perimeter 
Furnace with central heating—built in! 
This pressure burner equipped furnace 
looks like a floor furnace, but is ex- 
actly the opposite! The top grill is a 
cold air return while the bottom half 
of the furnace is the warm air heating 
chamber, 


KLEER-KLEEN's Perimeter Furnace — 
the most revolutionary, yet practical 
furnace mdde. For extra profit sell 
this KLEER-KLEEN engineering and 
sales triumph. 





@ Fits same opening as 
your present floor 
furnace. 


As many as 12 warm air 
runs connected to all 
parts of home. 


© Burns 
fuel oil. 

@ No down payment — up 
to 3 years to se —_ 
completely instal | for 
as little as $20 per 
month, 


inexpensive #2 


@ Up to 100,000 
Btu/hr. 


@ Central cold 
air return 
built into fur- 
nace, 





Distributor- 
ships 
available 

in some 
areas! 





KLEER-KLEEN MANUFACTURING CO. 


140 ORCHARD AVENUE 


HAYWARD, CALIFORNIA 
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to be in good order, you could be right 
in deciding to leave the job. The new 
fuse you installed might last five years, 
If you are called again because it blows 
within a month or so, at that time you 
can buckle down to a more time-tak- 
ing investigation of the cause of the 
fuses blowing. 

2. If the new fuse blows as soon as 
you screw it into the fuse block, from 
now on you are resolved to try no 
more fuses until you locate and elimi- 
nate the electrical trouble that blew 
the fuses. Take these steps: 

a. Disconnect the live wire to the 
input terminal of the burner’s safety 
control. 

b, Disconnect both wires running to 
each motor of the oilheating equip. 
ment, with the exception of the oil- 
burner motor. You disconnect the 
wires to the motor of a hot-water cir- 
culator or the motor of a blower ina 
forced-air furnace, That’s to make cer- 
tain that regardless of the type of wir 
ing and controls used on the particular 
job, there’s no motor load on the wiring 
as you go ahead testing. 

c. Screw a light bulb—size isn’t im- 
portant and 25-watt to 100-watt is 
suitable—into the fuse block. If it 
lights up, you know the defect that 
blew fuses has not been affected by 
what you've done so far; another fuse 
would blow, if you tried one. If it 
lights, start disconnecting wiring, look- 
ing for a short or a ground, etc. Work 
with the main switch turned off, so you 
won't get a shock. But turn on the 
switch after you disconnect each wire 
or take each step. When the light bulb 
fails to light up with the main switch 
on, you’ve eliminated the short or 
ground from the circuit. 

d. If the light bulb does not light up 
when you first screw it into the fuse 
block, you may have eliminated a short 
or a ground when you disconnected 
motors and the control panel. Discon- 
nect the burner motor from the con’ 
trol panel (remove the wire from the 
No. 3 terminal or “M” terminal of the 
panel, or do the equivalent in another 
way); disconnect similarly the live 
wire to the ignition transformer of an 
intermittent-ignition installation; and 
re-connect the live wire that gives in’ 
put current to the panel. If at this stage 
there’s no short or ground in what re 


March 
- 1954 





Fie 
ne 
tre 
Ph 
Bo 











> right 
e new 
years, 
blows 
le you 
e-tak- 
of the 


ON as 

from 
ry no 
elimi- 


blew 


O the 
safety 


ing to 
quip. 
e oil 
t the 
t Cir’ 
rina 
e cer’ 
F wir: 
cular 
yiring 


‘t im 
att is 
If it 
«that 
d by 
- fuse 
If it 
look- 
NV ork 
O you 
1 the 
wire 
bulb 
witch 
‘t or 


ht up 
fuse 
short 
ected 
scon- 
con’ 
1 the 
f the 
ther 

live 
of an 
and 
s in 
stage 


it re- 










when independent 


In addition to this famous 
Ficid "M" Control see the : 
He pee laboratories test 
Philadelphia, May 16-20, 
Booth No. 9. 
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heating equipment they 


depend on field 


or a true berformance 








1— Made of heavy materials — Field Controls Last Longer. 


2— Balanced at factory — Eliminating weight variations which could 
affect control's accuracy. 







3 — Rocker type hinge pin—Quickly responsive, no friction. No sticking. 






4 — Long Collar — No warping or clogging due to heat or soot, no service 
calls. 





5 — Free smoke passage — A Field Control never blocks the flue. 






6 — Side wings and fitted gate — More accurate because opening in 
control increases more uniformly. 


7 — Factory adjusted — Set to maintain .06" draft until instrument setting 
is made. 











FIELD CONTROL DIVISION 


of H. D. Conkey & Company = Mendota, Illinois 


AFFILIATES: 
Conco Building Products, Inc. — Brick, Tile, Stone 
Conco Materials Handling Division—Cranes, Hoists 





























Field Controls 
are precision instruments 


In the testing laboratory or in your customer’s home a 
heating plant operates more efficiently when draft is con- 
trolled by a Field Draft Control. The Field Control is a 
precision instrument manufactured to the most rigid 
specifications for durability, sensitivity, accuracy. This is 
important when you consider that, as a rule, for every 
1/00” of excess draft there is a 1% fuel waste in the aver- 
age installation. To keep customers sold, to cut service 
calls, dealers depend on Field. Standardize on Field 
Draft Controls for maximum heating plant efficiency. 
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Chimney 


Sells on its "proven" Il-year record of quality 


and leadership! 
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mains wired to the fuse block, a large 


| light bulb in the fuse block will give 
| the safety control enough current to 


snap its relay or relays. 


use a light bulb in the fuse socket to 


| tell you when you have eliminated the 


| 


It is exactly what modern | 


builders and heating engineers desire fo | 


1 and 2 story buildings:— 
@ AN “ENGINEERED” CHIMNEY, that 


creates greater heating plant efficiency and a 
better draft than other designs or a com- 
parable masonry chimney — also provides 


ATTIC VENTILATION. 


@ A FINISHED PREFABRICATED CHIMNEY, 
tailor-made at the factory for each individual 
building! 


@ A LIGHTWEIGHT CHIMNEY, that needs 
no EXTRA structural support! It is easy to 
handle and fits between ceiling joists. Saves 
VALUABLE FLOOR SPACE in the utility room. 


@ A WELL DESIGNED CHIMNEY, that 
everyone admires for its APPEARANCE AND 
FLEXIBILITY. The chimney housing has a “new 
modern look’ that harmonizes with today's 
modern-styled homes. The chimney location 


can be in ANY PART OF THE HOUSE. 


@ A QUALITY-BUILT CHIM- wants 
NEY that insures long life and FE 
safety! Built of heavy gauge - 
steel, coated with acid-resisting 
porcelain completely covered 
with molded Fyrex non-com- ( || © 
bustible insulation. I it: 
_| 


@ AN APPROVED CHIMNEY, | 
that is nationally proven suc- 

cessful. Listed by Underwriters Ke «tee =n] 
Laboratories, Accepted by | << Eq 
F.H.A. and approved by local hs 
building authorities. t= 


Write for circular today. | AS WS 


INFORMATION wert te 


CONDENSATION 


CORPORATION 
CHICAGO $1). 


EMGINEERING 


POTOMAC AVE., Wek 
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short or ground that blew the first fuse | 


you tried, when you arrived on the job. 
You aim to rig things so that any short 
or ground lights up a bulb in the fuse 
block. Then you search for the short 
or ground, checking the lighting of the 
bulb continually. You’ve got to take 
into consideration shorts or grounds 
in motors and many other factors, but 
that’s the general idea of using a light 
bulb. 


o, 
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Hughes named President 
at Home Builders Meeting 


AT THE TENTH ANNIVERSARY Conven- 
tion-Exposition of the National Asso- 
ciation of Home Builders held in Chi- 
cago from January 17 to 21, R, G. 
Hughes, builder in Pampa, Tex., was 


| elected president. The gathering, the 


largest of its kind ever held, was at- 
tended by close to 20,000 home build- 
ers, architects and others from the 
building industry. 

Hughes, who is president of the 
Hughes Development Co. and a mem- 
ber of President Eisenhower's Hous- 
ing Advisory Committee, proposed a 
10-year home building and rehabilita- 
tion program. He told newsmen that 
not less than a million new homes are 
needed every year “to take care of new 
family formations, houses destroyed by 
fire, flood and other acts of God, and 
to catch up on the housing shortage 
which still exists in some areas.” He 
stated that builders must balance con- 
struction of new homes with equal 
amounts of rehabilitation and condi- 
tioning of existing houses. 

Home comfort was the dominant 
theme of the several hundred displays 
housed in the Conrad Hilton and Sher- 
man Hotels. About 50 manufacturers 











INSTALVELOPE 


INSTALLMENT ENVELOPES 


KEY 


YOUR 


The general idea of these steps is to | 


10 
EFFICIENT 


Budget Account Handling 





A COURTESY to customers that te- 
turns dividends for you in prompter pay- 
ments, fewer billings, and faster record 
keeping. 

USED NATIONALLY. Many of the 


largest companies rely on and recom- 


mend INSTALVELOPE. It can boost 
YOUR due date collections 10 to 20%! 


ADVERTISES your other products. Each 


| INSTALVELOPE unit can be imprinted 
| with your product message. Customers 
| read your ads regularly . . 
| their meaning. 


. and retain 


Send today for sample and 
— details on INSTALVELOPE 





EFFECTWE TOOLS FOR EFFECTIVE MANAGEMENT. 
 WASSELL ORGANIZATION, INC. 


WESTPORT 9 CONNECTICUT 


Tear Off 
Please send me without obligation, sample 
book and complete information. 


LO EON Se 
were listed under a “Heating, Ven- 
tilating and Airconditioning” classifi- | COMPANY .............ceeeeeeeeeceeneeert’ 
cation and some 20 of them were com- ; 
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panies prominent in the oilheating 
field. ene 
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...then switch to the one line that meets every selling need 


EXAMPLE No. 2: vou acrer ena 


maintaining your profit depends largely on 
minimizing profit-shrinking “call backs” or 
better—eliminating them entirely. That’s 
why—at Bryant—we strive first to give you 
a quality product . . . secondly for a com- 
petitive price. And that’s why, as a Bryant 
dealer you can confidently expect this signifi- 
cant selling advantage. A quality product... 
priced to sell competitively . . . engineered to 
protect your profit . . . designed to become a 
permanent advertisement for your services. 
Your nearby Bryant Distributor has com- 
plete details. It will pay you to call him today. 


HEATIN AIR CONDITIONING 


WATER HEATING 


yant 


. The most complete line in the industry 

. Quality products—Competitively priced 

. Established name—Good customer acceptance 
. Broad, attractive profit margins 

. Local Distributor warehousing and service 

. Factory district representatives and traveling 


sales training and service teams 


Bryant Heater Div., Affiliated Gas Equipment, Inc., 17825 St. Clair Ave., Cleveland 10, Ohio 
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M, anufacturers 


LJetivities 


U.S. Machine unveils Winkler 
Line at Regional Meetings 


THE WINKLER LINE, augmented by a 
series of new oil furnaces and boilers, 
was presented by the U. S. Machine 
Division, Lebanon, Ind., at three re- 
gional dealer meetings in January. 
Claude A. Potts, general sales man- 
ager, told 1,200 dealers and their per- 


sonnel at Chicago, Boston and Phila- 
delphia, “We face a tremendous sell- 
ing challenge, but if preparedness is the 
keynote, we cannot miss.” He prom- 
ised dealers their biggest profit year, 
and noted that production and adver- 
tising campaigns are geared for an all- 
time high. 

Three Winkler plants at Lebanon, 
Ind., and facilities at Indianapolis are 
being utilized to handle stepped-up 
of round gravity and 
square forced air furnaces; central air- 


production 


conditioning units in two and three- 











greenhouses. 


CONVERSION BURNERS 
up to 35 GPH 


DIRECT FIRED HEATERS 
Hi-boy, Lo-boy, suspended 
80,000 to 5,000,000 B.T.U. 


BOILER-BURNER UNITS 


steam—320 to 3000 ft. 
water—510 to 4800 ft. 





DO YOU INSTALL 
INDUSTRIAL LIGHT OIL BURNERS? 


Up To 35 gallons of oil per hour 


A wise dealer AVOIDS taking chances by careful installation 
planning—and choosing good equipment. 


Don’t guess—CHOOSE a Weatherall Industrial light oil burner 
—and GET these ADDED FEATURES. 


WEATHERALL Industrial light Oil Burners are specified when 
dependable, service free operation is required—for schools, 
hospitals, institutions, office buildings, factories, garages and 


Smooth LOW FIRE start 
Positive HIGH FIRE operation 


Modern and foolproof control 
systems 


Electric solenoid oil valves 

No secondary air required 
Complete combustion—High CO, 
Simple and Easy installations 


Minimum service expense 


MAIL TODAY 
| TO: WEATHERALL ENGINEERS, INC. 


478 Smithfield Avenue 
Providence 4, R. I. 


Please send me the complete information 
on Weatherall heating equipment. 
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ton capacities; room airconditioners 
ranging from 2 to 1 hp and a line of 
water heaters. 

The company will sponsor a sales 
contest open to American and Cana- 
dian dealers who will compete against 
their previous sales records. Winners 
will receive an all expenses paid trip 
to Bermuda. 


Chrysler Airtemp expands Sales 
Division; creates new Posts 


J. F. KNOFF, vice president in charge 
of Sales, Chrysler Airtemp, Dayton, 
O., announced a number of major 
changes and promotions in the com- 
pany’s sales staff. 

Four sections will operate under the 
direction of the vice president in 
charge of sales. The departments and 
the men who will direct them are: 
sales, M. T. Bard; sales administration, 
S. R. Prugh; merchandising, E. A. 
Nash; and Airtemp Construction 
Corp., R. B. Stotz. 

In the pictures below are the fol- 
lowing appointees and their new posi- 
tions: S. A. Anderson, Jr., assistant 
sales manager in charge of the southern 
sales division; M. T. Bard; F. J. Laugh- 
na, assistant sales manager in charge 
of the central division; W. E. Ed- 
wards, Atlanta regional sales man- 
ager; Ralph Gonzalez, staff specialist 
in charge of special engineering as 
signments; F. H. Friedel, staff special- 
ist in charge of special sales assign: 
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Cleaner heat—no strong 
air currents to stir up 
dust. 

e 


No interference with 
draperies and furniture 
arrangement. 


& 
Space-saving—incon- 
spicuous—blend in 


with room decoration. 
Easy to clean. 


Uniform air temperature 

from floor to ceiling— 

healthful comfort at the 
floor for children. 


BEFORE’ 





The illustrations above show the amazing transforma- 
tion in a room’s appearance after remodeling with Weil- 
McLain Snug Radiant Baseboards. When you think of 
the thousands of home owners now fed up with old- 
fashioned, large tube radiators, the profit possibilities 
in modernizing with baseboards begin to loom up. 

From every angle of comfort, beauty and conven- 
ience, Weil-McLain Snug Radiant Baseboards have the 
features which sell! They’re cast iron—noiseless in 
operation—mar-proof—easy to clean. The extra large 
waterways in these units provide a high percentage of 
radiant heat—plus ample convected heat from the 
finned rear surface. 

Remember, too, that only with cast iron baseboards 
can you modernize part of the system and still main- 
tain balanced heating! 


For full information, send for Bulletin C-164. 


REMODELING PROFITS! 





A PROVED OPPORTUNITY 





Booklet shows complete 
“before” and “‘after”’ pic- 
tures of a home modern- 
ized with Weil-McLain 
Snug Baseboards—a 
convincing selling help. 
Send for your copy. 





WEIL- Mc: LAIN 








WEIL: McLAIN 


BOILERS - RADIATORS 


SNUG RADIANT BASEBOARD PANELS 


WEIL-McLAIN COMPANY - Dept. R-34, Michigan City, Indiana 











.... Manufacturers’ Activities 


ments; D. E, Parks, Chicago regional 
manager; J. C. Davidson, manager of 
the applications engineering depart- 
ment; and A. J. Schiffmann, assistant 
sales manager in charge of the eastern 





division. 


A million dollar manufacturing plant 
has been completed in Louisville, Ky., 
for the AMER-glas Division of the 
American Air Filter Co., Inc. The 
plant’s location on a 32-acre tract al- 
lows further expansion when needed. 








-| Armstrong Furnace Co. has 
Jobbers Meeting in Columbus 


A NEW LINE of oil-fired heavy duty in- 
dustrial furnaces and an expanded 
line of airconditioners were introduced 
at the annual Armstrong Furnace Co, 
jobbers meeting held in Columbus, 0., 
January 15. 

Herbert G. Hays, chief engineer, 
and George Zimbelman, Des Moines 
plant sales manager, described the new 
units. L. G. Hickok, executive vice 
president and sales manager, an 
nounced that °53 sales, both in dollar 
volume and number of units, were the 


© 
for this new 
‘ best in the history of the 30-year-old 
u urOlator Oil Burner ” nein jobbers were escorted on 


plant tours and shown the changes re’ 
val i cently made when 40,000 square feet 
Pes - 
trou e stopper “ of floor space was added to the Colum. 
bus plant. 
Company officials who participated 
in the meeting were Don H. Kinnan, 














Every OIL BURNER OWNER is a likely 
prospect for this new Purolator Micronic* Oil 


Burner Fuel Filter! Best in its class. Compare inteninn of the teak W. |, Cam 
these features— president; John W. Norland, vice 
UL-approved. Anti-spilling cover. 200-sq. in. filter- president; John R. Swinehart, assistant 
ing surface. Stops dirt down to .0002 in. More than sales manager; H. C. Galleher, adver: 
100 g. p. h. gravity flow rate. 7,000 gal. per year dirt- tising manager and Frank Vaughn, 





retention life. Refill fits all popular filter housings. ne president 


Send for details and name | 
of nearest supplier. “More in °54” to be Timken’s 
*Reg. U.S. Pat. Off. Sales Slogan for the Year 


PUROLATOR PRODUCTS, INC. - 
Rahway, New Jersey and | R. M. MARBERRY, national sales man’ 
Toronto, Ontario, Canada ager for Timken Silent Automatic Di 
Factory Branch Offices: ce ; : : les 
Chicago, Detroit, Los Angeles vision, Detroit, Mich., outlined sales 
activities for the year at the recent 
field men’s meeting in Jackson, Mich. 


PURDLATOR Plans for an accelerated program of 


sales and advertising will be boosted 

: | by the slogan, “More in °54.”” Among 

WORLDS FINEST » OL. FALTER | those attending the meeting were the 
‘ | district and regional sales managers. 
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Mr.BUILDER! 


liestestertantentientantantetententetnan 


HERE’S THE KEY TO | 
QUICKER SALES and ! 


When you install Kaustine oil-fired, 
fully automatic heating in your 
homes, you make your selling job 


PM COT A PO RR RN Eee cme = 
easier. You offer today’s exacting buyers a 


top quality heating plant with an unsur- 
passed ability to deliver maximum heat per 
fuel dollar and an enviable record for 
trouble-free service. 


Kaustine Engineering and Factory 
Assembly enable you to cut con- 
struction and installation costs. 


Kaustine Design saves valuable floor space 




























as these compact units operate efficiently in 
a minimum area. Add to this Kaustine’s 
competitive cost and you have a greater 


profit margin. 
ed) air heating units delivering from 

65,000 to 250,000 B. T. U.’s in 
models for every type of installation in any 
style or size of home. 








The Kaustine “LOW BOY” 


These fully automatic oil-fired Low Boys 
are designed for cellar installation. There 
are three factory assembled models deliv- 
ering 85,000 B.T.U.’s, 95,000 B.T.U.’s and 
110,000 B.T.U.’s. Larger units up to 250,000 
B.T.U.’s are shipped knocked down. 


The Kaustine line offers forced 











ae we 


oudlity 
semtice 


SATISFACTION ne 
{ aqusline WRITE FOR FULL INFORMATION TO DEPT. F-3 

























There is a Kaustine Furnace or Winter 
Air Conditioner for every type of home. 
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.... Manufacturers’ Activities 


Allied Oil slide Rule 

computes fuel Costs 
A SLIDE RULE, developed by Allied Oil 
Co., Standard Bldg., Cleveland 1, 
Ohio, is a fuel conversion chart which 
computes comparative costs for fuel- 
oil, coal and gas. When the rule is set 
to indicate the local cost of any of the 
fuels under its appropriate Btu value, 
the other scales then show the com- 
parative costs of the other two fuels. 
A fourth scale registers the cost of all 
fuels for each million Btu. 





Slide rule available from Allied Oil Co., Standard Building, Cleveland 1, 






ALLIED OIL 
FUEL COST CONVERSION CHART 


Exarogle: For af oh 1 200 
BTU at « cost of 6 conte 


rwad St conts per milfign 
BTU shove M% 


Equivalent warth of other 

foals 
Example, Satting Hide as 
above ot 1000 BTU Ott 
ot $ cents par gotten read 
12100 BTU Cool ot MM 
per ton, 1000 BTU Gas at 
40 cants per 1,000 ow. ft; 
4 comnts per million BTU 
ot 100% sfficiency. 


Cost per million BTU at a 

porticutar aHixioncy 
Example. # the abeve off 
is burned ot 86% eMiciency 


Ohio, 


will compute comparative costs for fueloil, coal and gas. When set to indicate 
local cost of any fuel according to appropriate BTU value comparative costs of 
other two fuels show up on other scales. 





The Fully Automatic Heating Plant 
Small Home Builders Are Interested 
LOW PRICE! 


-Pake 


in Because of 






The Beth-Pak is only 56” high, 
yet it automatically supplies 
all the heat and hot water own- 
ers of small homes want! IT’S 
THE BIG BUY IN ’54, be- 
lieve us! 


Wire or write today for full facts about the Bethlehem Beth-Pak Franchise. 


BETHLEHEM FOUNDRY & MACHINE CO. 





BETHLEHEM, PA., U.S.A. 


(a et SC RAEN ARNG RSS Ae te AS SUPA I et ee SANSA SPE EN ANAS AHO ee AR 
ERB ea RR LRRD A ESRD PIE SLAB RES.» BEER A aa, anchcenaeaai 
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Mr. Dealer! .. . Here is your oppor- 
tunity to sell a top quality, fully auto- 
matic oil heat plant in quantities—direct 
to the builders of small homes. Yes, 
builders everywhere have asked for this 
compact, low cost unit that will give a 
lifetime service at a low, low cost! Now, 
here it is—the New Beth-Pak! And, best 
of all, there’s a Big Profit for you, too! 


An integral part of the Beth-Pak is 
a specially designed burner, a compact 
precision machine engineered to perform 
its function with greater efficiency than 
anything of its kind before. The boiler 
has a scientifically engineered combus- 
tion chamber which assures complete, 
clean combustion with maximum output. 
The boiler itself is made of special steel 
plate which resists rust and corrosion, 
and which stands up well under the 
rapid and extreme temperature changes 
to which it is necessarily subjected. 


® pre-wired and pre-assembled 
® easy to install 

® fully automatic 

®@ low operating cost 

® plenty of heat and hot water 
® quiet operation 

® compact—56" high, 22" wide 
® quality made throughout 

® unmatched in performance 


Beth-Pak is made by the manufac- 
turers of the famous. Bethlehem 
Dynatherm and Crugade-a-therm 
package units. 











The rule in the illustration has been 
set for example only at the problem 
worked out in the explanatory copy 
to the right of the rule itself. This 
shows that 150,000 Btu fueloil at 6¢ 
a gallon is equivalent to 12,000 Btu 
coal at $9.60 a ton, 550 Btu gas at 22¢ 
per 1,000 cu. ft. and 1,000 Btu gas at 
40¢ per 1,000 cu, ft. 

The reverse side of the rule contains 
scales to show Btu content of fueloils 
per gallon and per pound for various 
API gravities, Another set of scales 
constitute a viscosity - temperature 
chart, indicating pumping and atomiz- 
ing temperatures for fueloils at vary 
ing viscosities. 

The slide rules are available from 
Allied at a cost of $1.00 each. 





C. S. "Chet" Stackpole 

Chester S. Stackpole has been ap: 
pointed general sales manager of the 
Union Asbestos and Rubber Com 
pany’s Heating and Cooling Division, 
Chicago. Stackpole was formerly vice 
president of Airtemp and vice presv 
dent of Oil-O-Matic. He will be in 
charge of sales and marketing ° 
Unarco’s heating and cooling products. 
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You Can Save Time and Money 
With This New Complete 
Comprehensive Third 





























am || thane Edition me 
ts of BOILERS at TRADE NAMES 
«| BEACON BOILER REFERENCE BOOK 


14 Gas Heating men will find it a vast reservoir of help— 


Jas at 

















This new Third Edition contains much more data than the 


tains | seeond edition which was published many years ago. The size 


eloils 


is 8144 x 11144 — very handy and convenient, it contains more 
rious ; . , ; ‘ 
ee than 200 pages and carries ratings on domestic heating boilers 
Cales y 
nll up to 3,000 sq. feet of steam and equivalent Hot Water. 
omiz All ratings are taken from the Manufacturer’s own statements 
vary’ of specifications and technical information. eee of ort ~~ 
fais Heating Contractors and all persons engaged in installation 


of Boilers, including Dealers, Salesmen, Estimators and Service 
men, have highly endorsed the accuracy of information and 





stated how much help they derived from the contents of Beacon 
Boiler Reference Book. 





You, too, we are certain, will also find it very valuable, help- 


ful and profitable. 

















We are holding the price down to $4.00 a copy, in spite of 

















mounting costs of printing, paper, publishing and other costs. 





=u 


Order Your Copy Today! Please Mail Remittance With Your Order. $4.00. 


HEATING PUBLISHERS, Inc. sew vor 35.0. ¥. 














Heating Publishers, Inc. 
2 W. 45 St., New York 36, N. Y. 
a ap” O.K.... Please ship ............ copies of BEACON BOILER REFERENCE BOOK @ $4.00 each.... 
he 
Res ee a ee a ee a ee eR roman ee er or rir Se 
"s10N, 
y vice By cays is sg pine Ke «0.5.25 Uo Bos Soa ed ee Pernt ean bse 4 ASate 
presi 
ee ny vu obo wd cide eb ub-d bwuruiedialnia « 0.0 kiln ’eWelWp'nbeiota’e ined aa Miieminae 2a Gres rene 
ig of Enclosed is our check for this order. 
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Torrington completes Canadian specially designed registers on outside "49 exposition in Chicago, more than 
Plant in Oakville, Ontario walls. Since its introduction at the Na- 100,000 of the small duct perimeter 
tional Association of Home Builders systems have been installed. 


“ee eevee eevee ereoer eres ee eee eee ereoereeoereeeeeeeeee ee eee eee ee eee eee ees eeeng 


TORRINGTON Manufacturing Co. has 
completed a new plant at Oakville, 
Ont., for its wholly-owned subsidiary, 
Torrington Manufacturing Co. of 
Canada, Ltd. 

The new plant, which has been de- 









signed for future expansion on its five 
acre site, is equipped with fluorescent 
lighting, sliding plate glass windows, 
acoustic tile and solex glass screens. 

The Oakville plant will help make 
Torrington’s line of fan blades and 
blower wheels available to Canadian 
customers. 


G-E marks 5th Anniversary 
of ‘Air-Wall’ perimeter system 





Property owners, managers and main: 
tenance people have been attending a 
“Fuel Conservation School’ spon: 
sored by the Heat Timer Corp., New 
York. President Edward Zietland 
(above) and his brother Harry, left, 
both teach courses in more economic 
methods of using automatic controls 
on heating units. 


THE FIFTH anniversary of the intro- 
duction of General Electric “Air- 
Wall” was marked by the company’s 
Home Heating and Cooling Depart- 
ment in Bloomfield, N. J., February 
19, 

G-E’s “Air-Wall” was the first suc- 
cessful air distribution system to use 
standard four-inch round ducts with 


BUILT FOR SERVICE 


sand the serviceman! 












The Outstanding Leader 
In Hundreds of Makes of Oil Burners 


In Domestic and Industrial Types 


Quickly installed ... easily serviced. Simple in 
design, sturdy in construction for long life, de- 
pendable performance on oil burner fans and 
pumps. 

Lovejoy Flexible Couplings eliminate vibration 
. .. insure steady, quiet operation . . . increase 
burner efficiency. 

TYPE DX > 
. . . ideal for close-quarter ap- 
plications. Quickly installed, eas- 


ily serviced. Many manufacturers sup- 
ply Lovejoy jaws on blower hubs at no 


DIELECTRIC Ignition Electrodes are 
available in standard types, and in 
special sizes and shapes — all with 
Underwriters’ Laboratories approv- 
al. Cable assemblies and bus bars 



















extra cost. f e: for your most efficient hook - up 
REPAIR KIT Mp iris, from transformer to electrode. Con- 
= ips sult us. DIELECTRIC is at your service. 


... this handy 32-piece kit 
has everything the oil-burner 
serviceman needs for cou- 
pling repair or replacement. 
For shafts 5/16” to 5%” di- 
ameter, 154” to 514” length. 
In hinged-lid steel box. 


UT 
Write today for illustrated bulletin 


and price lists. PRODUCTS CO.. Talon 
125 VIRGINIA AVE., JERSEY CITY 5, N.J. 


4812 W. LAKE STREET CHICAGO 44, ILLINOIS 
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rolling in... it’s a 
iccess. And there’s a sure sign of 
5. Oil Burners. 


3 With the fuel-saving High Temperature Combustion Head . . . exclusive 
Vernier-Flame Control . . . Delayed Oil Valve . . . Instantaneous Fuel Cut Off... smooth 

re efficient performance... and precision-built quality ... these burners have given 

in U. S. dealers a decided advantage over competition. What’s more, 

ith U. S. offers a complete line of quality burners ranging in capacities from 0.50 to 

v- 


20.00 G.P.H. Interested? Contact your heating wholesaler or write us direct. 










HICH— The High Temperature 

















Combustion Head makes possible Model 400 S Model 400 AF Model 400 

fuel savings up to 36%—a real U. S. 0.50 to 3.00 G.P.H. 0.65 to 1.50 G.P.H. 0.65 to 4.00 G.P.H 

selling feature. 1.35 to 2.00 G.P.H. , 
ee 
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Wichita laboratory Home 
to aid Coleman Research 


A SIX ROOM modern house at Wichita 
University has been dedicated to the 
search for new, better and more eff- 





cient methods to heat and cool small 
houses. Before the interior was fin- 
ished, the research residence began 
testing equipment for the Coleman 
Co., Inc., Wichita, Kans. 


In the first experiments, air ducts 








3!4 inches in diameter have been em- 
bedded in the slab floor. The ducts con- 
nect a centrally located forced air fur- 
| nace with registers installed in the floor 
and near the outside walls of each 


Here's what keeps Sinclair a 
a To find out what happens to the 
ahead of competition... 





warm air from the time it leaves the 
| furnace until it flows into the living 





space, the Foundation for Industrial 
| Research engineers have embedded 
" SINCLAIR | wire thermocouples to a depth of four 
p | feet below the surface of the slab. 
ANTI-RUST FUEL OIL IS | Other thermocouples are buried at f ~ 
( Containing RD-119* ) | three feet, two feet and one foot. The 
| thermocouples lead to automatic re 
| cording instruments which jot down 
| the temperatures. In all, there are 375 
temperature check points beneath the 
floor, 50 at floor level and 150 inside 
the house. 
Experiments with the Coleman small 
| pipe perimeter heating system will oc- 
cupy several weeks, The efficiency of 
year-round airconditioning equipment 
will next be measured. 





In a special test section, ducts of 
| tile and metal buried at different 
| depths and with different insulation sh 


« Bee. 
= | will provide data on which duct is best 
for heating this type house. 

Dr. Luther Lyon is director of the 


Foundation. 


There is a difference in fuel oils...and it’s this Sinclair 
difference that makes it easier to switch prospects into cus- 
tomers. Sinclair Anti-Rust Fuel Oil contains the amazing 
rust inhibitor RD-119®. It protects against rust-clogged 
filters and burner nozzles. 
You'll find this top quality fuel oil reduces service calls | 
— builds good will and boosts your profits. Switch now to | TWO SALES REGIONS have been added 
the fuel oil that’s really different. to the present four-region national 
marketing pattern by the Air Cond 
tioning Division of the General Elec’ 
tric Co. The headquarters for the rr — ~— 
y fd iM Cc L A ; pn gions will be Cleveland, O., and At 


lanta, Ga. 
= Jack S. Beldon, manager of market’ 
U E L © 4 L ing, said, “The addition of two new 
ah RD She ® regions will distribute the increasing 
a “l 4 sales load more evenly and enable 
March 
1954 


G-E Airconditioning Division 
expands marketing Program 
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. .. - Manufacturers’ Activities 


our enlarged field staff to maintain 
closer contact with our distributor and 
dealer organizations.” 

The southeastern region will include 
states from Maryland through Florida. 
Cleveland will be headquarters for the 
East Central region which runs from 
western Pennsylvania through Indiana 
and Michigan. 


Lindberg, Carlin President, 
to survey European Market 
BERNARD C, LINDBERG, president, Car- 
lin Co., Wetherfield, Conn., has left 
for an extensive European trip, He 
plans to discuss European sales of U. S. 
Oil Burners with both established and 
potential distributors, 
His itinerary includes Holland, Bel- 
gium, Switzerland, Germany, Finland 
and various Mediterranean countries. 


Promotions made in General 
Refractories’ Sales Division 


PROMOTIONS in the sales department 
of General Refractories, Co., Phila- 
delphia, have been announced by Drew 
M. Thorpe, vice president: 








UNFAILING 











"Where'll we put the thermostat, Lady?" 


Predictions of atomic-fired heating systems for the home get cartoon treatment 


in a calendar created for Minneapolis 


Sere ie es tS SS ee ee ee a ee oe ee ee ae se ee 


Edward E. Christopher, formerly 
district sales manager in St. Louis, now 
heads the New York Sales Office. Nel- 
son W. Bowman moves to the main 
office in Philadelphia. 

Thomas F. Fallon has been ap- 
pointed district sales manager of St. 
Louis. Ward M. Troutman succeeds 
David R. Sieber as district sales man- 


-Honeywell’s Industrial Division. 


Seovesee Cv owe eee eer R eee we 8 0 6 ee See 


ager in Pittsburgh. Sieber has been 
with the company since 1923 and will 
remain in a consulting position. Fred 
W. Schwartz becomes Troutman’s as- 
sistant. 

Paul M. Johnson, formerly of 
Youngstown Sheet and Tube Co., has 
joined the company as sales engineer 
in the Cleveland office. 





Styled for 


ter return air. Six po 


New Square Design 
Lima Ceiling Diffuser 


rectangular rooms 
and square block ceilings, 
complete 4-way diffusion, full 
center damper opening, full 
heat shut-off. Ideal for perime 


puloar sizes. 
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IGNITION b Comb , 
new Dew and ou 
FOR : ; 
0 in heating 
OIL BURNER P 
. or cooling 
GNITION is at its best when an oil burner 
is equipped with a Dongan Transformer— K 





the transformer with many unusual construc- 
tion features. Insulated under high vacuum. 
Protected against injury from electrical surges. 
Laminations heat-treated to remove internal 
stresses. 


Modern styling, efficient air dif- 
fusion. Built-in damper. In new 
house unit sets about 34"' into 
wall... in old house unit butts 
up against baseboard. Stand- 
ard four foot and two foot sizes. 


New LIMA 
Extended Baseboard 
e Perimeter Diffuser 






Voltages from 5,000 to 20,000 
A variety of sizes and mountings é 


ME 


register co. 
Lima, Ohio 


Write for details and catalog of complete 
Lima line of quality diffusers, registers, 
grilles. 












Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 
"The Dongan Line Since 1909” 


WRITE FOR 


Literature 


sold exclusively through heating 


hai “= 
imOOOR COMFORT 
D>, eS wholesalers and manufacturers. 
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‘‘Galongage builds customer 
satisfaction and sells 
oil burners for me”’ 





No wonder more and more dealers today are using Galongage. With 
Galongage you cut installation time and service calls to a minimum. You 
will find customers appreciate its greater accuracy and appearance too 
— aconstant reminder that you have given them the best in heating equip- 
ment. Remember their good will is your greatest asset. 


Do justice to a quality job by installing the best — Galongage. Write 
today for complete details. 


Also INTERNATIONAL, now Underwriters’ approved, 
for the finest in lever arm type gauges. 


APPLIED MECHANICS COMPANY 


167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 




















add a PLUS” to your 


heating installations 
.- build good will 


GUARANTEED AIR VALVES 
war-rmer THERMOVALVE 


makes it possible to dial for 
precise temperature desired in 
each room. Has built-in thermostat. 
Will work on any 1-pipe steam system 
without interfering with existing con- 
trols. Noiseless operation. Angle or 
straight shank. List $3.95 


weat-rmer WARIVALVE 


brings the heat quickly to ‘‘hard- 
to-heat’’ radiators, mains and 
risers of 1-pipe steam systems. This 
quick-vent valve has venting orifice, 
variable 0” to 5/16”. Angle or 
straight shank. List $3.45 


HEAT-TIMER CORP’N 


657 Broadway, New York 12, AL 4-5380 


Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 
Varivalves, Motorized Valves; Smoke-Eye Smoke Alarm; 
Fire-Chief Fire Alarm and other outstanding products. 


oil 
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precision-made; 
long-life; brass, 
chromeplated. 














Applying Fertil-Ade, true liquid 
fertilizer, to your customers’ 
lawns and gardens. 














10 gallons of Fertil-Ade, mixed with 1,000 gal- 
lons of water, fertilizes 10 lawns of 4,000 square 
feet. One truck can service at least 20 lawns a 
day; at a selling price of $8.50 per 4,000 square 
feet, you gross $170.00 per day. Fertil-Ade for 20 
lawns costs only $40.00! 


There’s no dead-head depreciationon trucks or sum- 
mer layoffs of valuable trained help if you con- 
vert to Fertil-Ade servicing this Spring. Your 
trucks and drivers operate profitably all year, you 
keep in contact with your present customers, and 
you develop new fuel-oil customers. 


These Sales Aids make 
Fertil-Ade easy to sell ! 
© Four-page, two-color handbills. 
* Colorful direct-mail pieces. 


® Contract forms for regular servicing. 
e Hard-selling newspaper ad mats. 





Converting a fuel- 
oil truck is easy... 
costs less than 
$300.00 per truck. 





For additional information and prices write to: 


SMITH EQUIPMENT AND SUPPLY CO. 





1615-21 N. Central Avenve, Chicago, Ill. 
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. ..+ Manufacturers’ Activities 














































Renick & Mahoney, Inc., oil equipment 
distributors in New York City, recent- 
ly celebrated the beginning of its 30th 
year in business with a party, August 
Schramm, president, spoke briefly and 
honored several employees for terms 
of service ranging from 18 to 25 years. 





Minneapolis-Honeywell changes 

Color of Heating Controls 
IN THE FUTURE, Minneapolis-Honey- 
well Regulator Co. will use a gray 
finish on all damper motors, relays, 





furnace controls and oil-burner regu- 


lators formerly only supplied with 
black covers. The change follows the 
company’s development of the “round” 
thermostat, with the removable cover 
that can be painted to harmonize with 
different color schemes. 


Henry Dreyfuss, industrial designer 
who styled the thermostat, recom- 
mended the shift in color on the 
grounds that functionally, gray as a 
background affords greater visibility 
of controls and panels—thereby in- 
creasing efficiency and ease of opera- 
tion. 


Plants in Minneapolis, Chicago, 


Wabash, Ind., Toronto and Gardena, 
FOR OIL BURNING and GAS FIRED INSTALLATIONS jee i adel tee 
More Than 80 Different Valve Types Available alit., will make the instruments # 


either a gray wrinkle or flat finish. 












Bell & Gossett holds Chicago 


Meeting for sales Personnel 


MORE THAN 100 sales representatives 
of Bell & Gossett Co., Morton Grove, 
Ill., met in Chicago February 4. Dur- 
ing the four day conference the repre- 
sentatives toured the company’s manu’ 
facturing facilities, 





FIROMATIC 

OFFSET TANK VALVE 
Available in 24 Differ- 
ent Types. For Use On 
Any Oil Tank or Drum. 





FIROMATIC 
GLOBE VALVE 


Self-Adjusting Stuffing 
Box and Back Seat Fea- 
ture Prevent Leaks at 



















— momar Executives of the company ad 
Two Side Indicator Vi- dressed the group and explained the 
sion. Available in 1!/2"' = h 
and 2". sales and advertising plans for the 


coming year. 


FIROMATIC 
FUEL OIL FILTER 


Greater Capacity ...M es ° 
Sinecen tien. "Kiepaale Sid Harvey closes °53 Books 
with 28% Increase over ’52 


For All Service. 

SID HARVEY, INC., Valley Stream, 
N. Y., yearend report shows that their 
dealer sales in rebuilt oi] burner, gas 
burner and stoker parts increased 
28% in 1953 over 1952. 

Sales of new parts in the same pe’ 
riod’ were up 18%. Total sales of the 
combined Sid Harvey companies was 
the largest in the history. 
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SPENCER’S 


POPULAR “C” BOILERS 
NOW OFFER NEW FEATURES 
oo» NEW SIZES... 
MORE ATTRACTIVE PRICES! 


Now, the most popular series in 
Spencer’s quality line of boilers is 
available for a wider range of jobs... 
and at more attractive prices. 


Improved design now makes this 
outstanding boiler available with stand- 
ard 15” base or extra base heights, 
at nominal charge, for special fuel- 
burning installations. Four new larger 
models, with heavy 3” fire tubes, have 
been added to the line, providing 
greater range in application. 














Here are some of the outstanding 
features of the Spencer “C”’ Boilers: 
water-cooled, precision-ground flue 
and fire-door frames, equipped with 
heavy cast-iron insulated doors; extra- 
heavy steel-plate smokeboxes; stag- 
gered boiler tubes for rapid heat trans- 
fer; service water-heating coils in many 
capacities. 





Entire boiler line available with 
attractive standard jackets, insulated 
with glass wool, with beautiful blue- 
gray hammerloy finish. 

Any fuel can be fired in the Spencer 
“C” Boilers. Easily and quickly con- 
verted from hand to automatic firing. 
For any job—residential, indus- 
trial or commercial—requiring 1100 
to 5000-sq.-ft. net load steam, low 





og? 


pressure, specify one of Spencer’s ‘ 
Series. Save dollars and provide the 
highest quality heating plant available. 


zi 
SPENCER 


HEATER 
%, LYCOMING DIVISION w? 


<<, ® 
A N 
“Sony ‘|! (Oe) panns™ 


Spencer Heaters—-Dept. FO-34 
Lycoming Division 

AVCO Manufacturing Corp. 
Williamsport, Pennsylvania 


66 95 Dear Sirs: 
Please send additional information and 
: specifications on the new Spencer “C’’ 


Series Boilers to: 


For Larger Homes, Motels, Schaols, Churches, Apartments ies 
Commercial and Industrial Buildings 

Capacity Range: 1100 to 5000 sq. ft.steam net rating 

(H} 1760 to 8000 sq. 6 water-net rating Kies 


Position 
Company 


a 
@eeeeeendeedeseeeeo eee eo eee 
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Profits in Cooling 
(Begins on page 65) 
done with lower suction tem- 

























perature and smaller evapora- 
tor surface. 

Since all of these conditions gen- 
erally apply for any type of refrigera- 
tion system, it is important for engi- 
neers to establish what the operating 
conditions will apply when they select 
the components that will make up the 
refrigeration cycle. It is not possible for 
the user or the contractor to compare 
different machines without first being 
certain that the relative performance 
data is based on the identical condi- 
tions mentioned above, which condi- 
tions seriously affect performance, 

The preceding text has covered in 
some detail the major components of 
the typical refrigeration cycle. Our dia- 
gram, Fig. 1, also includes some of the 
most common accessories. These in- 
clude: 

1. Liquid strainer—to protect deli- 

cate valve parts from damage that 

could be caused by dust or scale. 
2. Heat exchanger—a means of im- 
proving efiiciency and capacity by 


tn 


. Hi-Lo 


passing heat from warm liquid 
refrigerant to cooler compressor 
suction gas. This also protects 
compressor from damage caused 
if liquid is drawn through its suc- 
tion parts, since the heating will 


boil the liquid. 


. Dehydrator, or a sleeve contain- 


ing chemical which removes traces 
of moisture which may get into 
the system. Moisture can become 
frozen on the expansion valve to 
prevent proper functioning. It is 
also responsible for corrosion. 


. Solenoid valve, electrically opened 


when cycle starts, and closed when 
cycle is stopped. This avoids leak- 
age through the expansion valve 
during shut-down. 
pressure switch wired 
through compressor motor, The 
low side stops motor if suction 
pressure gets below normal, indi- 
cating not enough work to be 
done at the evaporator, The high 
side is a safety to stop motor and 
protect it from overload, should 
trouble cause excessive high head 
pressure. 


6. Water regulating valve on the in- 
let of condenser water circuit. 
This is adjusted to maintain rea- 
sonable high pressure, to open and 
pass more water if pressure in- 
creases, and to close as pressure 
decreases. This avoids wasting 

water. 

In the industry it is common prac- 
tice to refer to a single part of the 
refrigeration cycle as being either on 
the “high” or the “low” side. It is cus 
tomary to include the expansion valve 
with the cooling coil and the low pres- 
sure piping to the compressor as low 
side equipment, and all else as high 
side. 

Although any chain is weakened by 
a single link, the high side design is 
probably more critical than the low 
side. The compressor is normally con- 
sidered to be the heart of the system 
There are several distinctly different 
types being offered by experienced 
manufacturers. The installment which 
is to follow will review some of the 
more important features. 

In some instances the condenser per- 
formance is even more critical. There 






















installation. 





Yes, 20% smaller, to be 
exact. This, with lighter 
weight, makes for easier 


In spite of 
smaller size, less weight 
the new All Copper Aqua- 
Heater has 


LARGER HOT WATER CAPACITY — 


Because of finned copper, instead of bare cop- 
per coils, plus AquaHeater’s famed counter- 
flow principle, performance has been stepped 


. and flawless: / 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures... 
and give years of “flawless” performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 


SINCE Siz 


COMBUSTION 





that’s why they‘re “tough” 








up a good 15% in the great new 


AquaHeaTer 


The Cu! Tankless Water Heater 
GUARANTEED FOR 15 YEARS 





See your Plumbing Supply Dealer 
Manufactured by 


JOSEPH E. LEWIS & CO., INC. 


BALTIMORE 30, MD. 





The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 


Special designs to meet furnace and boiler manufac- 
turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 








GE 


Sebring, Ohio °¢ 


——, 


CLAY FORMING CO. 
Phone: 8-614] 














BACKWALLS ¢ STOVE LINERS 


| | Mtfg’s. of RADIANTS 
| \COMBUSTION CHAMBERS ¢ INSULATING BRICK ¢ 
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Petro 


OIL BURNERS 





are easier to sell— easier to install 





VY A COMPLETE LINE 
What a wonderful sales help! There’s no hemming and 
hawing ... no installing a unit “that should work just as 
good.’ With PETRO oil heating there’s a compact unit to 
fit the exact heating need, no matter how large or small. 


Y SIMPLE, DEPENDABLE OPERATION 
Petro oil equipment is simple and sturdy. There are no 
trouble-making “‘gadgets.’’ Easy access to oil and ignition 
lines, protected wire connections and heavy mounting 
flanges make Petro equipment easy and profitable to install. 


{/ OUTSTANDING FUEL ECONOMY 


Here’s where your salesmen can move into high gear. 
Petro oil equipment has an economy story that is unex- 
celled. Effective control, and accurate mixing of the oil 
and air is the answer. 


A A NAME THAT HAS BEEN KNOWN AND 
TRUSTED FOR MORE THAN HALF-A-CENTURY 


One of the very oldest and most reliable names in auto- 
matic heating, Petro has built a reputation and customer 
confidence that really helps you se// equipment. 


Residential Oil and Gas Burners, Oil and Gas Furnaces and Boilers, 
Industrial and Commercial Oil, Gas and Oil-Gas 
Combination Burners 


ETR 


T.M. REG. U.S. PAT. OFF. 














p 


Over 50 Years of Leadership 
in Automatic Heating and Power Equipment 


eloil 





RESIDENTIAL FURNACES AND BOILERS 


Complete winter air conditioners made 
in popular sizes to fit the heating needs 
of homes from 4 to 10 rooms. Extremely 
compact and attractive. Real fuel-savers. 
Both Highboy and Lowboy models avail- 
able. Lowboy shown at right. 





INDUSTRIAL OIL BURNERS 


Horizontal rotary type. Burn 
low-cost heavy fuel oil with 
complete reliability. Models 
for every industrial need. 
Capacities up to 200 gallons 
per hour. 





CONVERSION UNITS 


Efficient, trouble-free oil 
burners for home and com- 
mercial use. Capacities up to 
20 gallons per hour. 











COMBINATION OIL-GAS 
BURNERS 
This commercial-industrial 
burner is the answer to sea- 
sonal fuel shortages. Makes 
possible advantages in eco- 
nomical fuel buying. 








HORIZONTAL FURNACE 


Hang it or hide it—this winter 
air conditioner fits anywhere. 
Available in 5 models from 
80,000 to 180,000 Btu’s (out- 
put at bonnet). 


WRITE FOR FULL INFORMATION: Petro; 3061 W. 106th S?., Cleveland 


11, Ohio. In Canada: 2231 Bloor 


Street West, Toronto, Ontario. 
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is a good variety of types of condensers 
which may be employed. This applies 
to the same and to different makes of 
air cooling units. The proper selection 
of size and type will of course affect 
the price of the installation, It also will 
have a marked effect on the amount 
which the owner must spend for op- 
erating expense. The article which is 
to follow in this series will cover these 
important points, to provide the con- 
tractor with facts which will enable 
him to make a proper analysis of and 
recommendation for his customers’ 
greatest over-all benefit. 


o, 
“9 


Robert S. Rickabaugh, sales man- 
ager, Wet Heat Division, Tuttle & 
Bailey, Inc., New Britain, Conn., is 
the new president of the Convector 
Manufacturers Association succeeding 
Ray O. Reeves, Airtherm Manufac- 
turing Co., St. Louis. Reeves was 
named vice president, and George W. 
McCormick, Jr., was re-elected secre- 
tary-treasurer with offices at the asso- 
ciation headquarters in Detroit. 





Atlantic Refinery Co. opens 
East Coast Catforming Unit 
A CATFORMING UNIT with a daily pro- 
ductive capacity of 500,000 gallons of 
high octane gaso- 
line has been con- 
structed and put 
into operation by 
the Atlantic Re- 
finery Co, in the 
Philadelphia area. 

Now 


constructed are a 


being 


synthetic 
ammonia plant, a 
catalytic cracking 
unit, a distillation 
unit with a run- ii ' 

50,000 barrels of 
crude oil daily, and an aviation alky- 


ning capacity of 


late unit. 

The refinery will produce hydrogen 
as a by-product; this will be combined 
with nitrogen obtained from the air to 
produce ammonia, When finished the 
capacity of the ammonia plant will be 
100 tons of ammonia daily. 

The heart of the Catforming process 

















OIL TANKS 


Basement or Underground 


Price domestic fuel oil storage tanks are man- 
ufactured to Underwriters specifications and bear 
Underwriters labels. 


is a catalyst containing platinum. The 
unit uses 40,000 pounds of this cata- 
lyst, containing 2,680 ounces of plati- 


num valued at $250,000. 


Hev-E-Oil Burner Distributors 
to hold East Coast Schools 


SERVICE AND SALES schools in Wil- 
Washington, 
Jacksonville and Miami have been held 
by Hev-E-Oil Burner Distributors, 
Chicago. Frank M. Wymbs, president, 
and Thomas Walczak, sales manager, 


mington, Baltimore, 


conducted the courses. 





for 





















E-Z 
tion 
and 
Pipe 
a st 
ban: 
Pipe 
















Obround Basement 
(Vertical or Horizontal) Round Underground 
Cap. in Cap. in 
AND Gals. Gauge Size Gals. Gauge Size 
275 140,12 27x44x60 285 12 38x 60 
EVERY 220 I40r12 27x44x48 | 550 12 46x 76 
235 140r12 22x44x 60 1000 10 52x 110 
275 12 22 x 44 x 72 
















OIL THRIFTY Write Today for Catalog and Prices 


aA - 


FIREPLACE HEATER & TANK div. 
PRICE NATIONAL CORPORATION 


\ 
237 Jackson Rd 
Philodelohia., 





PACKS A FACTORY GUARANTEE 


HERCO OIL BURNER CORPORATION, LANCASTER, PA. 


152 W. Austin Street 
Buffalo. N Y 





Pas 
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put these All-Star 





features to work 


By taking advantage of these Windmaster features 


Calibrated Weight gives 


k rating efficiency for the 
you help Gave pes ope g Y quick, accurate draft adjustment 


modern oil-burning equipment you install. At the same right on the job with no factory 
: ; : ; , setting to take for granted. 
time, you make the job of installation easier and Makes use of draft gauge easier 


; : , by eliminating guesswork. 
quicker ... and reduce complaints and service call-backs. 


Stop in at your jobber’s and pick up a Windmaster 













Draft Control for your next heating job. Or, write 


for literature and prices. 


E-Z 'Dapter Simplifies Installa- 
tion. Optional accessory, blanked 
and flanged to guarantee full size 
pipe opening. Only tool needed is 
a screwdriver to tighten control 
bands around it. Each size fits two 
pipe sizes. 


Angle mounted 
square vane provides 
more free area... 
assures quicker relief 
right when it is needed 
without that quivering 
first 45° of movement. 


oe 
et 














6S) DuPont Molded Nylon Bear- 
KS ings can't rust or corrode... . 


Sloping Pipe Mounting is made possible by | pil . 

the thrust bearing effect of the nylon bearings. ZA never need oiling . . . will out- 
Can be mounted on sloping, horizontal or ver- C4 weer steel - ++ and are perma- 
tical pipe without leveling across bearings. a nently silent. 


Permanent, Positive Stops. Projections on 
nylon bearings stop vane at end of upward 
swing, tie-bar across bearings stop vane at end 


SG 
of downward travel. Stops can't get bent nor yh. a Z « 
vane go too far. in mes er 


/ SA RADI ¥ 
Fewer Sizes Needed. Only three control 


sizes will fit six different pipe diameters, pro- Post Office Box 776 * Columbus 16, Ohio 
viding complete flexibility with few sizes for : 


residential jobs. 











YOU ALSO GET THE 


BIG SIZES 





A COMPLETE RANGE OF SIZES... 
from 75,000 BTU to 500,000 BTU 


A COMPLETE LINE OF MODELS... 


Horizontal e Vertical « Basement 
Downflo « HiBoy « LoBoy ¢ Suspended 





OIL FIRED 
WARM AIR 
FURNACES 
can be easily 
converted to gas 




















SPECIAL ORDER SERVICE 
on any size unit UP TO 1,000,000 BTU 


P 


For jobs that require units larger than 500,000 B.T.U., Besser 


offers fast, reliable Special Order Service. We have the facilities 
to build any type unit required, up to 1,000,000 B.T.U. output. 
Every “‘special order” is built to the same high standards of the 
regular Besser line. Whatever your need, we can build it! 


( A NEW PROFIT-MAKER 
JOINS THE BESSER LINE 


Revolutionary 
HORIZONTAL Summer 
AIR CONDITIONERS 


for Residential or Commercial installations 


Combining space-saving “horizontal” design with an en- 
tirely new cooling principle, Besser Summer Air Conditioners 
bring central air conditioning within the reach of almost 
everyone. Designed for installation and operation in con- 
junction with central heating systems, units are fully adapt- 
able to either warm air or hot water heating. Greatly in- 
creased efficiency lowers initial and operating costs through 
use of smaller units. 


Available in 2, 3 and 5-Ton units. 


“Only the BEST goes into a BESSER!” 


BESS € Romie: aie conorrioners 
The Complete Line for Year-Round Profits 


BESSER METAL PRODUCTS CORP., P. O. BOX 4064, CHARLOTTE, N. C. 








New Products 


Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 158 to FUELOIL & O1t Heat, 
2 West 45th St., New York 36, N. Y. and identify the prod. 
uct in which you are interested by circling its number on the 
coupon. 


Toledo power Drive operates 

Threaders, Cutters, Reamers 
TOLEDO “88” power drive operates hand pipe threaders, 
cutters and reamers, with capacity from Ye” to 2” pipe, 
VY” to 1Y%” bolts, 
with universal 
shaft, 
geared die stocks 


drive 


and cutters up to 
12”. A one-piece 
aluminum hous: 
ing reduces 
weight to 140 lbs. 
The “88” 
verts hand _ tools 
to power in the shop or on the job. It can be mounted on 


bench or service truck or furnished with legs and tool tray 


con 





as accessories. 
Made by: Toledo Pipe Threading Machine Co., Toledo, 
Ohio. 
Circle Fl on coupon 


Viking offers three Types of 

blower Packages in six Models 
SIX IMPROVED Viking blower packages are designed for 
easy installation and feature Dura-Maroon housings and 
silver-streak blower wheels. The wheels 
are “Vikinetic-Balanced,” kept cen- 
tered with spring-and-cushion shaft 
mounting. Spherical bronze bearings 
are self-aligning and hold a season’s he 
supply of oil. 

Blowers have a rigid outlet, rein- 

forced with a double rib on 3 sides, The blower assembly 
rests on rubber feet with V-ribs and twin gussets. 





Series 400 blower packages are for popular size fur 
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GAS, OIL AND COAL-FIRED 
















; BOILERS, RADIATION AND 

he ACCESSORIES at prices that 
build friends and profits 

. 





on 


do, 





2-CAST IRON—THE LIFETIME M 
and slender Radiators are built for Ii 
experienced heating men know it. 


els 3-FOR EVERY FUEL: Gas, oil and coal-fired 
specially designed for fuel economy. They helpNo fit 


tor every sale. 








gn eit 
c nd | D te. 
’ 4- THOUSANDS IN USE: Dunkirk Boilers and Radiators ii meg RADIATOR _ 
h and | » New York, CORP 
ave made warm friends for men who sell, install an Sendie I 
use them. | ae details of your 19 H 
© Packa 954 
5+ PRICED TO SELL: Get the profit story on Dunkirk Boilers, } een eee 
Radiators and Accessories. You will enjoy doing business Btn, ih re 
with Dunkirk. : iii | tices, ee ; 
ri 
Mail this Coupon for the Dunkirk Profit Story Dp’ tithes ft ee PO ak | 
rr MNS i EU OE | 


= 
— 


o |DUNKIRK RADIATOR CORPORATION, ounxiek, n. y. 
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WAYS 


MODERNIZE 





® 
install NENTALARM gr 
Whistling Tank Fill Signal # 
Here's the way to provide for 


modern, automatic oil delivery. 


-spill fills 
ntees accurate, no-sp! 
rie ee night, whether customer 's 


at home or away. 
‘Just Fill While the Whistle Blows” 











A variety of 
models for 
new and old tanks. 
















Install 
SCULLY ° GAUGE 


Underwriters’ Approved 
A modern convenience in every way. 
Big figures readable at first glance. 
Face adjustable to any angle. Built 
for accurate, service-free operation. 
Specify tank depth when ordering. 


“BUTTON-LIFT” 
INSTALLATION 


Lifting the button indi- 
cator draws cork arm up 
close to main shaft for 
easy installation even in wid 


partly filled tanks. 0 


or install this combination... 


VENTALARM * GAUGE 


Underwriters’ Approved 


Drum 





The famous whistling fill signal and 

easy reading gauge in one mod- 

ern unit. Goes on tank as integral 

part of vent pipe. 

Specify tank depth and opening 
when ordering. 


One item to install instead of 
three . . . with button-lift con- 
venience described above. 











_ Scully Products are manufactured under U.S. 
_ and foreign patents or patents pending. 


See your regular Supply House. 





174 Green St.. Melrose 76, Mass. 


Canadian Licensee: EMPIRE BRASS MFG, CO., LTD., London, Ontario 
©1953 Scully Signal Co. 


—_—————__auuhieumaamememeen 
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naces; series 300 are for larger units and a small direct. 
drive blower package with seven speeds is for installation 
with gravity furnaces. Filters are included. 

Made by: Viking Air Conditioning Div., The National 
Radiator Co., 5601 Walworth Ave., Cleveland 2, Ohio, 


Circle F2 on coupon 


New Bush baseboard Radiation 
facilitates Hanging of Supports 


REDESIGNED Bush baseboard radiation incorporates a spe 
cial punching along the metal back which permits hanging 
radiator supports 
with 
tools. Finger pres- 


screws or 


sure bends _for- 
ward the _ pre- 
punched portions 
of the back before 
the baseboard is 
installed. Radia- 
tor supports then 
slip into place 
after the base- 
board has been applied. 

Bush’s “A” type baseboard now is available with a 1’ 
tube, as well as 34”, and end closures are fabricated with 





removable tops for access to vents and valves. And, to 
simplify storage, dampers are shipped in cartons contain: 
ing four 8 ft. lengths. 

Made by: Bush Mfg. Co., West Hartford, Conn. 


Circle F3 on coupon 


Coleman to offer nine Systems 
in new airconditioning Line 


SIX MODELS for homes and three models for commercial 
applications make up a line of nine airconditioning systems 
announced by Coleman. The 1954 line includes a packaged 
evaporative condenser and compressor in 2, 3 and 5-ton 








sizes; water-cooled condensers of 2 and 3-ton capacities 
and an evaporative condenser in 2, 3 and 5-ton sizes for 
commercial establishments. All can be used in combina’ 
tion with conventional forced warm air furnaces and with 
Coleman’s Blend-air small-pipe heating. 

The compressor-condenser package, called the Water 
Miser, uses and re-uses water to cut the amount needed 
by 97%. Two and 3-ton models are compact enough to 
be installed in a closet, the vertical 5-ton unit adds only 
224” to the width of the furnace. 

Self-contained units for commercial use are similar t0 
residential models except they have a special plenum se’ 
tion and adjustable grille. Evaporative condensers, called 
Aqua-Fog, are similar to the Water-Miser except that they 
do not have compressors. They take the place of conven’ 
tional cooling towers. , 


Made by: The Coleman Co., Wichita 1, Kansas. 


Circle F4 on coupon 
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Mew CHEVROLET TRUCKE 


do more work per day... more work per dollar 
on every type of hauling or delivery job! 


rts 


ging 








ef 





with 
! to 
tain: 
Time and money are the two most important factors THEY SAVE YOU MONEY 
, in any trucking job—and the new Chevrolet trucks IN EVERY WAY 
ine for ’54 are built to save more of both! 

Along with increased power, these great new trucks 
rcial THEY SAVE YOU TIME bring you increased operating economy. You enjoy 
ems ALL THE TIME hefty gasoline savings in every model, thanks to new 
ad Whether you deliver door-to-door or haul state-to- high-compression performance. In addition, you save 
* state, new Chevrolet trucks will speed up your sched- on upkeep and maintenance. That’s because you get 


-ton extra strength and stamina in drive line and chassis. 


ules. They bring you new hour-saving engine power 


ities 
for 


—greatly increased acceleration and hill-climbing 
ability. You save time with greater safety ... and 
without increasing your maximum road speeds. In 


There are heavier axle shafts in 2-ton models, newly 
designed clutches and stronger frames in all models. 
See your Chevrolet dealer for all the facts about 

















ina’ traffic or on delivery routes, new truck Hydra-Matic the “‘savingest’”’ Chevrolet Advance-Design trucks ever 
with transmission* saves time, and saves driving effort built! . . . Chevrolet Division of General Motors, 
as well. It’s the last word in no-shift truck driving. Detroit 2, Michigan. 

iter’ 
ded 

MOST TRUSTWORTHY TRUCKS ON ANY JOB! 
1 ) 
oi 

te THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
‘ CHEVROLET master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
sec’ ADVANCE-DESIGN HYDRA-MATIC TRANSMISSION*—offered on 14-, %4- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
lled TRUCK FEATURES TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH —improved-action engage- 
a ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
wei on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 


yen’ DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models, NEW RIDE CONTROL SEAT*—eliminates back- 








tubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING—easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cab models, ""Jobmaster 261’ engine 


on 2-ton models, truck Hydra-Matic transmission on '/2-, Y/4- and 1-ton models. 











Bett-Marr three-wheel band 
Saw cuts stacked sheet Metal 


BETT-MARR three-wheel band saw has a 24” throat and is 
designed for cutting stacked sheet metal. The saw is 61” 
high and allows 
center cutting on 
sheets up to 48”. 
Blade speeds are 
adjustable from 
100 fpm to 3,300 
fpm making it 
adaptable for cut- 
ting iron, steel, 
forgings, 
num, brass, cop- 
per, wood, plastics and stainless steel. 

The saw’s frame is all cast, with a two-wheel chain 
drive to eliminate blade slippage. Ball bearings are Neo- 
prene sealed; blades and wheels are fully enclosed. Sheet 
metal clamps and riser bar are standard equipment. 


Made by: Bett-Marr Mfg. Co., Hopkins, Minn. 


alumi- 





Circle F5 on coupon 


Tiona adds combination Fill and 
Manhole for petroleum Transports 


A COMBINATION fill and manhole for use on petroleum 
transport equipment has been announced by Tiona. The 





unit has a total 
weight of 20 lbs., 
1414 lbs. for the 
manhole and 54 
lbs. for the man- 
hole collar, It is 
easily _ installed, 
readily foot-operated and removable for cleaning or repair, 
One outside bolt is the sole means of attachment. 

Special safety features include a low silhouette and su 
perior venting. Standard intake vent area is about double 
size and the special multiple vent has four inlet valves, 
Primary exhaust passages are small and well baffled; sec. 
ondary exhaust is of large capacity and responds to pres. 
sure rather than temperature. It closes automatically after 
an emergency is over. 

Made by: Tiona Mfg. Co., 1604 Pennsylvania Ave,, 
West, Warren, Pa. 
Circle Fé on coupon 


Chimney-Mizer cuts down heat Loss 
which results from excess Draft 


CHIMNEY-MIZER is a metal cap permanently positioned in 
the top of the chimney to stabilize draft conditions. Avail: 
able in sizes for both residential and commercial heating 
systems, Chimney-Mizer during moderate or high wind 
conditions induces a compressor action in the chimney to 
prevent excess draft. When there is little or no wind the 
booster action of the device insures adequate draft for 


Model FF-530-V—3/4” opening 
For: Central heating plants. 
nia 


Model FF-430-6—3/9” opening 
For: Central heating plants. 


Model JR-60—14” opening 
For: Space heaters, floor 
furnaces, etc. 


*Model JR-80—14” opening 
For: Space heaters, floor 
furnaces, etc. 


*Model FF-430—3/9” opening 
For: Central heating plants. 
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® For the biggest “profit-wise” story in heating 
and air conditioning see your Luxaire jobber — 


Rewer 











today! He'll tell you WHY — Luxaire dealers GET 
MORE BUSINESS! Yes — more PROFITABLE busi- 
ness! Why Luxaire dealers have more satisfied ii ' 
customers! He’ll show you HOW — Luxaire is easier ened 
to buy ... easier to sell. . . easier to install! He'll fo Utility Units 

mee | approved for Year-'Round 
show you how you can meet any competition Al % of either Gas or Oil A Conditionass 
profitably — with Luxaire. Luxaire jobbers have rm we 2 and 3 To 
a big, profit-making service for you! Quick- Horizontal Furnaces Pies A Cooling 
prompt, out-of-stock delivery from the ware- a oi Vestibule for 


i Basement Units 
house of all Luxaire products. 


THE C. A. OLSEN MANUFACTURING COMPANY. .« etvaria, on10 
* 
HEATING & AIR CONDITIONING UNITS 
© 
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ACCURATE, DEPENDABLE, 
WEATHERPROOF GAUGES 
Easy fo install...Easy to read! 


Unaffected by specific gravity changes 
or variations, Sentry Remote Gauges 
accurately indicate liquid level at all 
times. Simplified mechanical opera- 
tion eliminates unnecessary fittings, 
bulbs or levers for serviceman to 
tamper with as well as his need for 
access to building. Remote Gauge may 
also be combined with At-A-Glance 
Direct Gauge, shown below, for read- 
ings at both tank and remote loca- 


tion if desired. Non-corrosive, stain- 
less steel and brass extension lines 
connect tank float with heavy-duty 
cast aluminum, weatherproof, ther- 
mometer type indicator — calibrated 
in fractions. Unconditionally guaran- 
teed. Write for descriptive literature. 
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Type D-O 

and D-10 
Gauge for 
basement tank 
installations 
with 2” and 
1.” openings 
respectively. 


Gauge for 
underground 
tank 
installations. 
Fits 2” — 
openings only, 











eficient consumption of fuel in the combustion chamber, 
Once installed Chimney-Mizer requires no maintenance 
or adjustment. 
Made by: Econ-O-Mizer Heating Service Co., Inc., 90 
Broad St., New York 4, N. Y. 


Circle F7 on coupon 


Carrier Add-on Weathermaker adds 
Cooling to existing heating Systems 


ADD-ON WEATHERMAKER recently announced by Carrier 
is intended to convert forced warm air furnaces to year- 
round — aircondi- 
tioning. The unit 
consists of a small, 
silent cooling and 
dehumidify- 
ing unit which 
sets on top of the 
furnace taking the 
place of the 
plenum chamber. 
This is connected 





by two copper 
lines to a remote- 
ly-located refrigerating package. The Add-on section also 
will be available for furnaces with down or reverse air 
flow and for installation within the ducts. 

Two and three ton units were announced, both using 
air-cooled refrigeration. Complete control is afforded by 
a small thermostat panel mounted next to the furnace 
thermostat and interlocked with the furnace electrical 
system. 

Also introduced were a line of full capacity Home 
Weathermakers in air-cooled and water-cooled models. 
Included are an air-cooled model with a full 2 tons of 
cooling, new 3-ton combinations available for air or water’ 
cooled refrigeration. Water-cooled models also are avail- 
able in 5 and 7!4 ton capacities. 

Made by: Carrier Corp., Syracuse, N. TY. 

Circle F8 on coupon 


REV electronic air Purifier 
installs in warm air Plenum 


REV ELECTRONIC home air purifier sterilizes household air 
all winter with two G.E. germicidal lamps. Installed in the 
cold air inlet of a warm air furnace plenum the unit 1s 
turned on during the winter so that its germ-killing rays 
greatly reduce the incidence of common winter ailments. 
The only connection needed is to an ordinary home elec’ 
trical supply line. The two sterilizing lamps draw a total 
of 40 watts. 

A deluxe model is equipped with two deodorizing lamps 
which generate ozone to continuously freshen the air. 

Made by: R. E. VanNorstrand Corp., 1024 Vermont 
Ave., Washington 5, D.C. 


Circle F9 on coupon 
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reports Ralph E. Watts, East Hartford, Conn. 


ail Mr. Watts tells it better than we can: 


“What a difference there is in service calls since the Shell Oil 
Company came out with the cleansing factor in their Furnace Oil 
known as FOA-5X. 

“No clogged filter cartridges, no clogged nozzles, no clogged lines. 


“Thanks to the Shell Oil Company and FOA-5X for giving us a 


m clean, trouble-free heating oil.” 

ait Very truly yours, 

he Watts O1L BuRNER SERVICE COMPANY 
is Ralph E. Watts, Owner 

\ys Like Mr. Watts, you’ll find that Shell Furnace Oil with FOA-5X 
ts. just about eliminates service calls due to filter, line and nozzle 
oC’ clogging. This means more new customers and a better cost-profit 


ratio on your business. 
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SHELL FURNACE OIL ## oy 5X 




















AVOID Cat “/hnoat 


COMPETITION IN CONVERSIONS 
and REPLACEMENTS 



































only 


SILENT KORTH 


has the EXCLUSIVE 
CAT-COMB SPIRALATOR 


MONITOR HEAD 
ASSEMBLY 








© EASIER TO SELL 
© BIGGER PROFITS 


© SIMPLE EXTERNAL 
ADJUSTMENT 


© NO SPECIAL PARTS 






MODEL SRC 
(available in 2 sizes) 
.75 to 3.0 G.P.H. 





It's sales dynamite—more profitable, easier to sell, 
service-free! The Cat-Comb Spiralator Monitor 
Head Assembly is designed exclusively for and 
available only with Silent Korth Model BRC This 
scientifically designed head results in air breakup 
where it counts—at the point of atomization—for 
greater combustion efficiency. Every installation 
leads to recommendation business. 


WRITE FOR FULL DETAILS 


ECKHART MFG.CO.,INC. 


UNION, NEW JERSEY 
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Yorktowne Water Saver Condenser 


available in 3 and 5 hp Sizes 


YORKTOWNE Water Saver evaporation condenser for ug 
with airconditioners is being made in sizes for 3 and 5 hp 
units. It is in- 
tended especially 
for use in homes 
where, as a fea- 
ture, it requires as 
makeup water a 
maximum of 2% 
of the water 
needed for-water- 
cooled operation. 
Water Saver is 
compact, the 5 hp 
unit measuring 
only 36” long, 224%” wide at 5” high. This includes 
refrigerant receiver, condenser, fan, jet water distributor, 
pump and valves. 

The jet water distributor keeps the refrigerant con- 





densing coil completely covered with water at all times. 
Also, a counterflow design uses enough water to remove 
heat from the water. The heat is exhausted outside by a 
10” round pipe. 
Made by: Yorktowne Machine Co., 538 South Queen 
St., York, Pa. 
Circle F10 on coupon 


Thermco Analyzer is portable, 
quick carbon dioxide Indicator 


THERMCO portable unit permits quick flue gas analysis of 
boilers and heaters. The instrument draws a sample 
from the flue and 
delivers a con- 
tinuous COzgread- 
ing within 20 sec- 
onds. Readings 
change 5 seconds 
after a change oc- 
curs in the flue. 
All readings are 
indicated on a 0- 
20% range dial, 
accurate to 44%. 

These features combine with portability to make the 
analyzer a valuable tool for research, institutional fuel 
users and oilheating dealers. 

Made by: Thermco Laboratories, Michigan City, Ind. 


Circle Fl 1 on coupon 





Linden Metal offers baseboard 
and perimeter warm air Registers 
CONTOUR HEAT baseboard warm air registers and Linden 


Aire Jr. perimeter baseboard registers are included in the 
line of Linden Metal. Contour Heat is a low velocity, 
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Left on a trial basis, customer installs it in 


his @ Comfort Control 
does its own Selling 


» 


only 3 minutes time . . . assures automatic comfort from space heaters 


5 pes A-P Model 240 MT-YS Thermoma- 
tic Comfort Control is a_ profitable 
sales natural when tied-in with oil deliver- 
ies. It’s attractively priced . . . assures 
automatic comfort from every drop of oil 

. does its own selling without loss of 
driver time. Here’s what we mean: 


@ HEALTHFUL COMFORT OF EVEN 
HEAT — eliminates “too high” or 
“too low” temperatures, day and night. 


i OPERATES AUTOMATICALLY at any 
selected temperature — has _ built-in 
thermostat, no wires. 


(3) THREE-MINUTE INSTALLATION — 
set it in place over standard A-P oil 
control valve — attach with 2 screws. 

© TROUBLE-FREE — no service. 100% 


factory guaranteed. Listed by Under- 
writers Laboratories. 


9 MORE EFFICIENT HEATING — helps 
build better customer relations for 
future oil sales. 


6) LOW PRICE — lists at $12.95*. Nice 


profit for you. 


*In Canada: $14.50 including Canadian tax. 


FOR COMPLETE DETAILS WRITE: 


A-P CONTROLS 


2458 N. 32nd Street, Milwaukee 45, Wis. 
In Canada: A-P Controls Corp., Ltd., 
Cooksville, Ontario 


+ tere 


For Air * Liquids * Gases * Refrigerants 


perennial Controls 












MOST SPACE HEATER 
USERS ARE PROSPECTS 


ALLEN’S 
BEYER 
COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CREST-AIRE(Canada) 
CUSTOM AIRE 
DOMESTIC 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE HEATROLA 
EVEN-TEMP 
FAWCETT TORRID- 
OIL (Canada 
FESS (Canada) 
FINDLAY (Canada) 
FLORENCE 
H. C. LITTLE 
HERCO HEAT FLOR (Canada) 
KEMAC (Canada) 
LACO 
LONERGAN 
MAGIC CHEF 
MARCHAND (Canada) 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
NESCO 
NORGE HEAT 
PERFECTION 
PREWAY 
QUAKER 
QUAKER (Canada) 
SAFEWAY 
SCOTSMAN 
SILENT FLAME 
SUPERFLAME 
THARRINGTON 
TORRIDAIRE 
VIKIMATIC 
WASHINGTON FRUGAL 
WIZARD 
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GET ALL THE 
FEATURES 


WITH A 





FURNACE & BOILER 
VACUUM CLEANER 


and Power Blower 







CONVERTS 









COMPARE THESE PULLMAN 
FEATURES WITH ANY 
OTHER VACUUM CLEANER 


@ Powerful turbine type suction 
and (2) automatic power blower 
coupling. (3) Balances for one- 
hand carry and (4) has low, 
non-tip, center of gravity. 
G) Auxiliary disposable paper 
filter and (@) NO outside bag to 
snag or tear. 











Pullman Vacuum Cleaner Corp., Boston 19, Mass. 





Send information on Boiler & Furnace Vacuum Cleaning. 


TO POWER 
BLOWER IN 
2 SECONDS 































CITY ZONE STATE 
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warm air register designed for outside wall installation, 
With the units the manufacturer recommends installation 





of only one recirculation register in the average home, 
Contour Heat requires no register boxes and has a re Y 


movable front for easy installation and cleaning. There is 
a 244” x 12” opening in the bottom to receive the boot, 


Installation requires no cutting of joists, plates or studs, Ww 


The Linden Aire Jr. perimeter baseboard register, de. 
signed for low cost housing, features 180° air diffusion, 
quiet operation and a built-in damper. 

Made by: Linden Metal Specialty Co., Anoka, Minn. 

Circle F12 on coupon 


Bryant adds two oilfired i 


BRYANT Model 314 oilfired forced air furnace is a down. 
flow type, designed primarily for perimeter heating appli- 


cations in base- 
mentless homes. 
Bryant Mode] 
315 is a vertical 
unit for basement, 
utility room or 
closet installation. 
Six sizes have 
been announced 
from 75,000 to 
144,000 Btu/hr, 
all of which can 
be supplied with 


optional oilburn- 


er enclosures. Each unit has a heavy-gauge heat exchanger 
of the drum type with a wrap-around doughnut radiator 


on top. 


Ceramic combustion chambers used are of the insulating 
firebrick type. Blowers on the 314 and 315 are mounted 
on four thick rubber isolators, which absorb operating 
noises and also simplify removal of the blower. Air delivery 
is regulated by an adjustable motor sheave. Units are wired 
and pre-assembled before shipment. 

Made by: Bryant Heater Div., Affiliated Gas Egpt., 
Inc., 17825 St. Clair Ave., Cleveland 10, Ohio. 

Circle F13 on coupon 


Airfloor panel-convection 
System for slab type Homes 


AIRFLOOR is a double-deck, concrete floor construction, con 
sisting of two thin concrete floor slabs. The top slab which 


forms the flooring 
surface is sepa- 
rated from the 
lower slab by spe- 
cially designed 
thin metal forms. 


These are locked 


together over the entire floor 
air space. The metal columns are 12” on centers in rows 
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forced air furnace Units 
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Your job is easier 
when you have 


ars 


For FORCED AIR, 
PERIMETER, SMALL PIPE 
and GRAVITY SYSTEMS 



















International Snap-Lock fittings—a big new line, complete 
from boots to ducts—are made to fit up tighter and faster . . . 
save you time and labor. Precision-made Inter-Lock feature 
gives quick, easy assembly. Highest-quality construction. 
Completely packaged, fully standardized—no installation 
headaches. For all systems. Call your distributor—or write: 


International Heater Co., Utica 2, N.Y. 


and the RIGHT line 


WARM AIR SYSTEMS International Economy Units 


oil - gas +» coal simplify year round 


Home Air Conditioning Installations 





In the big International Economy line, you always have 
exactly the right furnace for every winter heating need. 
When the customer is ready for year-round Air Condition- 


ing, you simply install a new Economy Summer Air Con- 
yn AIR CONDITIONERS ’ 


low cost central cooling Bir i ; 
for the average home quickly and easily installed into present (or new) warm air 


ditioner. These units, with their own built-in blowers, are 
systems. Customers really go for this low cost way of enjoy- 
ing Air Conditioned Comfort every day of the year! 


Something to think about... 


With every International Economy Warm Air 


System you install, you automatically have the in- 
side track for more profits—because the home- 


owner who relied on you for winter warmth, will 


ui FATER CO U T | C A ? N Y naturally turn to you for summer cooling! 
°7 | oe 


WESTERN WAREHOUSE «¢ CHICAGO, ILLINOIS 


il 






SUPPORTED 


eo} ) mm (eo) ¥ 
° Rockford 


* BRASS WORKS 


running at right angles to each other, with the center point 
between any four forming a groin, Base diameter of the 
columns is 3.5”, arch span is 8.5” with a 3.25” rise. There 
is a 22 sq. in. opening between any two columns for the 
air passage. 

Direction of air flow between the slabs is predetermined 
and provided for by trenching and insertion of metal strips 
before the top concrete layer is poured. Supply and return 
air also is predetermined and openings left for duct con. 
nections. At the same time floor connectors or register take- 
offs are locked to the forms, The metal forms are 26 gauge 
galvanized steel. 

Made by: Leemhuis Airfloor Co., 1585 Jess St., Pomona, 
Calif. 

Circle Fl4 on coupon 


Six hand-operated Models added 
to Di-Acro sheet metal Rollers 


SIX MODELS added to the Di-Acro line of sheet metal rollers 
are hand-operated units with capacity ranging from 16 to 
24 gauge sheets, 

forming width 

range of 12 and 

42 ins., radius ca- 

pacity from 2” to 

infinity. The roll- 

ers incorporate a 

cam-idler feature 

to permit forming 

circles of any 

diameter in two 

passes through the 5 , 

roll. Circles of the same diameter as the forming rolls or 
slightly larger can be formed in one pass. 

Bends can be located in any position along a sheet be 
cause the material can be fed through the rolls without 
bending until the cam lever is engaged. Round, flat and 
square stock can be handled, with special rolls for out-of 
the-ordinary bending jobs available, 

Made by: O’Neil-Irwin Mfg. Co., 656 Eighth Ave., 
Lake City, Minn. 

Circle F15 on coupon 


Minnesota plastic film Tape 
for joining, sealing air Ducts 


SCOTCH BRAND pressure sensitive tape No. 472 is available 
for joining and sealing air duct joints with a single wrap 
around each joint. 
The tape permits 
expansion and 
contraction with- 
out pressure on ; 
the duct’s sides, is resistant to humidity changes, moisture’ 
vapor and rodents. 

Usable on round, square or flexible metal ducts, the 
highly abrasive-resistant tape has a high softening tem 
perature, while its vinyl plastic film withstands acids, al’ 
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big boilers through 











They carried 


little doorways 
.-. and we still do 


Ulysses S. Grant was President of the 
United States. The War Between the 
States had ushered in a new era. 
People — and ideas — were on the move. 

One of these ideas was hot water and 
steam heating, pioneered since 1859 
by H. B. Smith & Company. Rapid 


‘ strides had been made in the improve- 


ment of its sectional cast iron boiler, 
and in piping, valves and radiators. 
And many business leaders were hav- 
ing their homes remodeled to enjoy 
this new form of central heating. 

H. B. Smith & Company was jack- 
of-all-trades in this work. , Its em- 
ployees designed, estimated, sold and 
installed heating systems from Washing- 
ton, D. C. to Portland, Maine. For 
there were few heating engineers and 
no heating contractors. In fact, many 
of the earliest contracting firms were 
founded by men who got their training 
in the manufacturing and erecting 
crews of H. B. Smith & Company. 

And so a new and important group 
of trade and professional men devel- 
oped ... men who over the years have 
brought to American homes and indus- 
try increasingly ehicient and economi- 
cal heating systems. Recognizing the 
desire of the heating contractor to 
serve his customers with the finest pos- 
sible products, The H. B. Smith Com- 
pany constantly strives to fulfill its 
obligation by providing the last word 
in heating equipment. 
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The Smith-Mills 100” takes 
up no more space than a large 
wardrobe trunk. It provides 
fast heat (hot water or steam) 
and the luxury of ample hot 
water... either built-in tank 
type or “tankless” heater. 
Comes with flush jacket or with 
jacket extension to conceal oil 
burner. 


¢MORE ADAPTABLE 
¢BETTER LOOKING 
¢ LOWER COST 


... the H. B. Smith-Mills “100” is ideal for 
the Average Home Installation 


Now ... more than ever before, the Smith-Mills ‘‘100” Boiler- 
Burner Unit is the answer to the heating and hot water require- 
ments of the average home. The record of the ‘100’ since its 
introduction has been one of top efficiency and low maintenance 
cost. Always a prime favorite among heating contractors, archi- 
tects and builders, the boiler’s latest improvements make it adapta- 
ble for practically every home of average or“‘average-plus” size. 

All of the outstanding, time-tested features of the unit have been 
retained — with important improvements: 


Increased Hot Water Capacity — A line of tankless heaters with capacities 
up to four gallons of hot water per minute! The largest tankless heater 
available in a unit this size. 


Improved Appearance —Attractive jacket in new Centennial ‘‘Hammertone”’ 
Blue enhances the appearance of the entire unit. 


Lower Cost —The “100” boiler-burner unit provides a top - quality installa- 
tion where building budgets are modest. 


Now, more than ever before you can specify the Smith-Mills “100” Boiler- 
Burner for B/G boiler performance in a residential unit. 


= mith— 


CAST IRON BOILERS 











EASIEST TO INSTALL © EASIEST TO SERVICE © EASIEST TO EXPAND 
THE H. B. SMITH CO., INC., WESTFIELD, MASSACHUSETTS 
Established 1853 





























Exceptional Forming Qualities 





Ingersoll specializes in producing heat- 
resisting stainless steels—of exceptional 
forming qualities—specifically for oil burner 
combustion chambers. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer 
exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 


Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 


e@ No breakage in shipment or handling 
e Lighter weight lowers freight costs 


e Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 














kalis, salt solutions, water, alcohols, ethers and hydro 
carbons. Available from paper jobbers nationally in var; 
ous widths on 36 yard rolls. 

Made by: Minnesota Mining & Mfg. Co., 900 Fauquie, 
St., St. Paul 6, Minn. 


Circle Flé on coupon 










Dravo Paraflo direct fired Heater 
available in two oilfired Model 






PARAFLO direct fired warm air heaters are available in two 
models, both fired with gun type oilburners. Model 2% 
delivers 200,000 Btu/hr; model 25, 
250,000 Btu/hr. Both units deliver 


heated air through rotatable directional 






nozzles at the top of the unit, effec- 





tive in areas up to 90 ft. Heaters op- 





erate on 110 volts, 60 cycle, single 





phase power and feature the air cir- 





culating fan interlocked with the oil- 





burner to shut down the unit in case 





of flame, power or motor failure. Heat- 
er fan also provides summer ventila- 
tion. 

Two-pass flame travel is employed 
in a stainless steel combustion chamber and passage of hot 
gases through an economizer section. Supporting straps hold 
the chamber in position whether the heater is mounted ver- 
tically or horizontally, with one end free to move as the 
metal expands and contracts. Suspended mounting also is 
possible. 

Made by: Dravo Corp., 1303 Dravo Bldg., Pittsburgh 


22. Pa. 


’ 








Circle F17 on coupon 





Firewel filter blower Unit 
for converting gravity Jobs 


A FILTER BLOWER UNIT announced by Firewel is offered 
for conversion of existing gravity warm air heating sys 
tems to forced air 
circulation. The 
low priced unit 
can be used with 
any fuel and con- 
sists of a squirrel 
cage blower and 
air filter. 

Packaged in a 
baked enamel 
jacket, the unit is 
available with or 
without motor. It 
is built in 9”, 10” 
and 12” sizes. 

Made by: The Firewel Co., Inc., 3685 Broadway, Buf: 
falo 25, N. Y. 





Circle F18 on coupon 
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Many of today’s alert businessmen are joining 


F hot the ever-growing family of Waterbury dealers 

hold and distributors. Waterbury dealers enjoy, 

ver’ and profit from, reputations that only quality 

th heating equipment, expertly installed, can “he 

Re 2 successfully build and maintain. Equally as Usterbys — 


important, Waterbury maintains a sound 
dealer-distributor-factory policy, a policy 
argh which assures a profitable future for every 
Waterbury dealer. 
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AIR CONDITIONERS 


If you’re not already acquainted with the com- 
plete Waterbury line, now is the time to find 
out about Waterbury’s place in your future. 
Association with Waterbury is good business. 





: nat” at 
The Jaterman-Waterbury Co. asa 


i OVER 47 YEARS OF WARM AIR HEATING rhe C 
1171 JACKSON ST. N. E. MINNEAPOLIS 13, MINNESOTA 


15] 











eeelike the new 


by Round Oak 


ROUND OAK — 
AIR 
CONDITIONING 







TT 
4 


E | 





» 


OF 


| \ oe 4 


Clima-Twins water-cooled 








COOLING 

¢ | 
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JE I 
Versat-Aire air-cooled 
Attic Unit 








You know, as we do... today’s building 
market demands year ’round air con- 
ditioning. And so Round Oak proudly 
presents ... the new CLIMA-TWINS, 
twin heating and cooling units. 

Into the heating cycle is built the 
same sturdy dependability that makes 
Round Oak famous. If “stepping down” 
is necessary, the cooling unit may be 
added later... one “upstairs” control 
for both. 

Round Oak’s new ‘'4-for-1 Deal’’ 
today’s answer for Gealers to meet i. 
day’s demands. : 





Horizontal water-cooled 
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a 


Remote air-cooled 
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Round Oak Co., Inc. | 
: Dowagiac, Michigan | 
Versat-Aire 6 ton Please rush me ) details on your new 
“4-for-1 Deal’ | 
Name | 
Address. | 
City State | | 
8’ Remote water-cooled 
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V-8 Engine among many Features 
incorporated in new Dodge Trucks 


NEW V-8 ENGINES highlight 75 new features in Dodge's 
C-1 series of “Job-Rated” trucks, The V-8’s are among 
seven power 
plants in the line. 
Engines range 
from 100 to 172 
gross hp, gross 
vehicle weights 
from 4,250 lbs. to 
40,000 Ibs., gross 
combination weights up to 60,000 Ibs. Other features in- 
clude power steering, improved steering linkage, wider 
front treads, lower loading height, better road stability and 
increased driver comfort and visibility. 

V-8 power plants are offered in the 11/2, 2 and 2 ton 
models, 133 hp; 234 ton models, 153 hp and 3 and 34 ton 
models, 172 hp. Improvements also have been made in the 
6-cylinder engines for models ranging from the low-tonnage 
100 hp B and C models to the high-tonnage 171 hp Y and 
YX models, In addition, more compact tractors permit the 
use of longer trailers while still meeting legal limits on com- 
bined tractor-trailer lengths. 


Made by: Dodge Div., Chrysler Corp., Detroit 31, Mich. 
Circle F19 on coupon 





Williamson oil Lo-Boy Furnace 
is compact Unit in three Sizes 


WILLIAMSON oil Lo-Boy furnace unit has been designed to 
occupy a minimum of floor space. It is pre-assembled and 
pre-wired before shipment, complete 
with flange-mounted pressure atomiz- 
ing burner, blower and motor, variable 
speed pulley, filter, flue elbow and con- 
trols. Input capacities for three avail- 
able models range from 100,000 to 
145,000 Btu /hr. 

Warm air sections of the unit are 
insulated with spun glass and alumi- , 
num foil; heat exchanger has 100% primary ‘radiating 
surface. 

Made by: Williamson Heater Co., 
Cincinnati 9, Ohio. 

Circle F20 on coupon 





3500 Madison Rd., 


Radiant-Aire warm air Registers 
mix room Air with heated Air 


RADIANT-AIRE recirculating registers, used with any 
forced warm air heating system, places in each room 
what is de- 
scribed as a 
miniature re- 
circulat- 
ing heating 
plant. Through 
slots in the bottom of the register, it remioves cold air from 
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tel, HEATING UNIT 


5 YEAR GUARANTEE AGAINST LEAKS 


a en a | 
i. 


U. 8. Pat. 





A FEW DESIRABLE EXCLUSIVE FRANCHISES 
ARE STILL AVAILABLE 





Product of MARIETTA METAL PRODUCTS CORPORATION 
MARIETTA, PENNA. 














ORDER HOLD-TITE PRODUCTS 


. .. now betier than ever 


® Good burners are equipped with 
Hold-Tite Web-Cheks to hold 
the prime. 


® Good installations are equipped 
with Hold-Tite Oil-Cheks—com- 
bination check, anti-hum, anti- 
syphon valve—works at any pip- 
ing angle! 





Less than 2" long. 
Hold-Tite Oil-Cheks 
are ideal for one and © Good servicemen carry Hold-Tite 
two pipe gravity or Hand Pumps for priming, clean- 
suction installations. ing or testing lines. 


Mfrs. of Web-Chek, Control Repair Parts, Sludge Pumps 


HOLD-TITE VALVE MFG. CO. 


852 ROGERS AVENUE @ BROOKLYN 26, N. Y. 














Approves 








FLAME-MASTER 


A new better and cheaper Low- 
Pressure Oilburner with twenty-two 
less parts. 

Easy to Install, Attractively 
Priced. 

Extra large orifice guarantees 
trouble-free nozzle oper- 
ation. 

Lifts fuel from buried tanks. 

Complete atomization at low- 
pressures, 

High CObz ratings. 

Exclusive franchises avail- 
able. 

Simple service requirements. 


CONVERT TO LOW PRESSURE! Our new Low Pressure 
pump fits any gun type burner. Write for information today! 


Ue 


20 year guarantee on NOZZLE 


FLAME-MASTER CO., 3118 N. Milwaukee Ave., Chicago 18, Ill. 
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'*§pecial-Tee’’ 
vent-or-drain 
fittings 


Mii, 
WI 


OTT. 







































Used as drain—connects in line like 
regular elbow 


Used as air-vent—connects in a jiffy 
between riser pipe and fin-tube 


You save time and money on fin-tube baseboard 
radiator installations with GENERAL'S “ready- 
to-install’’ Special-Tee Fittings. These 3-way 
reducing tees come to you with factory-tapped 
opening for venting or draining. Just screw 

in the air valve or plug, connect tee into line 

— and the job’s finished, that quick! No drilling, 
tapping, or bushings needed. 


Why not standardize on these Special-Tees? 
They’re available in Bronze Solder-Type, 

or in Cast Iron for both supply and return ends. 
(Fittings for supply end furnished without 
vent-or-drain opening.) Illustrated folder gives 
sizes and detailed information. Write General 
Fittings Co., 125 Georgia Ave., Providence 5, R.I. 


“General FITTINGS 


COMPANY 
TANKLESS AND INDIRECT 
WATER HEATERS AND HEATING SPECIALTIES 









WINNING NUMBERS 


in Hot Water Heating Vents 


MAID-0-MIST 
AUTO-VENTS 





For pressures up to 30 
Ibs. Designed for lim- 
ited space, this self- 
closing, float-operated 
valve provides positive 
action for such con- 
tinuous venting jobs as 


© Venting convector 
radiators 


© Venting baseboard 


radiators 


No air chamber required. 





NUMBE 





For pressures up to 75 
Ibs. This self-closing, 
float - operated valve 
gives positive action 
for such large capac- 
ity, continuous venting 
jobs as 

© Venting trapped 


mains and circulat- 
ing lines 


© Venting hot water 
convector radiators 


© Ventin 
on mains 


high points 


No air chamber required. Size Se SP". 
Send for Catalog Sheet No. 7 


NUMBER 





Size 3-3/16 x ['/2". 


Send for Catalog Sheet No. 67 





NUMBER 








No air chamber 
Send for Catalog Sheet No. 72. 


required. 





A fast venting valve of 
the expansion type. Its 
small size and responsive 
action make it ideally 
suited to such venting 
jobs as 


© Venting convector rad- 
iators 


@ Venting free standing 
radiators 


® Venting baseboard rad- 
iators 


Size 14 x YQ". 


MAID-O’-MIST, inc. 


3217 NORTH PULASKI ROAD 


CHICAGO 4l, 
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ILLINOIS 


HEATING SPECIALTIES 
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the floor area, heats it in the register by mixing with heated 
air from the furnace and discharges to the room in an up 
ward direction, One register is recommended for rooms 
with heat losses from 6,000 to 8,000 Btu/hr, two or more 
are needed for larger areas. Radiant-Aire units can be in 
stalled on outside or inside walls, first or second floors and 
in old or new installations. 

The register is installed by cutting floor for 24%” by 10” 
by 12” or 14” boot. A similar opening is cut in the register 
bottom, the register is slipped down over the boot and 
fastened to the wall and floor. Registers can be installed 
after flooring and plaster are in place. Registers are packed 
10 to a carton, individually wrapped. 

Made by: Radiant-Aire Corp., Register Div., Michigan 
City, Ind. 

Circle F21 on coupon 


Tork weather Control combines 
Panel and outside weather Head 


TORK WEATHER CONTROL is a combination of an inside 
control panel and outside weather head to automatically 
regulate building 
heat. It times heat 
to the weather 
and synchronizes 
heat output to ac- 
tual demand. 
Heat is cycled on 
the control panel 
according to out- 
door temperature, 
starting and stop- 
ping the heating 
plant at pre-selected intervals as programmed by a 24-hour 
dial. Panel signal lights constantly indicate proper and 
current operation. 

For summer use the “Off” position provides hot water 
without building heating. An omitting device, to skip days 
on which the buildings may be closed, is optional. The unit 
operates on line voltage only, available in 115 volt and 
208-230 volt-60 cycle models, 

Made by: Tork Clock Co., Inc., Mt. Vernon, N. TY. 

Circle F22 on coupon 





Farr air Filter for low or 
high velocity Installations 


A 1” THICK air filter which operates between 800 and 1200 
eed per 20” x 20” — is Tio to high 0 or low 
velocity installa- Wee 
tions. Available in 
practically any 
size, it fits filter 
bank installations 
designed for 1” 
thick units. 

The herringbone-crimp screen characteristics of other 
Farr-Air units have been modified by — a gabled-crimp 
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"Instrument check- 
ups open the doors 
to profitable equip- 
ment 3.7” 










.. QUALITY INSTRUMENTS 
that Pay for Themselves 


The FYRITE Service Kit provides a complete set of accurate, 
quality-built combustion-testing instruments at the lowest cost. 
It includes the FYRITE CO 2 Indicator which is unsurpassed for 
fast, accurate flue gas analysis; and also contains the popular 
DRAFTRITE Draft Gauge and the 950° F. 

mercury Stack Thermometer, all packed in 
a sturdy steel instrument chest. 











The chest is equipped with brackets for the mercury 
thermometer, and the TEMPOINT 200°-1000° F. Dial 
Thermometer shown at the right which may be sub- 
stituted for the mercury thermometer at slight extra cost. 


Ask your Jobber or Write for Bulletin 730 


BACHARACH Industrial Instrument Co. 


7301 PENN AVENUE e e PITTSBURGH 8. PA. 





LOOKING FOR WAYS TO 
IMPROVE YOUR BURNER? 


We invite you to test an Acme Electric transformer 
under any conditions that will match actual service 
by all electrical standards. Acme Electric ignition 
transformers will provide maximum performance to 
assure customer Satisfaction. 


ACME ELECTRIC CORPORATION 
Main Plant 503 Water Street © Cuba, N. Y. 


West Coast Engineering Laboratories: 1375 W. Jefferson Blvd., 
Los Angeles, Calif. 


In Canada: Acme Electric Corp. Ltd., 50 Northline Rd., Toronto, Ont. 
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MAKE 
WARM FRIENDS 
AND 
COLD CASH 















































GULF STREAM PACKAGE 
Fully erected, pre-wired, 
accessory-equipped. 
Ready to set in place 
and connect. Easy to in- 
stall and service. 














Install Thrifty 





ALO RIC hi 


BOILER 
BURNERS 


A Size and Price 
For Every Need 


The GULF STREAM gives 
you extra profit opportuni- 
ties, because its 5 sizes are 
designed to meet every need. 

The GULF STREAM is 
designed for space saving and 
economy in heating the small 
home, with a choice of oil or 


gas-fired units. When equipped with coil, the GULF 
STREAM provides instant domestic hot water supply 
—both heat and hot water from a single unit and a 


single fuel. 


Extra rugged, simple to install and service, the 
GULF STREAM is priced to meet competition. More 
and more builders choose it. Write for detailed literature. 


Five sizes, SBI ratings 440 
to 1120 sq. ft. water radia- 
tion * Multiple flue tubes 
baffled for maximum heat 
extraction * Aldrich burners 
coordinated to Gulf Stream 
boilers * Easy maintenance 
— quickly removable top 
jacket, large opening to 
combustion chamber ¢ Min- 
imum temperature change 
regardless of firing condi- 
tions * Meets ASME code ¢ 
Burners U.L. listed. 


ALDRICH 


COMPANY 
103 East Williams St., Wyoming, Ill. 


_ A SUBSIDIARY OF BREEZE CORPORATIONS, INC. 





SERIES "B" HIGH DELIVERY 
HOT WATER HEATER 
Internally galvanized. Un- 
beatable for large quick hot 
water supply. Seven sizes, 
93 to 850 gallons per hour 
at 100° 


ideal for motels! 


rise. Larger sizes 
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built to fit the 
modern home \ 
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WATERFILM BOILERS, INC. 


a division of L. O. Koven & Bro., Inc. 
36-40 New York Ave., Jersey City 7, N. J. 


Plants: Jersey City, N. J. * Dover, N. J. * Trenton, N. J 
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U. S. Radiator combination Units 
for summer Cooling, winter Heating 


TWO NEW YEAR-ROUND airconditioners are announced by 
United States Radiator. For summer cooling, a chilled 


water compressor 
is located at a re- 
mote source. For 
winter heating, 
hot water is 
pumped through 
the same pipes 
from a_ boiler. 
Merely turning a 
valve _ permits 


changing from summer cooling to winter heating as the 


weather requires. 


The vertical model is a free-standing unit, equipped 
with a floor cabinet, for non-recessed installation, The hori- 
zontal model is designed for either recessed or non-recessed 
installation and can be installed recessed without a cabinet, 
in the space over a clothes closet or in a hall. A cabinet is 
also available for non-recessed ceiling suspension installa: 


tions. 


Both horizontal and vertical models include self-con- 
tained fans, diffusing grilles, cleanable air filters, and cop: 
per coils with aluminum fins. No duct work is required— 
except in cases where the unit is to be used to serve more 


than one room. 


Made by: U. S. Radiator Corp., 300 Buhl Bldg., Detroit 


26, Mich. 


Cyclotherm’s new steam power Package 
features small Size, 50 hp Output 


CYCLOTHERM’S new 50 hp fire tube steam boiler through 
the use of Cyclotherm’s patented Cyclonic Combustion 


principle takes up 
an area of only 20 
square feet, is 4 
feet, 814 inches 
high. Since it re- 
quires no cement 
foundation 
or stack, it can be 
mounted any- 
where where 
water, fuel and 
electricity 
are available. A 


simple flue vent is all that is necessary to operate at about 


80% efficiency. 
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design in this new unit. It is described as being easy te 
clean and having a long service life. 
Made by: Farr Co., P. O. Box 10187, Airport Station, 
Los Angeles 45, Calif. 
Circle F23 on coupon 











Circle F24 on coupon 
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la saves fuel!” 





balding an oil burner firebox quickly and 
easily with J-M Insulating Fire Brick. Labora- 
tory tests prove that these brick lower fuel con- 
sumption as much as 10%. That’s because they 


Provide ‘“‘skin-heat-in-seconds.” Within sec- 
onds after the burner goes on, the entire inside 
surface of the firebox is white-hot. 





JOHNS -MANVILLE 


ut 







skin-heat-in-seconds’ 
é always gets you on the 
job in a hurry and 


Here’s a sure way to transform any 
oil burner into a champion at heating 
up fast and saving fuel. Build its fire- 
box with J-M Insulating Fire Brick. 
They provide a skin-deep curtain of 
white-heat intensity within seconds 
after the burner goes on! 

They will make the burner cleaner 
and quieter, too. They not only retard 
soot, smoke and odor .. . but their 
lightweight cellular construction 
holds operating noise to a minimum. 

You'll find J-M Insulating Fire 
Brick easy to install. They can be cut 
quickly with a hacksaw blade to build 
any shape or size firebox specified by 
the oil burner manufacturer. Recom- 
mended brick for domestic oil burner 
fireboxes are JM-20, JM-23, and 


— a prize winner at 


heating up faster... 
thanks to J-M 


Insulating Fire 


Brick!" 





J-M Insulating Fire Brick build fireboxes 
easier, faster—and save up to 10% on fuel 


JM-26. For industrial use. . 
and JM-3000. 


See your J-M Distributor for further 
information about these easy-to-use 
brick that heat up faster, save more 
fuel. Or write to Johns-Manville, Box 
60, New York 16, N. Y. In Canada, 
199 Bay Street, Toronto 1, Ontario. 


. JM-28 









For sealing against gas 
and air leaks, use J-M 
FIREITE* Asbestos Furnace 
Cement. For lining 
hearths of rotary burn- 
ers, use J-M STAND- 
ARD FIRECRETE*—a 
hydraulic setting re- 
fractory — ready for 
use in 24 hours. 

*Reg. U.S. Pat. Off. 


Johns-Manville INSULATING FIRE BRICK 
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For “Skin-Heat-in-Seconds” 


in Fireboxes 















SPECIFIC SOLUTIONS 

10 3 SPECIFIC 

HEATING PROBLEMS | Szesneste 

Only DELTA Makes All 3/\Mamemenaeae 
DELTA DIRECT-FIRED 


(AS 
o6 OIL UNIT HEATER 


For lowest cost industrial heating. Ideal for fac- 
tories, warehouses, commercial buildings, and 
locations requiring high velocity air delivery. 










DELTA 
SUSPENDED-HORIZONTAL 
FURNACE 


Especially shallow for narrow crawl spaces and 
attics. Larger models for offices, partitioned 
spaces, stores, gas stations. 


DELTA GUN-TYPE . 
FLOOR-O-LEVEL FURNACE | 
Provides an extremely effective, 1 
yet extremely economical central 

heating system for small 
cellarless homes. 


COMFORT EXPOSITION — BOOTHS 


In Canada — Kresno-Stamm «¢ Montreal 24, Canada 


WOW is the TIME 


Yo CLEAN-WP™ 


with a 


GRAND RAPIDS FURNACE CLEANER 





Act Now! Get in on this year’s cleaning profits. 
Order a Grand Rapids Furnace Cleaner. 


IT’S FAST— Handles twice as many jobs as 
the ordinary furnace cleaner. 


IT’S THOROUGH — High velocity suction 
completely removes ashes, soot, scale 
and dirt from every type of heating plant. 


IT’S COMPLETE — A packaged unit 
with practical cleaning attachments 
designed for fast, easy cleaning. 


IT’S PROFITABLE—The trouble- 
free operation and speedy serv- 
ice of the Grand Rapids Furn- 
ace Cleaner puts extra profits 
in your pockets. 


















Send today for complete infor- 
mation about the Grand Rapids 
Furnace Cleaner. 


DOYLE VACUUM CLEANER CO. 


233 Stevens St., S.W. 


Grand Rapids 7, Michigan 
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FOR THE FACTS! 
SEE OUR ENTIRE LINE AT THE NATIONAL INDOOR 
151-153 


DELTA HEATING CORPORATION, TRENTON 8, NEW JERSEY 


| 





sure indicator, 


is equipped 
plunger type oil level. 
adjuster. / 
0-3” and 0-7” water & 


a rugged molded plastic 
housing, 
available in a 


Model C1725 has been designed for installations where 
space is limited or to replace older, larger boilers of lower 
horsepower without expensive structural changes in physi- 
cal plant. Multiple unit installations of the new package 


can be made. The unit weighs only 3550 pounds. 


Made by: Cyclotherm Div., U. S. Radiator Corp., Os 


wego, N. Y. 
Circle F25 on coupon 


Flex-Tube I-V Gage for plus, minus, 


differential readings made by Dwyer 


DWYER HAS announced a gage for plus, minus and differen. 
tial readings that can serve as an air filter gage, static pres 


draft 
gage and air velocity 
The I-V gages 


with al 


meter. 


Ranges are 


low range accuracy of 
.01” water. Housed in 


the gage is 
direct 


reading velocity model @& 
for use with a pilot tube, ranges 07000 and 0-10,500 feet 


per minute. 


Made by: F. W. Dwyer Manufacturing Co., 317 $. 


Western Ave., Chicago 12, Ill. 
Circle F26 on coupon 














READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
REPLY CARD MARCH 


Mail Now—Card Expires May 31, 1954 





Circle numbers of new product items on which you 
want more information: 


Fl F2 F3 F4 F5 Fé F7 F8 F9 FIO FIl FI2 FI3 
Fi4 FIS Flé FI7 F!8 FI9 F20 F21 F22 F23 F24 
F25 F26 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 





Page ...... Advertiser... 

Page ...:.. Adveriog® 2 ..civs.. i 
WOME OIRO. ioe 5oiccs sion ossse ptie ace trees eine pee eee 
EPPS e ee Position ........---: 


1 Oe CAMPER) hee POOP Ema Rr er UA eC PRT aR 


Check Classification of principal dollar volume: 
[] Fueloil Dealer (7 Parts and Equipment Jobber ([) Manufacturer 
(0 Manufacturer Employee [] Manufacturers Rep. [] Oilheating 





Dealer [| Other 
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SELL THE DIFFERENCE 
es you that edge in 


Rotary giv oe? 
, nent Mr. Dealer, because 
comp ‘ 


different! aa 
i urself an edge in the ine — 
pet Mr Dealer! Haywar <A 
something to sell: — se 
eration, maximum efficiency = a 
pe design features. arse yt 
at competition ee 
_ bra Hayward Rotary Atomizing 
ere 


Oil Burners. 
Write for franchise 
information: 


iy petition, 
4 gives you 








HAYWARD oi Burner corp. 


86 Kirkland Street, 
Cambridge, Mass. 


Factories in 





Brooklyn, N. Y. and Taunton, Mass. 








For Safety’s Sake 


G 1 Install the NEW 


Gravity Sediment 


Bulb 


For Use on Range Oil Burn- 
ers and Hot Water Heaters. 
Traps all Foreign Substances 
such as Water, Lint, Dust and 
Dirt Particles, etc. 


APPROVED BY the State Safety Boards in: 
Massachusetts, Vermont, Maine, New Hampshire, and Connecticut. 


Write for full details: 
246 ONTARIO ST., 


INDUSTRIAL SUPPLY, Inc, COHOES, N. Y. 






















for TOP VALUE in 1954 
completely” packaged 


*includes chassis, 
tank, pumping and 


metering equipment. 






HAwthorne 7-2100-01-02 Write for Catalog FO 


300 LINCOLN AVENUE, HAWTHORNE, N. J. 
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= Versatile! — 
= Attractively Price 
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= Minimum Dg 
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KING ENGINEERING CORP. 


{o> ae B®) « Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 














GULF 


"CS AGAINST 


Another 
«Gulf 
Extra for 
Dealers! 





—— ORROSION 





New Gulf P.A.C. Minimizes Fuel Tank Corrosion! 


New Gulf P.A.C., a superior product, inhibits fuel 
tank bottom corrosion—saves customers’ money by 
extending fuel tank efficiency. 

This bonus product provides all Gulf dealers with 
another extra customer service! 


GULF OIL CORPORATION 
GULF REFINING CO. 
General Offices, Pittsburgh, Pa. 





SOLAR HEAT 
heating oil 
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EXCLUSIVE DISTRIBUTION, EAST COAST COVERAGE FROM MAINE TO FLORIDA 


We ARE ONE YEAR OLD. Just a year ago this month Overhead Heaters, New 
York was incorporated as a new Company with old standards of dependability and proven com. 
petency. SHAFCONAIRE—the original, horizontal suspended furnace IS THE ONLY OVERHEAD 
HEATER WITH A RECORD OF OVER 17 YEARS OF EFFICIENT, SUCCESSFUL OPERATION 
IN THE FIELD. It is the only oil-fired suspended furnace built by specialists who build nothing else 
but dependable overhead heaters. In Shafconaire installations building costs are reduced. Floor space 
is conserved because no boiler room or chimney is required. Amazing long distance air delivery without 
duct work. Constantly specified by leading architects and engineers. We also stock a complete line of 
recommended accessories to be used in conjunction with our cooling and heating systems. A custom designed 
layout with blue prints is yours on request. No charge will be made and, of course, no obligation for the 
engineering service. Underwriter approved. Write or telephone today. 






























RUTH J. SHAFER, President 
A FEW CHOICE TERRITORIES AVAILABLE. If you are a distributor or manufacturers’ representative in any 
of the Eastern Seaboard States, be sure to contact us to learn about an extremely attractive opportunity! 


Overhead Heaters New York a Inc. 


SHAFCONAIRE AND NORMAN HEATING AND COOLING 
521 Fifth Avenue * New York 17, New York ® MUrray Hill 7-7384 








Names 
(Begins on page 6) 

Tom Gibbons, director of advertis- 
ing and sales promotion for the Cole: 
man Co., Wichita, Kans., died in Enid, 
Okla., January 25, from injuries re- 
ceived in an automobile accident. Prior 
to joining Coleman, he had been di- 
rector of marketing, Caloric Stove 
Corp., Philadelphia, and advertising 
manager of Magic Chef, Inc., St. 
Louis. 


¢ £ ; W. K. Smith has been named field 

a bs 3 i sales manager of the Heating Division, 
Scene at Lincoln Technical Institute, 256 Washington, Newark, N. J. On Feb. Union Asbestos and Rubber Co., Chi- 
5, 12, 19, and 26, J. W. Schulz, sixth from right, Technical Editor of FUELOL & 7. Prior to ae the company 
Oi HEAT, was guest lecturer and instructor, The course is concentrated on com- Smith had been with Fedders-Quigan 


bustion chamber design and construction, combustion tests, seven types of electric Corp. and U. S. Radiator Corp. He 

motors used in oilheating, and methods experts use for minimizing fueloil bills. will be responsible for the establish: 

The next course for men in the industry is scheduled to begin March 26, ment and supervision of a nationwide 

and continue for 15 4-hour Friday sessions, Instructors are Fred Richenburg; sales organization to handle Unarco’s 
Ralph Pocaro, Minneapolis-Honeywell; and J. W. Schulz. line of heating equipment. 





Use "CRESCENT PARTS" Service 


SERVING THE ST. LOUIS TRADE AREA 












Authorized STOKER 


Fuel Unit 
Service 
Station 


"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 





East St. Louis, Illinois branch: 











SEND US YOUR CRESCENT PARTS AND EQUIPMENT CO., INC. 1140 St. Louis Avenue 
ORDERS OR INQUIRIES * 825-831 S. Boyle Avenue St. Louis, Missouri East St. Louis, Illinois 
March 
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IT'S HERE 
IT'S NEW .* % 


IT’S TRUE * 





IT'S OUT OF THIS WORLD 


. LINDY , 


A NEW TANKLESS WATER HEATER 
MWD, GSS poh oe Gore-bohy 
‘HOT, HOT WATER: 
FOR SMALL HOMES AND RESIDENCES WITH | to 6 BATHS 


having , washing ete. 


FOR SMALL APARTMENT HOUSES, 2 to 6 FAMILIES 








MADE IN TWO SIZES FOR FAST-FLOWING, ABUNDANT, HEAVENLY HOT WATER 





10 NEW FEATURES 


Heovy lifetime” CAST IRON 5 Sell venting, no ow binding 
body 


GALLONS 
® 


Flying Soucer 
SPECIFICATIONS PER MINUT E| TANKLESS MEATER ’ 





1, 2, 3 BATHROOMS 
(1 ond 2 Fomily Houses) |} 4’ GPM NFS-45 


6 Fost boiler woter cucu lotion 


2 ONE MAN Instollotion 





7 Aquostat topping locuted for 
eit Newy diac al 

4, 5, 6 BATHROOMS ee nee oe nee 

(2, 4ond 6-Fomily Houses) || 6's GPM NFSOS | 




















INSULATED METAL JACKET 
ALSO AVAILABLE 


loundry machines 


























Full hor flow for a! 
J h 
connection to feed boiler 
LINDY HEATERS, INC. * 2370 HOFFMAN ST. - NEW YORK 58, N.Y. ao 





L give my customers 
the BEST/ 





Correct 
PULSATION 


POOR CO: 


with a 


BOSTON COMBUSTION HEAD 


Adaptable to any pressure atomizing burner. 
.75 to 3.0 G.P.H. This precision head is now avail- 
able. Adjustable air shutters permit obtaining high 
= sunflower flame or efficient non-pulsating 

ame. 








Comes complete—easily installed. 


Write for literature and instruction sheet. 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, lynn, Mass. 











Eight Books To Solve Your Heating & Air 














[] BEACON BOILER REFERENCE BOOK ... 
[] ESTIMATING MANUAL .................. $3.00 
[|] BEACON RADIATION REFERENCE BOOK . .$4.00 
[] THE SELLING MAN (Special Price) .......$4.00 
(] HEATING & AIR CONDITIONING ........$6.25 
[] DUCT CONSTRUCTION ................. $3.00 
[] FIRST STEPS IN AIR CONDITIONING .....$2.00 
[] WARM AIR HEATING & WINTER AIR 


Conditioning Problems 


Letters are received daily from readers asking us for various 
Heating & Air Conditioning books which they are anxious 
to buy. 


We, therefore, have compiled this list to acquaint all our 
readers with the books that are available and the price of each. 





PRICE LIST 


. -$4.00 


GOPMTUUNNOEE oc ccccvkbavedcateiaws $8.50 





Please Mail Remittance With Order—We Pay Postage 





HEATING PUBLISHERS, INC. 


2 West 45 St., New York 36, N. Y. 
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REXOIL gives you FREE 
ENGINEERING ASSISTANCE! 


For those hard-to-figure-out big jobs—REXOIL engineers will prepare all 
plans and specifications without charge. This FREE engineering assistance, 


plus 
© 75% FEWER SERVICE-ADJUSTMENT CALLS* 























Letters 











(Begins on page 24) 


was a total loss of time and effort. 
I sat down, took out my pipe, lit up 
and studied the furnace manual, 
After due consideration, I decided 
the oil tank must be empty. I didn’t 
know that Martha had the tank filled 


means 


@ 25% LESS INSTALLATION COST and* 


REXOIL OIL 
BURNER DEALERS! For further information 
write, wire or phone (WA. 2420) Charlie Reif. 
* Conclusions resulting from independent survey 
of oil burner dealers. 


MORE PROFIT for 














REIF-REXOIL, INC. 


37 CARROLL STREET BUFFALO 3, WN. Y. 








the way. Some of them broke. I yelled, 
“Martha.” She came dashing down the 
steps, took one look at the fruit and 
pickles swimming in an oily lake, and 
said, “I should have known—.” 

The phone bell rang. She went back 
up the stairs to answer it. Martha is not 
very diplomatic. 

“He is ‘butt’ deep in oil and can’t 
come to the phone, and I have to get a 


man to fix the furnace,” was what she 


said to the party on the other end of 
the line. 

At that moment, I was sitting on 
the stairs, dressed in my skin. I was 
wiping the oil from my legs and feet, 
hoping that Martha would unlock the 
kitchen door that leads to the base- 
ment, and let me in the house. 


H, B. GRENFELL 

































the day before. 


We have a two hundred gallon tank 
inside the basement, That makes it 
very handy to work on. I found out 
later, that this is not the case, That 
darn tank should have been buried ten 
feet under the ground. Then I couldn't 
have experimented with it. I decided 
to unscrew the nut at the end of the 
feeder pipe, which is against the bot- 
tom of the tank, The nut came out all 
right, but it slipped out of my hand 
and skidded across the floor. Oil began 
to gush out of the tank. 


I ran for the nut, It had skidded un- 
der the shelf of the storeroom in be- 
tween the canned fruit and pickles 
that were stored there. I began heav- 





First one-half horsepower window-model airconditioner to come off the new 
production line is crated as officials from Remington Corp., Auburn, N. Y., 
look on. Left to right: Robert L. Freeman, production line foreman; Louis T. 
Nutting, his assistant; Herbert L, Laube, Remington president, and Fred S. 


ing the canned fruit and pickles out of —Stidfole, vice president of manufacturing. 








Look What KOLBKAST GHAMBERS Offer You! 


— 3. K-factor equal to insulating 
1. Low initial cost brick 


2. Low installation cost—only 5 


pieces to assemble 4. Excellent performance’ with 


high or low pressure burners 


In addition, all Kolb Precast Chambers are scientifically packaged to prevent 
breakage. Get complete details on all Kolbkast Insulated Chambers today. 





KOLB REFRACTORIES CO., Meadow & Jackson Streets, Philadelphia 48, Pa. 





The 
Kolbkast 
Standard 





KolbKast Insulated Chambers 
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Always Specify... 
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COMPLETE 


LIWE 


sens your Bulk Plant Pumps 
(Begins on page 64) 


a good approximate figure for estimat- 
ing the friction losses of the meter, air 
eliminator and back pressure valve if 
manufacturer’s data is not available. 

Now let’s take a typical example 
and run through it using the tables 
on page 64. 

A bulk plant operator wishes a de- 
livery of 200 gpm from underground 
storage through a rack equipped with 

3” meter, strainer, air eliminator and 





VALVE 


F 





KARYALL COMPARTMENTS 


help you earn more profits 





KEEP YOUR TOOLS ORGANIZED AND 
SAVE TIME ON YOUR SERVICE CALLS 


® Karyall Compartments converts any 
V2, % or 1 ton pick-up truck into 
a handy mobile service unit. 


© Complete with brackets for 


installation. 


easy 


© Immediate delivery from our com- 
plete stock. 


Call ATlantic 1-0470 


Come eee eee eer eeeeee ee eeeeeseeees 


er 


Company 
Address 


Coe errr reer reer eseeeeeeeseeees 


KARYALL BODY, INC. 


8221 Clinton Rd., Dept. F, Cleveland 9, O. 





f*sssssesse: Or write for prices today sssusssssses, 








e MILWAUKEE 7, WIS. 


PeevtS AND FITTINGS 


loading arm into truck tanks. This 
rack will handle No. 2 heating oil at 
.85 sp. gravity and viscosity 40 SSU 
@ 50 degrees F, The storage tank is a 
10 ft. diameter buried 18” below 
ground with the suction stub 6” from 
the bottom of the tank. The suction 
port of the pump is 12” from ground 
level. The suction line consists of 23 
ft. of 3” pipe and one 3” angle check 

e. The discharge line has 90 ft. of 
3” pipe with eight 90 degree elbows 
along with meter and other equip- 
ment above. The highest point of the 
piping is 15 feet above the centerline 


valv 


of the pump. We can compute head 
requirements of the pump as follows: 


Dynamic Suction Head: 
Static Suction Head 
3” Suction pipe length 23.0 ft. 
Equivalent pipe length 
of 3” angle check 
valve 23.0 ft. 


12.00 


46.0 ft. 3” pipe 


Friction loss: See table 3 
200 gpm with 3” pipe 
11.6 ft. hd/100 ft. 
of pipe 46x 11.6—= 5.34 


17.34 Dynamic Suc- 


100 
tion Head 
Dynamic Discharge Head: 
Static Discharge Head 15.00 


3” Discharge pipe 


length 90.0 ft. 
Equivalent pipe length 

8—3”—90° elbows 

(see table 4) 71.0 


Equivalent pipe length 
of 3” line strainer 16.0 

Equivalent pipe length 
of loading arm (Use 
4—90° elbows and 
globe valve) 55.1 

232.1 ft. 3” pipe 


Friction: See table 3 


232 * 386+ 26.91 


100 


For Replacement Use . . . For New Installations 
For Special Units on New Equipment 


MILVACO 





FOR 















THE O1L INDUSTRY 


Approx. friction loss for meter, 
air eliminator and Wack pres- 
sure valve (see table 4) 
12 psi x 2.72 
Dynamic Discharge Head 32.64 


74.55 
Total Dynamic Head = 17.34 
plus 74.55 = 91.89 ft. 
Misc. 10% 9.19 
101.08 ft. 


Using the above example along with 
the information we now have it is pos- 
sible for us to specify clearly and con- 
cisely the ¢ exact ¢ pump required fe for the 








HYDROVALVE OIL BURNER 
SERVICE PARTS AND TOOLS 


open the door to 
OIL BURNER SERVICING 


@ Fuel unit and relay service parts, 
bellows, nozzle-ports, seals, hel- 
ixes, elements, etc. 


e A complete line of superseal gas- 
kets for all fuel units, filters and 
fill boxes. 


@ An entire line of engineered for 
replacement standard and special 
electrodes for all oil burners. 


@ Servicing tools to make servicing 
easier and quicker. 


The high quality of HYDRO- 
VALVE products, precision made 
by skilled craftsmen is recognized 
throughout the oil burner industry. 


BUY THROUGH YOUR JOBBER— 
HE SERVES YOU WELL! 


HYDROVALVE CO. 
1319 Utica Ave. © Brooklyn 3, N. Y. 
BUckminster 4-1330 

































application. Of course, it is also neces- 
sary to show in these specifications in- 
formation pertaining to the power 
available. We will assume in this case 
that 220 volt, 3 phase power will be 
used. It is general practice when pump- 
ing petroleum products that explosion 
proof motors are used, We must also 
decide, of course, the type of pump 
we wish i.e. centrifugal, self-priming 
centrifugal, deep well turbine, or posi- 
tive displacement. Because of the re- 
quirement of pumping from under 
ground storage and because the dy- 
namic suction head does not exceed 20 
feet the straight centrifugal and deep 
well turbine pumps would be elimi- 
nated, This would leave a choice of 
either of the self-priming centrifugal 
or the positive displacement pump that 
could be used on this installation. In 
order to make the example conclusive, 
we will use the self-priming centrifugal 
pump in the sample specification. 


Specifications below: 


We are now prepared to write the 
specification as follows: 

1—Self-priming centrifugal pump 
fitted for petroleum use to deliver at 
sea level 200 gallons per minute at 100 
ft. head when handling No. 2 heating 
oil with 0.85 specific gravity and 40 
SSU viscosity at 50 degrees. The pump 
would be powered by a 220 volt, 3 
phase explosion proof motor of sufh- 
cient horsepower. Pump and motor 
would be mounted complete on base 
with couplings. 

If the bulk plant owner will spend 
the time and effort to dig out the in- 
formation, he will then have the real 
heart of his system—the pump that 
will fill his exact needs. 
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So Easy..You Can Almost Plug It In! 


Electrol design means easier installation, quicker repairs, more 
efficient performance . . . truly the burner that’s so easy to install, 
you can almost plug it in! 

And there’s still more to Electrol’s complete line of oil-fired 
heating equipment than meets the eye . . . more exclusive features, 
more powerful sales aids and greater consumer acceptance, bigger 
dealer dividends . .. PLUS expert, round-the-clock Electrol engi- 
neering service to help make every heating problem a snap. 


So write for Electrol’s free catalog today! 


UCT 





Omaha is Site of Western 
Zone Office for Coleman Co. 


CHARLES 0. SLABY has been named 
manager of the Western zone office in 
Omaha, Nebr., by the Coleman Co., 
Inc., Wichita, Kans, This is the fourth 
such office set up to serve Coleman dis- 
tributors—others are in Dallas, Phila- 
delphia and Chicago. 

Associated with Slaby are Paul W. 
DeGood, Harry H. Pike, Robert E. 
Lyda and Lewis White, regional sales 
managers and Elvin D, Sandidge and 
Charles E. Yeoman, service engineers. 


The territory served includes: Nebras- 
ka, Colorado, Idaho, Iowa, Kansas, 
Minnesota, Missouri, Montana, Ne- 
vada, Oklahoma, Oregon, South Da- 
kota, Utah and Washington. 


o, 
“9 


Joseph A, Brainard named sales rep- 
resentative for the Fan and Blower 
Division, Peerless Electric Co., War: 
ren, O. His headquarters will be in 
Cleveland and his territory will in 
clude Northeastern Ohio and Western 
Pennsylvania. 





| IF YOU WANT SMOOTH PUMPING 
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Use VIKING rotary pumps and you won’t 
have pulsating, spasmodic delivery with 
aerated and foamy discharge. 


SMOOTH, 
EVEN 
DISCHARGE 























With VIKINGS, you have fast, smooth 
priming and constant, even discharge of 
the liquids from beginning to end. 


You can also handle not only thin, gaseous 
liquids, but heavy, viscous liquids as well. 
And all can be handled with excellent 


results. 


| Ask for further details today. Bul- 








quest. 





GINAL “GEAR-WITHIN-A-GEAR” ROTARY Pt 


letin 54SEE sent promptly on re- 


VIKING PUMP COMPANY, Cedar Falls, lowa 


March 


1954 





Burner Mfg. Co., Inc, 
22 Union Ave., Rutherford, N.]J. 
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Newest Addition to the NEW YORKER 
Steel Boiler Family! 







DESIGNED AND PRICED for today's small home. The attractive blue-and-gray 
heavy gauge steel jacket will dress up any utility room or basement. Ample 
domestic hot water furnished by the large (180 Gph) NEW YORKER 


tankless coil. All fittings are on the top and in the front for easy installation. 









Send for prices and information NOW! 









































ey 
NEW YORKE STEEL BOILER CO. INC. 
Colmar, Pennsylvania 
A two-way Street trol project,” answered Mr. Lannigan will. I found early in my experience 
(Begins on page 51) good naturedly as he stopped a minute that most people are friendly and in- 
Years ago I built a house on top of | andthenadded.“Youtakealargerock teresting and like to help you and en- 
a stone covered ridge where I had a like this and then offset it below by joy seeing you successful, For oilburner 
problem stabilizing a gravel driveway. another big one using smaller rocks — salesmen can develop goodwill and’ be 
Old man Lannigan, a prospect, was a tiered downward to retain the loam successful. “Gracious living” to a 
road building engineer, I had a bright just as I’m doing here.” salesman can mean being paid for what 
idea. I'd present my problem and kill And he went on to show me that it _ he likes to do and living in a nice home 
two birds with one stone. was like laying clapboards starting at | furnished with nice things. 
Asking his advice, I reasoned, on a the top rather than at the bottom. Al- 
matter he was well qualified profession- though I didn’t particularly notice it ei 
ally to answer should butter him up at the time, his voice and manner had We need fittings 
and perhaps promote the oilburner — become quite friendly but I was ab- | @ €é QUICK! 
sale. In the second place he'd solve sorbed and fascinated by the old coot’s = When can you 
my driveway problem, But my scheme know-how. I asked lots of questions 
backfired. He acted real stuffy. True, and for once, with old man Lannigan, 
he gave me driveway information but I wasn’t talking when I should be lis- 
he gave it as grudgingly as the free tening. 
curb stone advice of a doctor or lawyer. Finally I got the idea of how rock : M 
I gave him up as a prospect. gardens are built so I thanked him and ships quick...your 
Some weeks later I drove past his got up and he walked down to my car order’s going out 5 
place on my way to see another pros- ~— with me acting as though he expected IMMEDIATELY! 
pect and from sheer habit I slowed me to say something I wasn’t saying. 





down as I came abreast of his rocky At last he cleared his throat and re- 
fe Tinned ae sated ino chand ene, tos. | fp fe Oe 
ing huge boulders into place ina rock stall that contraption of yours in our Cc @ e e E R T U B & 
garden under construction. It flashed boiler.” & | T T in a & - 

through my mind that a rock garden That day I added to my small store Phone... Wire... or Write TODAY 


would provide the solution for the de- of knowledge and goodwill. I learned : nee 
E SPAN gives the fastest shipping 
velopment of my rocky slope by the that people are more friendly when O service in the industry, because 


driveway. talking about their hobbies than when SPAN manufactures and stocks a 
“ : a P z : huge inventory of Copper Tube Fit- 
How do you place your rocks so discussing something to do with their tings. Write for catalog and price 

the loam won’t wash out,” I asked him profession or business, And I further 40) list of high quality flared fittings, ap 
compression fittings, and valves. 


acouple minutes later dropping on my _learned that lots of business is trans- 
knees beside him. acted on a friendship basis. ay ek. MN] 





“The same principle is involved as is All through the years I have en- BRASS MFG. CO 
. ° . ° . . . a * 
used in building water retention reser- joyed going out and meeting new peo- 200 WILSON STREET 
Yolrs up stream on a river flood con- ple, making friends and creating good- OTSEGO, MICHIGAN 
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CAPACITIES 
TO 300 GPM 






INDIVIDUALLY INSPECTED 


PUMPS & METERS 


CUSTOM-MADE pumps and meters, that serve you best 
because they are individually machined to exacting tol- 

erances...individually inspected for workmanship and 
materials...and individually tested for faultless oper- 

ation and accuracy. Buy GRANCO-for accuracy, depend- 
ability and long life. 


Write jor Catalog 





PIONEER OF 2ectecon 
STANDARD OF /cecuracy 


INDIVIDUALLY TESTED 






EXCLUSIVE GRANCO 
PRECISION 









GRANBERG CORP. 





ADJUSTMENT 








1308 SIXTY-SEVENTH STREET 
OAKLAND &, CALIFORNIA 














Intelligent Dealer Advertising 
(Begins on page 53) 
exhaustive studies conducted by large 
agencies. And there is no need for you 
to do so. Your problem is considerably 
simpler, In fact, if you pay attention 
only to the arithmetic of media selec- 
tion you won't ever go too far wrong 

and you'll be right most of the time. 

The arithmetic of selection makes it 
possible for you to identify the medi- 
um in your area which has the lowest 
cost per thousand readers, listeners or 
viewers. A recent problem involved 
the making of a selection between 
newspaper and television as the me- 
dium. Weekly costs were about equal 

a newspaper ad once a week for 
13 weeks would cost as much as the 
sponsorship of a 15-minute television 
program once a week for 13 weeks. 
On this basis, television appealed to 
the advertiser, He could get visual as 
well as audio advertising in a novel 
new medium for the price of visual 
alone in an old medium. 

But the facts did not support him. 
The newspaper goes into nearly every 


home in his market. Only 21% of the 
homes have television sets. The arith- 
metic disclosed that, per thousand 
possible impressions on people, televi- 
sion in this case runs nearly five times 
as much in cost as the newspaper. 

It’s this cost per thousand that is 
the key. Make this your first compari- 
sion between media—always. If you're 
choosing between newspapers, deter- 
mine the cost of the ad you wish to 
run in each paper. Then ask each to 
give you its latest sworn circulation 
statement. Assume the figures are: 


Paper Paper 
A B 
Cost of Ad $20.00 $30.00 
Circulation 5,000 10,000 
Cost Per Thousand $ 4.00 $ 3.00 


Usually it is better to reach 10,000 
people at a cost of $3 a thousand, than 
5000 at a cost of $4 a thousand, even 
though your dollar outlay is 50% 
more. The important thing in local ad- 
vertising is to place your story before 
the maximum number of people at the 
lowest cost per thousand. When you 
do this consistently, nobody can ac- 


cuse you of spending your money 
foolishly. 

An exception to the above should 
be noted. Sometimes a medium will 
have the lowest rate per thousand sim- 
ply because its circulation extends far 
beyond your area, This is true of most 
metropolitan dailies and of many ra- 
dio and television stations. So when 
you're comparing these with purely 
local media, use circulation figures 
only for the area in which you are 
interested. 

Anybody who can master the op 
erating details of an automatic delivery 
system should have no difficulty in 
planning and executing local advertis- 
ing programs efficiently. It’s a matter 
of learning the basic principles and 
then refining the details as experience 
indicates. Advertising seems to be 
more difficult only because it deals with 
a big intangible—what makes people 
buy? But this intangible is no more 
troublesome in advertising than it is 
in selling, and who has done a better 
job of selling than those who deliver 
fueloil automatically? 





STOP giving away your ductwork profits! 


According to a recent FUEL OIL and OIL HEAT survey, 22% of all oil heating dealers 
plan to add their own sheet metal shops. This makes sense because you'll have absolute 
control over the quality and timing of ductwork installations. You'll SAVE a big slice 
of PROFITS on all your warm air and summer cooling jobs. Here's how to start. 










The Portable Sheet Metal Bending Brake 


You can make ducts and fittings easily and quickly without hammering work. You can 
turn out dependable, precision work on this inexpensive top-quality sheet metal bending 
brake. Let us show you! 

CALL OR WRITE 


HALLMOR INC. — McMurray Road, Bridgeville, Pa. 
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Big market for H.C.Little oil wall 
furnaces means big profits for you! 


Both new home and remodeling markets for this furnace keep growing and H.C. Little 
Dealers keep on chalking up bigger and bigger sales records and profits! Why don’t you 
get into the act? Mail coupon today! 

THE FIRST ELECTRIC IGNITION vaporizing oil burner was introduced by 
H. C. Little over twenty years ago, leads all others.—THE ONLY vaporizing 
equipment U.L. listed for No. 2 oils.—-DUAL HEAT DISCHARGE promotes 
comfort. See living room and hall views.—-NO MOTORS, no blowers, no 
moving parts to service.—65,000 BTU output. 


UC Litlle 


H. C. Little Burner Co., Inc., San Rafael, Calif. 
= T0i tales ae Oleolaal of: tal rm lalom 






















Send Franchise Plan, name of local Distributor and 
location of nearest Warehouse to: 














Head Office and Factory: 








| mC i salen knee 
I Fueloil Group anticipates burning oil for fuel. | Petersburg, Florida paper that we saw 
F Competition 17. One third of all Americans use an article under a Chicago dateline of 
r a oilheat either at home or at work. January 21 that commented on a mid- 
(Begins on page 58) i 
t Harold Mottram, president of the western storm: Officials in Kansas City 
12. About fourteen miilion homes Mottram Advertising Co. of Milwau- estimated that stove and furnace pilot 
n are heated with oil in the United kee and permanent secretary of the lights had gone out in 4,000 to 5,000 
y § States today. Wisconsin Oil-Heat Association, told = homes, and hundreds of small indus- 
s 13.Do you know that the demand us recently that as result of comments trial plants had been forced to close 
¢ for heating oil has increased appearing in national magazines re- because of the drain on natural gas 
137% since 1945? Gasoline de- garding his association’s advertising supplies. 
y mand growth since 1945 was 65% campaign, that he had received re- Then we began to understand what 
y or less than half that of heating = quests for reprints of their ads from Mr. Mottram meant, for with such 
n &§ oil. 15 or 20 Oil Heat Associations in as an item in hand it should not be hard 
. 14.17% of total oil produced in the many cities, indicating that the re- to find the emotion needed to write 
r United States is used for heating — surgence of a progressive and competi- __ effective copy about the superior reli- 
d and fueloil is now a two and one- tive spirit within the trade is on the ability of oilheat. 
e half billion dollar industry, rise and is apparently national in In recent months we have seen a 
3 15. Did you know that 642 million scope. great many slogans written to promote 
h homes in the United States are Mottram also points out that oilheat but we believe that the most 
e centrally heated by oil and that those who wish to launch an educa- subtle and possibly the most effective 
e by 1960, 10 million will be so tional campaign need look no further one that we have seen was created by 
is heated? than the daily press for all the ma- Hiff Horning, Secretary of the North- 
r 16. You will be interested to learn terial and inspiration needed for copy. west Petroleum Association in Minne- 
T that 7!4 million American homes With Mottram’s words fresh in mind apolis. It reads: “If Only For Safety 
are equipped with space heaters it was only a few days later in a St. Sake, Heat with Oil.” 
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MICQORKLE CO 


for Vaporizing Oil Burners 
Satisfy dealers ... Satisfy customers 


McCorkle Controls are backed by a 
record of 18 years of dependable Write today for literature 
service. Dealers endorse them, because ; P 

their rugged simple construction reduces and specifications to cover 

















service calls to a minimum. Customers your particular requirements. 
appreciate them for their dependable, 
accurate operation. aa 


D. H. MICQORKLE co. 


Box E, Station A ¢ Berkeley, California 
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WITH THE 


| FREQUENCY IS "Ct Sundsteand OIL BURNERS 




















Detroit Controls Corp. bins 
Belknap Manufacturing Co. 


THE DETROIT Controls Corp., Detroit, 
Mich., has purchased the Belknap 
Manufacturing Co., Bridgeport, Conn. 
Belknap, producers of bronze valves, 
fittings 
will carry on operations under 


and specialized bronze cast- 
ings, 
its present name as a division of the 
parent company. 

Policies and operating personnel of 
both of the companies will remain the 
same. 


OL BURNER 








dustrial ant 
residential use 


Enthusiastic reception by the public 
explains the higher sales frequency of 
the Sundstrand all-electric oil burners. 
With a Sundstrand, the most modern 


concepts of warm air heating are re- 
alized. ... That’s not enough; witha 
Sundstrand, initial low-cost is matched 
by long-span oil burner performance, 


AGNITION PASEMLES 


. These values and the Sundstrand reputation for the 
finest in oil heating add up to complete customer satisfac. 
tion. Foot or bracket mounted, all Sundstrand oil burners 
are listed as standard by Underwriters’ Laboratories . . . 
and meet all state and local requirements. 


A leader in oil heating for 33 years. 


SUNDSTRAND ENGINEERING CO., Rockford, illinois 





DEGREE DAY TABLES 


ONE MONTH ONLY 


January 
Normal 1953 


1318 
641 
880 

1113 

1225 

1243 
942 

1101 
607 

1042 

1330 

1203 

1215 

1178 

1469 
394 

1051 

1085 
328 


1101 
523 
714 
930 

1038 

1098 
845 
929 
430 
666% 

1260 

1062 

1115 

1009 
937 
233 
941 
937 
157 


1954 
1436 
616 
875 
1201 
1282 
1149 
885 
1124 
975 
884 
1405 
1200 
1232 
1251 
1510 
271 
1016 
1101 
292 


Percent 
Change* 


+ 9.0 
on 
— s 
4 79 
de 


——————ae» 


————SEASON TO DATE—— 
Sept. thru Jan. 
Normal ’52-53 


Albany AP 
Atlanta CO 
Baltimore CO 
Boston AP 
Buffalo AP 
Chicago AP 
Cincinnati CO 
Cleveland AP 
Dallas AP 
Denver AP 
Des Moines AP 
Detroit AP 
Grand Rapids CO 
Hartford AP 
Helena AP 
Houston AP 
Indianapolis CO 
Kansas City AP 


3877 
1768 
2421 
3121 
3648 
3595 
2659 
3103 
1483 
3199 
3784 
3528 
3577 
3447 
4716 

915 
2984 
2960 

786 


3615 
1757 
2190 
2856 
3359 
3167¢ 
2545 
2873+ 
1492 
2850 
3772¢ 
3291 
3438 
3140 
4136 
1098 
2870 
2834 
667 


3638 
1720 
2173 
2797 
3310 
3053 
2459 
2827 
1537 
2863 
3477 
3139 
3223 
3135 
3989 

874 
2762 
2354 

595 


Percent 


"53-54 Change* 


— 62 
— 27 
-10,2 
-10.4 
— 93 
—15.1 
— 75 
— 89 
+ 36 
10,5 

— 81 
11.0 

— 9 
9.1 
—15.4 
45 

— 
—20.5 
—243 


Los Angeles CO 
Louisville AP 
Milwaukee CO 
Minneapolis AP 
New Crleans CO 
New York CO 
Omaha AP 
Philadelphia CO 
Pittsburgh CO 
Portland, Me. AP 
Portland, Ore. CO 
Providence AP 
Roanoke, Va. AP 
St. Louis CO 
Salt Lake City CO 
San Francisco CO 
Sault Ste. Marie AP 
Seattle CO 
Toledo AP 
Washington AP 


City. 


March 
1954 


CROWN offers a complete 
line of standard oil burner 
electrode assemblies, cable 
assemblies, hardware, ter- 
minals and UL approved 
cable. Quality is the finest 
available. Ceramic insula- 
tors are UL approved. 
Prompt, efficient, reliable 
service on all orders—large 
or small. 


Complete Seruice 


CROWN engineering service 
is complete. Call or write 
today for complete infor- 
mation on standard or 
custom-built assemblies. 
Literature on ese 
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—12.1 
— 
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is 
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— 96 
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— 
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—10.3 
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933 
1302 
1562 

34] 

995 
1302 

933 

992 
1373 

791 
1125 

840 

983 
1119 

462 
1587 

753 
1197 

893 


2666 
3790 
4553 

788 
2766 
3670 
2557 
2882 
4149 
2391 
3320 
2473 
2693 
3219 
1344 
4927 
2435 
3561 
2523 


764 
1216 
1488% 

209 

832 
1243 

799 

806 
1124 

505 

901t 

720 

891 

731 

324 
1424 


894 
1254 
1692 
264 
1036 
1399 
971 
985 
1454 
758 
1206 
851 
957 
864 
412 
1665 
545 796 
1031 1173 
724¢ 893 


- 4,2 
— 3.7 
+ 8.3 
—22.6 
+ 4.1 
+ 7.5 
+ 4.1 
— 0.7 


4 $9 
snes iD 
ee 
142 
iy 
— 
—108 


+ 49 


ee 
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+ 00 


2480% 2530 
3725 3331 
4391¢ 4202 
729 764 
2512 2447 
3705 3281 
2376 2312 
2639 2627 
3759 3831 
1987 2084 
2792¢ 3051 
2392¢ 2354 
2577 258i 
2703 2696 
1331 1166 
4488 4529 
2054 2240 
3308 3195 
22944 2303 





Crown se cartel 


CORPORATION 
KEYPORT * NEW JERSEY 





*Compared with normal. 





